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indene tw sthiy Journal Vevoted te the Inbte 
and Manufacturers of Mil, Mine and ‘Mack 


In This Issue: 
Survey of 
The Machine Tool Sales Field 
As Viewed by 
Manufacturers and the Lead- 
ing Distributors of 


Mill Supplies 


Editorials 


Price Increases Often Serve Public Interest 
The National City Bank of New York 


Big Mill Supply House Bustles with Activity 


War Brought Changes in Oakum Industry 
A. Stratfe d 


That Detached Attitude 


"pank Farrington 


Entered as second-class matter August 3d, 1917, at the post 
office at Chicago, Illinois, under the act of March 3rd, 1879. 


Published by The Crawford Publishing Co., 
537. South Dearborn Street, Chicago, Ill. 
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Supply House Is Operated on Committee Plan 


QUPPLIES 


Efficient, Economical 
Dependable 


lubrication for all kinds of reciprocat- 
ing steam engines, steam pumps, etc., 
is assured with 


“Detroit” 
Improved Standard 
Lubricators 
They are made in both single and double 
connection styles with sizes ranging from 
1/3 pint to | gal. All are carefully 
inspected, carefully tested and warranted 


to give satisfaction. Write for catalogue L& 
L-42, today. 


DETROIT [UBRICATOR COMPANY 
DETROIT.U.S.A.. 


GILBERT WOOD PULLEYS 


Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 


Themselves 


SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 


Chicago Branch N York 
105-9 South Jefferson Street ss 
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7 his drawing was made from a photograph taken in 1910, 
yj the main drive of the [empire Worsted Mills, Jamestown, New York. On July 19, 1920, ten years 
IK later, Mr | 2 cient president of the Empire Worsted Mills, wrote us: “We are glad to note that you have 
it preserved the photograph of our enzine room taken several vears ago and wish 1 dd that the 1 It is still Z ing 
IN} add th helt is still running 
IN lil] th either to shorten 1 repairs on it. We could 
IN ot ask for ‘ ice thi Ms tis sull giving us, and are pleased to report to you after several vears, that it 
N s highly satis facto Phere ts rothin cece ut a Chicago main drive belt running ten vears and more—in 

act It would unusual if a Chicago Belt « his size did not run much longer than ten 4 s. Butt 

nuch an ten ut to 
IN | the er au ties that 
N ¢ See e diflerence between a very good belt and a fairly vood belt by looking al 
N e belt Both the ver ood belt and the fairly goed belt may seem to be of equal quality. Yet when 
IN he Its are mstalled a rk the will he a very considerable ditference t he results that you obtain—in the 
N we Of p r trast itte mainte costs, and in the comparative depreciation, etc. It is this difference 
IN 
IN 
IN 
| 


Mr. Dealer: 


would recommend for your first 


Are you at loss to know what Brooms and Brushes 
to stock that we illustrate in our Catalog No. 17? We 
order as follows: 


Page 6 

No. 9 Corn and Bamboo Fibre Mixed Weight 33-34 pounds 
per dozen 

No. 99 Corn and Bamboo Fibre Mixed, Weight 35-36 pounds per 
dozen. 

No. 10 Corn and Bamboo Fibre Mixed, Weight 38-39 pounds 
per dozen. 

Page 16 

No. 6 All Corn—weight 36 pounds per dozen 

No. 6C Corn and Bamboo Mixed, 36 pounds per dozen 
Page 32 

No. 4 Beats All Whisk Broom 
Page 42 

No. 170—16 inch Capital Floor Brush 

No. 171—18 inch Capital Floor Brush 

No. 172—24 inch Capital Floor Brush 
Page 43 

No. 8 Bench Duster. 

These are the class of brooms and brushes that the largest supply 
dealers in the United States are handling. A great many of these 
dealers have handled these goods, until they are now ordering in car 
load lots. You can do the same thing. We will co-operate with 
you in every way possible 

Write us for our Catalog and 
Net Prices if you do not have them. 
Very truly, 


Indianapolis Brush & Broom Mfg. Co. 


Indianapolis, Indiana 


P. S—We would be pleased to send you a souvenir letter opener in 
case you wish one. 
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“SATISFIED” 


That Is What You Will Say After Trying 


The Unions With the Brass Vaive Seated Disc 


: NO GASKETS REQUIRED 
aad DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


: Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Alr CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable tron 


H 


The Highest 
Grade File Made 


‘The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 


W. O. Davey & Sons 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 
every piece of goods bearing the DAVEY stamp 


| 
| 


avey's 
=< wey guarantee 
= means 
SS satisfaction 
= or your 
SS money 
back. 


You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “sore,” dissatisfied trade. 
Try us with a sample order—your others will follow. 


W. O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, Presiden E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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“TOLEDO DIES 
OHIO” 


JUST THAT, NOTHING MORE, 


7 YET THIS LETTER REACHED US FROM CALIFORNIA 


Here is a little evidence that “Toledo Dies” and The Toledo Pipe Threading 
Machine Co. are pretty well known throughout the country. The envelope which 
. / is photographically reproduced, reached us on July 6th of last year, and it 
just now occurs to us to make it the subject of an advertisement in proof of the 
popularity of our product. 


It pays to specialize on “Toledo Dies” and “Toledo” tools, because this 
means dies and tools of the highest efficiency in the thoughts of the great American 
publie. 


In other words, it takes the least selling effort to push “Toledo Dies” and 
“Toledo” tools across your counter: therefore, they are the best dies, and best 
tools for you to sell. 
THE TOLEDO PIPE. THREADING MACHINE Ce. 
TOLEDO, OHIO NEW YORK OFFICE: 50 CHURCH ST. 


Mister Dealer 


Please take a good look at this illustration. 


TRADE U.S 
MARK PATENT 


OFFICE 


== 


It represents the Acme in Stitched Canvas Belting. “MOUNT VERNON” — the one Belt that can’t 
be made better because we make it the best that can be made. It’s a repeat order Belt, which means 
dollars to the dealer. MAKERS 


327-333 Warren Ave. Mount Vernon Belting Company Baltimore, Md. 


When writing to Advertisers please mention MILL SUPPLIES. 
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Drilling Holes for the 
Sentinel of Business 


If you were to examine the cash register’s 
mechanism—its frame parts— indicator 
shaft supports—registering keys—tubular 
locks—parts on shafts and pinion lines— 
printer frames—cabinet—and drawer 
cabinets—you would marvel at the num- 
ber of different-sized holes drilled in each 
of these parts. 


Yet, even an inspection of this kind would increase 
your knowledge and your appreciation of the im 
portant part that drill holes play in the servants 
of modern business. Also, it would cause you to 
agree that accurate drill holes are a vital part 
of the tools of business administration. 


Those who build the tools of business use Detroit 
Twist Drills because of their day-to-day record 
of giving more accurate holes with less regrind- 
ing and with less cost for power. 


When You Buy Drills 
Specify Detroit Twist Drills 


Detroit Twist Drill Company, Detroit, Mich. 


Vew York Sales Office: 45 Warren Street 


DETROIT 


Twist Drill 


‘ 
/ 
| 
/ 
| 
| 
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The illustration shows 
Hot Saw Drive 


Tacony Steel Co., 
Philadelphia 


Test Special Belting 
16 ft. 8% inches long. 
10 inches wide—6 ply. 
Diam. Driver Pulley 
inches R.P.M. 1200. 
Diam. Driven Pulley 
inches R.P.M. 


Horsepower 39 


HULL 


TEST SPECIAL 
KUKBEK BELTING 


endured it 


After numerous belting troubles, the Tacony Steel Company of 
Philadelphia finally selected Test Special Rubber Belting for this 
belt-devouring drive—a hot saw cutting nickel chrome steel of great 
density and toughness. 


—other belts lasted one month. 
—Test Special Rubber Belting showed an average 
life of three months. 


The conditions speak for themselves—a belt traveling over small 
pulleys at 5654 feet per minute—a sudden belt-racking strain when 
the saw bites into the steel—a shower of sparks and steel particles 
-BELT KILLING WORK. But Test Special proved its worth 
\nd—consider this—it cost less than the other kind 


Test Special Belting with copy 
tt 


noineering’ sen on request 


NEW YORK BELTING & PACKING CV. 


MECHANICAL RUBBER GOODS 


New York Boston Chicago 


Philadelphia 
Pittsburgh Salt Lake City St. Louis 


San Francisco 


When 
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wh WOOD Sold exclusively 
St PULLEY and Dealers 


ROSE VALLEY SHOPS 


Leather Belting 


MOYLAN-ROSE VALLEY Delaware ounty PENNSYLVANIA 


Git is the aim of the ROSE VALLEY SHOPS, 
above all things, to build quality into every leather 
belt produced. @But the Importance ot extending 


equally high-class service has never been diminished. 


When writing to Advertisers please mention Mrit Supertes 
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DULL QUPPLUES 


ACCIDENTS 


Sometimes Happen 


But the continued quality of materials entering into 


LINE 
EO CO. 


of POWER TRANSMITTING MACHINERY is NOT ACCI- 
DENTAL, bet rather the result of studied experience and a PUR- 
POSE. 

During the SIXTY-THREE YEARS of our EXPERIENCE we 
continually made, and are still making a study of all the conditions that 
present themselves to the user of POWER TRANSMITTING 
MACHINERY, with the PURPOSE of maintaining our enviable rep- 
utation and improving our product so that now the mere mention of 
PULLEYS, HANGERS, CLUTCHES, COUPLINGS, etc., leads one to 


think immediately of 


ante 
THE ©) LINE 


SONS CO. 


Whether for a single article of complete equipment our corps 
of Engineers, experts in this field, is always at your service. This 
makes it an especially attractive line for dealers, as it gives them 


engineering service without cost. 


T. B. WOODS SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 


a 
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Rope Drives 


With the installation of Medart Rope-Drive connec- 
tions, your power transmission problem is practically 
free from the restrictions of relative shaft positions and 
spacing between shaft centers— Medart Rope Drives 
operate with equal efficiency over almost any distance 
and with shafts placed at any angle. 


Medart systems are positive in operation, reduce bear- 
ing friction, save wear. Installation and maintenance 
costs are low. 

Rope Drive installations require careful designing to 
meet conditions under which they are to operate. 


Specialists in our Engineering Department, who have 
SHAFTING devoted years to the study of rope transmission prob- 
EQUIPMENT lems, will gladly give you the benefit of their expe- 


rience. Their recommendations cost you nothing —do 
not obligate you in any way. 


Send for Catalog No. 26 with Supplement 
No. 1-A and prevalent discount sheets. 


MEDART PATENT PULLEY COMPANY 
General Offices and Works: St. Louis, U.S.A 


Office and Warehouse: Cincinnati Offices: Cicacoe and Philadelphia 


mill by well- cr edart 
8 Male and Female Flange . 
ade fer Coupling. Pressed on Double-brace, ring-oiling, 
apted shaft ends and Saeed to r- adjus them. Gears out 
t or 
Weetes lubricating. to 72-in. diameter. 
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BELTING 


150 years! 


A century and a half of conscientious 
manufacturing and fair trading is a rec- 
ord of which to be justly proud in a 
country as young as ours. 


To the Jewell Belting Company this 
record has the greater and more valued 


significance of representing a continuity 


of good will tendered by five genera- 
tions of American manufacturers. 


To have earned this good will is an 
indication in favor of the ideals, the 
fundamental principles, and the stand- 
ards upon which the Jewell Belting 
Company has built its policy. 


HARTFORD, CONNECTICUT 
Western Branch 
2837 S. LaSalle St., Chicago, III. 


When writing to Advertisers please mention MILL SuppLtiegs. 
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ASBESTOS — — BRAKE LINING—PACK 


ASBESTOS PRODUCTS 
Packings 
Locomotive Throttle and Air 
Pump Packings 
High Pressure Piston Packings 
Valve Stem Packing 
Medium and Low Pressure 
Packings 
Perfect Valve Rings 
Flax Packings 
High, Low and Medium 
Pressure Sheet Packings 
Gaskets and Gasketing Material 
Asbestos Wick and Rope 
Asbestos Cement 


Asbestos Automobile 

Specialties 

Brake Lining 

Transmission Lining for Fords 
Cone Clutch and Dise Clutch 
Facings 
Asbestos Spark Plug Yarn 
Asbestos Textiles 


Cloth Yarn Cord 
Carded Fibre Braided Tubing 


One siz Valbestt 


sizes of valves and small pistons, 


INGS— TEXTILES 


7 you need Sor packing all 


J) tsa 
Simply untwist the s/rands and 


use them singly or in any multiples the stluation demands. Each 
Strand saturated with the spectal GARCO heat-resisting, self- 
lubricating compound. Can't burn, harden, stick or deteriorate 
under extreme heat or high pressure. Will not score rods. Un- 


affected by water, oils or acids. 


GARCO is not merely the family name of a line of asbestos 

products—packings, textiles, brake linings. It denotes a measure of 

‘ service, a standard of quality, a degree of thoroughness unsurpassed 
in all the world of asbestos manufacture. 


is one of the GARCO family. It 
merits the GARCO endorsement 
because it possesses the GARCO 
standard of quality—a_ standard 
established a quarter century ago, 
adhered to ever since and cherished 
as one of the richest assets a 
manufacturing concern can have. 


*‘Valbestine’”’ is a packing for 
plants where production and sys- 
tem are maintained at top-notch 
efficiency day in and day out. You 
can spend months—years—scout- 
ing around and trying out this 


VALVE STEM 
PACKING 


packing and that. But your expe- 
rience will only serve to make you 
and ‘‘Valbestine’’ inseparable once 
you've come to it and have tried it 
under your severest tests. 


Your jobber probably has ‘‘Val- 
bestine’’—twisted or braided, in 
convenient spools or in reels. If 
not, write us. 


General Asbestos and Rubber Co. 


Main Office and Factories, CHARLESTON, S. C. 
Branches and Complete Stocks 


58 Warren Street 14 North Franklin Street 
New York Chicago 


311 Water Street, Pittsburgh 


Adjustable’? 
Gasket Tape 


oa 
| 


(pv Sheet Packing ““Dixie”’ 


"Perfect (No. 660, red; 


“Pyroid” 
Compressed 
Asbestos 
Garcobestos”” 
High Pressure Metallic 
661, gray; Packing Sheet Packing 
2, graphite) (No. 210) (No. 670) 


“*Semibronze”® 
High Pressure 
Packing 
(No. 405) 
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KALLE QUPPILUES 


FIRST" 


Making Good Valves Better 


That’s the thought each employe has in 
mind while performing his part in making 
O-B Valves. 

“Quality First” is the slogan of our chem- 


ists, who play such an important part in the 
supervision of metals that go into O-B Valves. 


Each casting is machined and finished, and 
then every individual part passes a rigid test. 
Parts are assembled and again tested by 
means of hydraulic pressure. 


Nothing is left to imagination or chance. 
Every valve is tested to the limit of its 
capacity and beyond the guaranteed perform- 
ance. This is a positive guarantee for you: 
therefore, every sale you make will ultimately 
be a re-sale. 


jor the “Ouality First” trade 
O-B Globe Valve |]. D marr, il's your USSULVANCE for O-B Globe Va!ve 


Type. For service up to . . Disc For service 
150 Ibs high quality and workmanship 125 Ibs 


The Ohio Brass Company, Mansfield, Ohio 


Wm. P. Horn Co., Pacific Coast Agents, Los Angeles, San Francisco, Portland, Seattle 


SALES MANAGER 


Available for service after November |. Fifteen 
years experience selling the Mill Supply trade. 
A successful record as Salesman, Branch Man- 
ager, Sales Manager and Executive with ability 
to take full charge of Sales Department and 
secure results. 


Well informed on every successful plan of 
“missionary work to secure dealers, selling co- ‘ 
operation and familiar with proven methods of Prices 


advertising to increase sales in territory covered 


by authorized dealers. Before Putting in 


Have a wide acquaintance with Mill Supply 

Dealers in all parts of the United States and Your Stock Order 
would like to connect with manufacturer having HM Hu 
an article or appliance of special advantage and 


merit to be sold exclusively through Mill Supply 


Dealers. 
Engineers 


Red Book 
For appointment and interview address No. 655, = Free for 
Care MILL SUPPLIES, Crawford Publishing = coe Asking 

Company, 537 So. Dearborn St.. Chicago, Hl. 
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GEARED UNIVERSAL 
LATHE CHUCKS 


Have patented reversible jaws 
designed to give all the 
advantages of this type with- 
. out sacrifice of accuracy or 
strength. This is accomplished 
by providing a continuous bite 
the whole height of the jaw 
and square shoulders ba 
broad hardened surfaces to re- 
ceive the thrust and wear. 


The pinion screws and gearing 
are protected from dirt and 
chips in the casing formed by 
front and back plates. 


Those and similar features 
have made Horton Universal 
Lathe Chucks prime favorites 
since 185]. 


Horton chucks, originally de- 
signed right, have been kept 
abreast of the times. An up- 
to-date chuck for every need is 
the Horton policy directly ad- 
hered to. 


The E. Horton & Son Co. 


Windsor Locks, Conn., U. S. A. od 


When writing to Advertisers please mention Mini Supriirs 
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Hoist 
Dealers 
Profits 


He dealer who best serves his customers— 

who offers them those products which have 

proven the best in each line—rather than 
those which he hopes to sell on price alone—is 
building a permanent basis for future profits. 
The strongest tie with which to bind cach cus 
tomer to your house is satisfaction with the 
products sold them. 


Cyclone Hoists ean be sold your customers 
with the confident knowledge on your part that 
each hoist wall perfect satisfaction. 

Phe fields in which Cyclone Hoists can profitably 
x used have not been closely worked. “Phe live sales- 
man who is thoroughly posted can tind numerous 
places in every plant where Cyclone Hoists can be 
installed to replace expensive laborers, at great profit 
to the plant owner. The opportunities for sales are 
practically unlimited. 

In addition to profit-building Cyclone Hlorsts, the 
line covers C-M “Matchless” Trolleys, C-M 
Pravelling Cranes, Jib Cranes, and other time, muscle 
and money-saving appliances. An investigation will 
quickly convince you of their mechanical advantage 

For the live dealer, with salesmen who can appreci 
ate an opportunity for increased service to their 
customers, we have an attractive proposition. Should 
vou Wish to inerease your profits write to us at once 

open territory is being taken up rapidly. 


Hoists 


Cleveland, O. 


Cranes 
Branch Offices 


New York 
Cy 30 Church St 
Chicago 
Peoples Gas Bldg. David 


Ghe Chisholm- Moore Mtg. Co. 


Trolleys 


Pittsburgh 
Henry W. Oliver Bldg. 


Detroit 
Whitney Bldg. 
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ON A STORE WINDOW 


This sign tells where you can secure Beaver Easy 
Working Die Stocks and Beaver Square End Pipe 


Cutters—tools which make accurate and easy work 


of pipe threading and cutting. 


THE BORDEN 


WaRFEN TY S.A 


BORDEN-CANADIAN CO 
110 CHURCH STREET: TORONTO 
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Our illustrated cata- 
loa, “The One - Mar 
Method,” shows the 
MeKinney Truck at 


csetth variou 


types of merchandis: 
It sell suggest many 
possible sales. Copies 
for your salesmen will 
he forwarded upon re- 


j 


One pair of hands and a MeKinney truck 
means speed. Merchandise moves on the 
double quick! Each man is an individual 
unit. “There's just as much difference be- 
tween the McKinney method and others as 
there is between a sprint and a three-legged 
race. 


And sales are easily made. “Vhe advan- 
tages of the McKinney Service are apparent. 
The rush of big business has created a mar- 
ket tor just this kind of a trucking system. 


Vhe MeKinney One - Man ‘Truck is 
loader, helper and bale hook all in one. And 
it’s easy to operate. All the truckman has 
to do is to throw the steel package holde1 
over the load, pull back on the handle and 
the merchandise is on its wav—perfectly 
balanced and easy to handle. 


And here’s another selling feature! 
McKinney One-Man Trucks are so com- 


KULL QuPPLUES 


pact, so light and so easily operated that 
they can be carried right along on the motor 
truck and serve in the unloading as well as 
in the loading. In this way the length of 
stops is cut down and more trips a day are 
made possible. 


McKinney One-Man Trucks are of light, 
rugged construction — sturdy enough to 
carry the heaviest box, bale or barrel han- 
dled. They are suitable for moving any 
kind of merchandise under the most difh- 
cult trucking conditions. 

Here’s a truck that is needed wherever 
merchandise is handled. The market is big. 
Sales are easily made. Establish yourself as 
dealer for the McKinney One-Man Truck 
in your territory. 


McKinney Manufacturing Co. 
Pittsburgh 


Export Representation 


Also manujacturers of McKinney Hinges and Butts, garage 


and farm building daor-hardzvare and furniture hardzcare 
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A Large Stock of Complete 
Line on hand at all times 
for immediate Delivery 


We co-operate to the fullest extent with our dealers. 


GEORGE W. PYOTT CO. 


North Avenue and Noble Street CHICAGO 
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Supply Your Customers 


Belt Lacing chacis Dependable 


Customers know 


time—it can be depended upon when time presses. 


the “Clipper” for 


what it does—it laces belts better in less 


In the consumer’s full 


appreciation of this dependability lies the reason for the steady growth in 
volume of Clipper business which all dealers enjoy. 


Che Clipper Belt Lacer 


Laces a Bettin Three Minutes 


The ‘ipper” bel 


t Lacer is good mer 


chandise for you to supply because it is a 


necessity appreciated by the man with belts 


to lace. You do not have to “sell” the 


“Chipper” 


for its outstanding superiority, and nation 


ally advertised. Once it 1 


supply the 
vou will tind a gre 


enthusiasts giving \ 


Clipper” 


and its carded hooks 
wing list of 


ou this business. 


it is used everywhere, preferred 
known that you 


“Clipper” 


“Chipper” laced belts are literally endless ; 
the joint made ts as flexible, as strong and 
hugs the pulleys as closely as the belt 
itself. The “Clipper” laced joint is square, 
smooth and tlat—the belt will run true. No 
material is cut away; no big holes are 
punched. In the case of fibre belts no 
strands are cut to fray. The “Clipper” 
makes the ideal, dependable joint and does 
it in three minutes. No wonder the “Clip 
per” dealer does such a gratifying business 


Connecting Link Between Power and Production’ 


Any Workman can lace a belt the 


The cost 
ing, is t 


“Clipper” way and do the job well 


is negligible, while the saving, by keeping power drives work- 


yveyond calculation. 


The American Museum of Safety 


ever aw 
The “Chi 


arded tor metal lacing 
pper” is backed by an unrestricted g 


responsible parties for fre 


ave the “Clipper” the only cold medal 


and, upon request 
trial 


Clipper Belt Lacer Company 


GRAND RAPIDS, MICHIGAN, U.S. 


Most mill sup 


the “Clipper. 
Dealers not 
stocking it 
write for par- 


ticular 


ply houses sell 
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Piping for Economy and Efficiency 
in Steam Plants 
is largely facilitated by the use of 

CRANE 
VALVES, FITTINGS STEAM SPECIALTIES 


SALES OFFICEs, 
BOSTON 
SPRINGFIELD 
BRIDGEPORT 
ROCHESTER 
NEW YORK 
ALBANY 
BROOKLYN 
PHIL ADELPHIA 
NEWARK 
CAMDEN 


We are 


20,000 articles —val 


etc tor 


plant equipment, 


Our engineers are always at your 
service to assist you in providing 
material that will meet your par- 
ticular requirements. 


manufacturers 


cam sp 


all phases 


and plumbing materials. 


BALTIMORE 


pipe 


eciaities, 
ot power 
and are 


distributors of pipe, heating 


WASHINGTON TULSA 


sure. 


‘There isasize forevery 
purpose; a metal for 
every requirement; a 
weight for every pres- 


WAREMOUSES AND SHOWROOMS: WORKS: CHICAGO AND BRIDGEPORT 
MUSKOGEE CHICAGO MINNEAPOLIS TACOMA 
ROCKFORD DULUTH PORTLAND 
OKLAHOMA city FOUNDED BY R. T. CRANE, 1866 OsHKOSH FARGO POCATELLO 


SYRACUSE 
BUFFALO 
SAVANNAH 
ATLANTA 
KNOXVILLE 


WICHITA 


GRAND RAPIDS WATERTOWN 
ST. LOUIS DAVENPORT ABERDEEN 


KANSAS CITY 
TERRE HAUTE 


e36 s MICHIGAN AVE. DES MOINES GREAT FALLS 


OMAHA BILLINGS 
SIRMINGHAM = CINCINNATI CHICAGO 
MEMPHIS INDIANAPOLIS SIOUX CITY SPOKANE 
LITTLE ROCK DETROIT ST. PAUL SEATTLE 
CRANE MONTREAL, TORONTO, VANCOUVER. WINNIPEG, LONDON, ENG., 


LIMITED 


SYDNEY. N.S. W., QUEBEC, HALIFAX, OTTAWA, CALGARY. 


SALT LAKE CITY 
OGDEN 
SACRAMENTO 
OAKLAND 

SAN FRANCISCO 
LOS ANGELES 


When writing to Advertisers please 
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QUPPILUES 


Did You Get Yours? 


Wore than a catalog. this wonderful book is a silent salesman of indispenable 
daily help to hardware buyers, salesmen, clerks, ete.—just off the press. 


Your copy of this remarkable centennial new re-hardware idea which increases the 
edition is readv. 257 pages of information builders’ hardware business of the mer 
covering the most complete line--Pexto—ot chant \ wonderful book—this centennial 
mechanics’ hand tools, builders’ and general edition-—which supplants all previous edi 
hardware manufactured by any one make tions of Pexto Catalogs. Your copy will 
Shows colored illustrations of all the be promptly sent on request. 
principal products with descriptive talks t THE PECK, STOW & WILCOX COMPANY 
uid in making sales. Contains news and Hand 
llustrations of text books for workmen, prun ind Sheet Metal Workers’ Tools and Ma 


chines, Builders 
Southington, Conn. 


General Hardware 


Cleveland, Ohio 


ing book for the gardner, standard details 


for contractors and builders Explains the 


Y 


YY 


{ 


Y 
MECHANICS HAND TOOLS AND BUILDERS HARDWARE 
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Mr. Dealer — 


Don’t Overlook this Li <s 
on verioo 1S 


WENTY - TWO 

mill supply 
houses in different 
sections of the coun- 
try are finding the 
Machinebronze 
Agency a_ valuable 
asset. 


— 


Beck & GrEGG HAkDWAKE COMPAN 
CHANDLER & FARQUHAR COMPANY 
Beats, McCartuy & RoceER 
MACHINISTS SupPLY COMPAN\ 

Tue E. A. Company 

CLreverann Toor & Suppry 
THe T. B. Company 
McMutiten Ma ERY ( 

J. Russeri AN 

FP. Di ( PAN 


Atlan 
Boston, 
Buffalo, 
Chica 
Cincinnat 
Clevelanc 
Detr oit, 
Grand Rapids 


Holyoke, 


New York, 


Ture Ricuarps & Conover Harpwake Co 


Kansas City, Mo., 


and Oklahoma City 


Ilere's Better 
Bearing Service 


TOCKED by dealers in 12-inch lengths in various sizes. 


We want the live Dealers in territory where we are not 


now represented. Our Sales Campaign will put Machine- 


bronze on the map in your territory. Write us for particulars 
piny 


DISTRIBUTORS 


ta, Ga Pu. Gross Hakpwakr Company Milwaukee, Wis 
Mass MANNING, MAXWELL & Moore, In New York, N. Y. 
N.Y SHERRITT & StoeR Company, Inc Philadelphia, Pa 
PITTSBURGH SuppLy CoMPANY Pittsburgh, Pa. 
1! Ohie SMITH-COURTNEY COMPANY Richmond, Va. 
Micl Carrey Macuinery & Co Baltimore, Md. 
- Mich WASHINGTON MacHINERY & Supply Co Spokane, Wash 
HoMER STRONG Rochester, N. Y 
N. ARE Co Providence, R. J. 
»9ECK & ORBITT RON OM PANY S is 


LUMEN BEARING COMPANY 


BRASS FOUNDERS 


BUFFALO 


Louisville, Ky. 


nN 
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The Lemley Style B Friction Clutch with Standard Sleeve ~ 


The LEMLEY Friction Cluteh 


The LEMLEY is popular on account of its simplicity, power and easy ad- 
justment. Thousands are in use in leading plants throughout the country. 


All parts of the LEMLEY clutch are in plain view and readily accessible. 
Every clutch is tested before leaving the factory and a large factor of safety 
employed in determining the rated horse power. 


The friction contact is wood against iron. The iron cannot wear and the 
wood is easily replaced by blocks always carried in stock. The life of the 


LEMLEY is indefinite. 


Before selecting a clutch compare the many advantages of the LEMLEY 
over others. Complete descriptions, diagrams, photographs and prices fur- 
nished on request. LLEMLEY clutches are carried in stock by dealers as a 
part of the JONES transmission line. 


Dealers write for exclusive sales proposition 


WAdones Fotindry Machine Co. 


4411 West Roosevelt Road, Chicago. 
New York’: 20 St 


Manufacturers of Cast Iron Pulleys, Gears of <lll Kinds, Couplings, Lemley Friction Clutches, 
Pillow Blocks. Hangers, Speed Reducers and General Power Transmission Machinery. 


When writing to Advertisers please mention Mint Suppiirs, 
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The advertising behind 


line for the 


VERY month thousands of 
of technical publica- 
tions are told why they should use the 
National: Renewable Fuse to safeguard their 
plant equipment. 


{We are also constantly sending out circulars, 
booklets and special direct mail folders in the 
dealers’ names, explaining in strong convincing 
arguments why the National Renewable Fuse is 
one of the most important parts of their equip- 
ment. 


Renewable 
cartridge 


*By supplying their needs, you are selling a fuse 
for which there is a definite demand. 


‘5 
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‘Nat the Fusilier says: “Intensity of fire 
wins the battle. A well directed ftusillade 
of National Renewable Fuse advertising 
for the wide-awake dealer.” 


wins the day 


‘We have an unusually effective selling 
plan whieh we have carefully worked out 
for the Mill-Supply Dealer 


‘We shall be glad to explain our propo- 
sition in detail if vou will write to us on 


your letterhead. 


FEDERAL ELECTRIC COMPANY 


8700 South State Street. Chicago 


i 
iH 
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What our Wilkesbarre 
Distributor thinks of 
Burmaline Woven Belting 


4 


Wishin fur roo ss, Wer 
ours tr 

EFastern Pen vania Supply C 

A) 

Vioe Pres. ard Man 


Burrell Belting Company 


A Positive 
Substitute 
For Leather Belting 
At One-half the Cost 


415-419 South Hermitage Ave., Chicago 


a6 


When writing to Advertisers please mention Mite Supprutes 
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Burrell Belting Co., 
413 South Hermitage Ave.. 
A 
Jentlenen: 
; Replying to your favor of the 16th inst., wo 4 — ARAN TEs 
; state that your BURMALIN® RELT has proven itself? far beyo G 6 
our expectations, and our sales are inoreasing esoh month. 
LINE. 
‘ We have it running on cone pulleys on lathes, : 
shifters on planers, high speed boring machines, dynamo GA Letts 
i drives, high speed woodworking machinery and eilk machinery ee 
‘ and from the reports we have from our oustomers, we would 
recommend its use in competition with other belts of much es: Mee es : 
higher 
We have a double BURMALINE BELT running under 
nusual hard conditions, which has been in service over 
a year and is still in good condition, where they wore t 
a double leather belt on the averace of one a week. 7 
a2 
| | 
- 
4 
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PULL, QUPPLIES 


FAITH 
WHITE TRUCKS 


J 


| ‘HE following list of large investments in 
White fleets shows the faith large truck 
owners have in White equipment. 
2 owners have invested over $2,000,000 
4 owners have invested between 1,000,000 and $2,000,000 
5 owners have invested between 500,000 and 1,000,000 


22 owners have invested between 250,000 and 500,000 
82 owners have invested between 100,000 and 250,000 


Experienced truck users kiow truck value 
in terms of earning power, through actual 
performance of one truck against another. 

They know that White Trucks do the most 
work for the least money, and they back that 
knowledge by increasing their investments year 
after year. 

The purchaser of one or a few trucks can 
safely follow their example. 


THE WHITE COMPANY 
CLEVELAND 
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4 Jeffrey 

“Hercules” 
Chain 


Shank Pin 


mi 


Note the double 
keyed pin head 
coustrouction 


which prevents 
the pin trom 
turning 


Chains 


Are Used for Drives and 
i ber Industries 


‘Rel 


iance’’ Riveted Malleable Type Chains 


4 dispensable to the Lu 


Every Industry 


nly a few of our many standard types are illustrated 


here 


Built to withstand the most exacting tests required of any 
hain Dulit for Er vineering Service and the most severe 


service enc ountered 


Highest Grade Materials Workma iship and Methods 
ised insure Highest Tensile Strength and all the other 
qualities that go to make a Dependable and Durable 


Product 


Detachable eam 


early tw score experience in the 
Chain 4 ng of Chains, E ets, E atin and 
‘4 Conveyin M acrit akes t ymmenda 
tions of Jeffrey aluable ti 


Write for Catalogs 
Address Mill Supply Dept. 


The Jeffrey Mfg. Co. 
COLUMBUS, OHIO 


New York Pittsburgh (Charleston, Dallas 
( Chicag it. 
A Detachable Chain with Jeffrey Quaity entering Boston : hicago W. Va Buffalo 
into every proce € its manufacture Suitable for Philadelphia St. Louis Milwaukee Los Ar 
many types of Elevators, Conveyors and Drives ve land Detroit Birmingham r 
Attachments provided when required cranton 
When writing to Advertisers please mention Mitt Supprres 
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THE 
CHICAGO LINE 


Well Designed| 
Complete ae 


Hangers 
Pillow Blocks 
Couplings 
Collars 
Pulleys 
| Clutches 
Shafting 
Daggett Ball Bearing 
Loose Pulleys 
and Ball Bearing Clutch Se 


Pulleys 
Ball Bearing Hangers 


“All Loose” Drive 
CHICAGO PULLEY & SHAFTING CO. etc. 


Main Office: Factory: 

{ 40 South Clinton St Menominee Falls AUSKE Ball Bearing 
i Chicago, Ill Wisconsin Equipped 


4 Consistent Combination of Service, Quality and Price’’ 


Vhen writing to Advertisers please mention MILL Suppites. 
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IF it 
bears a 
Diamond 
Brand 
it’s 
all right 
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—and 
what they 
told the 
Moore-Handley 
Hardware Company, 
of Birmingham 


Number One— 


**We note that you are about to close an arrangement with the Diamond 
Rubber Co. to represent them in your city. 

‘“‘We have been handling the Diamond (Mechanical Rubber Goods) line for 
a number of years, and have had very good success. Their line is very 
complete, and the quality of their goods equal to that of any other line with 
which we are acquainted. They cooperate with the jobber very closely, and 
their traveling men have given us much assistance. 


**We believe that if you do tie up with the Diamond people, you will have 
no cause to regret it. (Signed) C. M. McCLUNG & CO., 
F. F. Blakely. 


Number Two— 

‘*We have represented the Diamond Rubber Company in this 
territory for a number of years, and can recommend them 
very highly. 


‘‘Their business methods are right; the quality of their prod- 
uct is right, and they have always cooperated in every way 
possible with us.’”’ A. M. LOCKETT & CO., Ltd. 


T ry, 
Number Three— 
‘*The fact Mr. Marshall Turner, our President, 
has been selling Diamond goods for the past 18 
or 20 years, in itself should be a very favorable 
recommendation.”’ 

(Signed) F. 1. SPAULDING (V. P.), 
Turner Supply Co. 


MOORE-HANDLEY SIGNED UP— 
and are glad of it! 


fake a few moments and write us 
tor our complete proposition, 
It's an attractive one. 


DIAMOND 
RUBBER CO., /nc 


Akron, Ohto 


S tory 


Belting Hose Packin 
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lee Plant with Dominion Packings Exclusively 


Why a Refrigerating Engineer 
Uses Darcoid 


Sell the ONE packing that is good enough for any flange and 
inexpensive enough for every flange—Darcoid. 


ASBESTOS & RUBBER CORB 
Main Office: 154 Nassau St., New York 


Service Branches Baltimore, Cincinnati, Indianapolis, Los Angeles 


New York 67 Murray Street Norfolk, Philadelphia, San Francisco, Seattice 


DARCOID SHEET PACKING STAYS PUT 


| 
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MODERN METHODS 


From the time the high-grade ore is 
charged into the blast furnace until the 
resultant metal emerges from the mill in 
the form of finished pipe, each suc- 
cessive operation in the manufacture of 
"NATIONAL" Pipe is supervised by a 


corps of technical and mechanical experts. 


High grade raw material, modern 
mechanical methods, and an_ intensive 
system of inspecting and testing are 
some of the factors which have made 


“NATIONAL” the 


MODERN PIPE 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


=NATIONAL=|= 
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We have 


esting i<-t 
Leather Manut 


will gladly» 


on request. 


ALEXANDER BROTHERS 
Philadelphia 

CHIC AGS BLA 

BOSTON New ¥ \ 

LON 

In addition to the above branches, dis- 

tributors of Alexander Leather Belting, 

Mechanical Leathers, Harness Leathers, 

Strapping Leathers, Curried Leathers, 

Sole Leathers, Belt Dressing and Belt 

Cement are located in all of the prin- 

cipal cities of the United States a rd 

throughout the world. 


The Ohio Valley Pulley Works, Inc. 
MAYSVILLE, KENTUCKY 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL 
JOBBERS AND MANUFACTURERS OF MILL, 


DEVOTED TO THE INTERESTS OF THE 
STEAM, MINE AND MACHINERY SUPPLIES 


= —= FOUNDED IN 1910 BY ELMER CRAWFORD 


Vol. X CHICAGO, OCTOBER, 1920 No. 10 


Published on the first of each month by 
THE CRAWFORD PUBLISHING COMPANY 
Ellsworth Building, 537 South Dearborn Street, Chicago, Illinois 
Telephone Harrison 7315 
Member Audit Bureau of Cireulations 


Member Associated Business Papers, Ine. 
Member Chicago Trade Press Association 


E. A. CRAWFORD, B. H. CRAWFORD-McNASH, 

President and Treasurer 
CLAY ( COOPER CARL W. MILLER 
Sores 


CLAY C. COOPER, Editor 
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color for lose on the 20th. Rates on I 
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DISCONTINU ANCES Before e 1 ubscriptior sen 
to the subscriber The si have 
their file of Mitt Swuprt so tl estly 
requests an early renewal of subscript 

ALL REMITTANCES should be mad ri Craw 


ford Publishing Company. 


4-4 
at Chicago, Illinois, under the Act of March 3, 18 


Copyrighted, 1920, by The Crawford Publishing Co. 

Editorial pages going to press September 28. Delays wm transpor 

ition and delivery are extreme Advertisers and general readers 


will kindly be patient under delays in delivery of magazine 


A SUCCESSFUL CANVASS 

A eanvass of leading manufacturers and dis- 
tributors on the question of machine tool dis 
tribution by supply houses has been completed by 
Mitt Suppuies, and we are able to present in this 
issue what is doubtless the most interesting and 
instructive group of expressions ever gathered 
together on this subject. Every conceivable phase 
of the question has been discussed from almost 
every possible angle in the letters received, and 
we have placed the messages before our readers in 
a way that clearly indicates the attitude of manu- 
turers and mill supply jobbers in every section 
of the country. 

The machine tool distribution problem is one 
which has been on the minds of both manutac- 
turers and mill supply jobbers for many years, 
and the replies to Mitt Suppries’ queries indi- 


cate that the vast majority of the writers have 
given considerable thought to the question, for 
there is no hesitancy to be noted most of the 
answers. Ina few eases, of course, manufactur 
ers and distributors say that they have given the 
matter little serious consideration, while others 
do no more than to simply state their policies. 
But the eanvass has brought out many valuable 
comments, both for and against distribution. of 
machine tools by mill supply houses, all of which 
should serve to enlighten numerous manufaetur 
ers and distributors on points on which they have 
heen in doubt, and which should aid in eradicat- 
ing some difficulties, the solution of whieh will 
bring greater co-operation between the machine 
tool builder and the mill supply distributor. 

It has long been our contention that the mill 
supply house is a logical distributor of machine 
tools; that both the manufacturer and supply 
dealer will benefit by that manner of distribu- 
tion—and the results of the canvass seem to bear 
out our belief. While it is true that many manu- 
facturers are not in accord with our view, and 
while many distributors are opposed to handling 
machine tools, the canvass has brought to light 
the facts that fifty per cent of the manufacturers 
replying to our queries are distributing their 
products through mill supply houses to a greater 
or less extent, and that the majority of mill sup- 
ply distributors answering our questions are al 
ready dealing in machine tools on a more or less 
extensive scale. What is more, it has shown that 
numerous other distributors are ready to be con- 
vinced of the advisability of handling machine 
tools, that still others who are not at present 
dealing in them are contemplating doing so, and 
that many who are not planning to add these 
products to the lines they carry at present are 
deeply interested in the results of the canvass. 
And these same facts apply to manufacturers in 
regard to the distribution of their goods through 
mill supply houses. 

What appears to be the strongest objection on 
the part of manufacturers to distribution through 


35 


| 
| 
| | 
| 
| 
| | 
| 
| 
ry 
Entercd as second-class matter ingust 3d, 1917, at the pest fice i 4 tai} 
. 
; 
i 


mill supply houses is the fact that many feel the 
average supply house is not equipped with men 
competent to sell machine tools. This objection 
is being rapidly overcome, however, for there 
is a constantly growing tendency on the part of 
mill supply houses to create special departments 


Mill 


more to 


and to place specialists in charge of them. 
and 
trained in 


supply dealers are eoming more 


men 


machinery to handle machine tool sales, 


realize the necessity of having 


and are 
securing the services of experts, or are sending 


some of their own salesmen through courses of 


instruction in machine tool factories [neiden 


tally, the question of properly training men for 


machine tool salesmenship is well discussed in a 
etter from a prominent manufacturer which ap 
pears In connection with the machine tool article 

(ther eacding objections raised some manu 
facturers are unwillingness of 


many supply 


houses to stock machine tools, and the demand of 


manv distributors for what manutaecturers con 
sider too high a margin of profit The larger 


houses. and the smaller ones which are doing an 


extensive machine tool business, are stocking 
those products at present, and it 1s entirely likely 
that as sales increase many more will adopt this 
practice, but in some localities, where the demand 
for machine tools is not heavy, dealers find it 
impracticable to stock the goods. 

The question of margin of profit is the one on 
which most of the objections on the part of dis 
Many jobbers feel that the 


small 


tributors are based 
margin allowed by manufacturers is too 
and does not the 
tools. ‘This question has long been a bone of con 


supply 


warrant handling of machine 


tention between manufacturers and mill 


distributors, but many seem to have settled it to 


vet 


their mutual satisfaction, and a spirit of 
together’? and co-operation between manufactur 
ers and jobbers should settle the question in an 
amicable way 

On the 
encouraging 
distributors 


whole, the results of the Canvass are 


In the first place, the manufactur 
eXPressions re 


and asked for 


plied in the same whole-hearted spirit ot co-oper 


ers 


ation in which Mint Suppiires was confident they 
would. Their attitude displays the facet that they 
realize our efforts are directed toward the best 
interests of both manufacturers and distributors, 
and that they stand ready to aid us in every pos 
sible way The fact that more than eighty per 
eent of the distributors answering our letters are 
Mitt. is inter 


already subscribers to 


esting. 


WHY NOT A TRIPLE CONVENTION? 
Every mill supply man in the country who is 
enterprising or progressive enough to be inter 


a > 5 


ested in the associations which represent all that 
is best in this particular line of endeavor, whether 
he be manufacturer or distributor, is vitally con 
cerned as to the time and place of holding their 
annual conventions, and more particularly as to 
the character and numerical strength of the at 
tendanee. 

has been 


the rule 


manufacturers and the 


In recent the 


asso 


for 
two national dealers’ 


Vvears 


clations to meet together in at least one genera! 
then three 
for the remainder of the three day sessions. 


dissolve into 


session, working parts 

The 

saving in time, money and energy is easily ap 
The exceptional times when the Southern 

Supply and Machinery 

National and Dealers’ 


Association have plaved lone hands, have seldom 


parent, 
Dealers’ Association and 
the Supply Machinery 
if ever proved entirely satisfactory to the trade 
as a whole. The latter plan compels manufae 
turers to either attend two conventions, usually 
at widely divergent points, or to so divide their 
efforts between the two meetings us to seriously 
That is just 
themselves 


curtail their efficiency at either one. 
The 


measurably by 


one lose im 


angle dealers 
brother distribu 
If this is not true then it is useless to have 


conventions. 


failing to meet 
ters 
It is merely a detail that there are 
two dealer associations. The problems confront 
ing the Southern dealer are in the broad the same 
as those absorbing the attention of the dealer in 
the Northern sections of the country, and if it 
is not vital that the membership of the National 


and Southern Associations get together once a 
year, then it is of no consequence whether the 


association at a 
eent, 


either individual 
hundred 


attendance of 
meeting is 


handful. 


viven one per or a 
In unity there is sure accomplishment. In a 
divided convention there are many weak spots 
Many executives cannot attend two mill supply 
conventions. As one manufacturer writes: 
‘The country is just entering a reconstruction 
period which requires the best thought, the fullest 
exchange of ideas and the collective brains of all; 
Our prob 
From an in 
the triple con 
[It is the great 
resort in the country, takes care of a con 


not merely of one section or another. 
are fundamentally identical. 
dividualistie standpoint again, 
vention at Atlantie City is best. 


est 
vention crowd as no other place can; is in fact 
a professional convention city if ever there was 
The 


man vets 


one further away from the workshop a 
the better his perspective on his re 
lation to the general scheme of things. Atlantic 
not much further from the South than 
it is from the Middle West, and if our Southern 
friends would make it the one big convention of the 


year (which it would be) instead of two rather 


City is 


DULL 


a> 


small ones, we would all profit. Also the better 
seven-eighths of each of the Southern boys would 
enjoy the trip to Atlantic City more than one 
to their nearby eapitals.’’ 

Miu. Suppuies believes that the matter is still 
open for discussion, and that all concerned are 
trying to find a common ground for agreement 
In this connection Charles W. Beaver, president 
of the American Supply and Machinery Manu- 
facturers* Association, says: 

‘We are all familiar with the arguments which 
have been advanced in the past about the time 
and money saved to the manufacturer when a 
triple convention is held. While I consider this 
phase of some importance, it is not nearly so im- 
portant as getting all of the machinery dealers 
of the United States together with their man- 
ufacturers at the same time, and making the 
great big important problems and decisions com 
mon to all. While it may be necessary for the 
Southern dealers or the National dealers, or the 
manufacturers to get together intimately at some 
time or place during the year, to intimately and 
confidentially discuss more or less local problems, 
{ believe that the one big vital advantage to all 
of us is to get together in one convention once a 
year, where all the cards may be laid on the 
table, and the things which are determined to be 
yood and rightful ones may be given to all, 
and the methods or systems which are proven to 
be efficient for one, may be presented for adop 
tion or discard by all. * used to 
think that one had to go through sort of a change 
in methods, general attitude, ete., when one went 
from one country to another on a selling propos 
tion. I have had, however, personal experience 
in selling in the past eleven vears in twenty-one 
different countries, which has meant getting ac 
quainted with leading dealers and trade condi 
tions in all of the capitals and prineipal cities of 
Europe, South America and North America. Hu 
man nature is much the same the world over, 
and | find that the fundamental truths which 
apply to selling goods, or in other words making 
it easy for customers to buy and satisfying them as 
to service, is the same whether one is dealing in 
Richmond or in Bangkok.’’ 


WHAT THE FUTURE HOLDS 

A natural and gradual readjustment of business 
in all lines is taking place, without financial dis- 
order or economic calamity. There has been a 
slowing down in many lines of manufacture and 
distribution due to lack of coal, difficulty in obtain- 
ing raw materials and lack of cars for the moving 
of finished products, with the impossibility of 


securing sufficient funds from the banks as a strong 


factor in every angle of the slow-up. Labor trou- 


bles have also played their part, in many cases tak- 
ing the centre of the stage. 

The labor situation is undoubtedly improving, 
although in some quarters there are threats of ad- 
ditional demands for wage increases the first of 
the coming year, or in May, which may never mate- 
rialize. The slowing up in the automotive indus- 
try, for instance, has released thousands of men 
who will soon have to seek employment in other 
lines, already overcrowded with workers. Not only 
will this result finally in the workingmen’s return 
to reason as regards the compensation found in his 
pay envelope, but will gradually induce him to give 
a better return to his employer to the end that he 
may hold his job. Some gain in efficiency along 
these lines is already reported, soon to be followed 
by the cutting off of burdensome bonuses paid to 
craftsmen in almost every line. It is eommon 
knowledge that the top-heavy union scale of wages 
in every manufacturing line is not the true scale 
paid. Bonuses of three, five and even seven dol- 
lars per week are not uncommon. The ultimate 
consumer is becoming weary of paying extrava- 
gant prices, and is at last staying out of the market 
to a degree that will soon force additional price 
readjustments. Meanwhile production must be in 
creased without additional cost. 

Many blame the banks for tightening up on 
credit lines more drastically than the situation de- 
mands, but that is open to question. Bankers may 
have in particular eases shown bad judgment, but 
on the whole the effect of their efforts to eut credit 
lines, and the action of the Federal Reserve banks 
has been good. Regardless of that, their action 
was Inevitable. With our own government bidding 
six per cent for money, and foreign powers offer 
ing better than eight per cent for long periods of 
time, eight per cent money became a faet. Speeu- 
lators were heavy borrowers, cornering every con 
ceivable product, and the banks were called on not 
only to raise their rates but to shut off credit, thus 
forcing these cornered stocks of food products and 
manufactures on the market. Under this pressure 
sugar prices recently erumbled, and the end in 
other lines is not yet. 

The situation as regards coal is improving, and 
transportation has visibly changed for the better 
since the railroads were returned to private opera- 
tion. The great improvement along transportation 
lines cannot come until the money market eases up 
and railways secure the billions of cash needed to 
bring their properties up to somewhere near par 
as to efficiency. This means not only the addition 
of thousands of engines and hundreds of thousands 
of freight cars, but new rails, additional sidings 
and tunnels, and the extension of main and branch 
lines and improved terminal facilities. 

The slowing down of business is not only natural 
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and inevitable, but a thing greatly to be desired 
if people will use common sense. There is no panic 
coming. Abundant alone would prevent 
that, but more than that no one ever saw a panic 
with an over demand for almost every conceivable 
product. As supply and demand approach a more 
even balance (the next move in the great game) 
prices will fall reasonably, and the country will 
then proceed to a true readjustment covering all 
phases of living, and that must inevitably cover 
the compensation to labor. At the present time 
labor too often means union labor, which sets the 
wage pace, when as a matter of fact it is but a 
small percentage of the working this 
country. 

Barring some discomforts inevitable during re 
adjustment, the future looks bright. 


foree of 


There is eer 
tainly no room for either the chronie or the acute 
pessimist. He is a menace because he lacks mental 
vourage, ever fears things are going wrong, and 
is disinclined to his share of the burden. 
What we all need is courage and faith in the fu 
ture, with a will to do our part in making our faith 
an accomplished fact. 


bear 


All our essential industries 
are in a sound position, with a world wide demand 
for the essential products on which this country 
relies for its real prosperity. It may be necessary 
to curtail your buying along some lines, but for 
the sake of your credit and your solid common 
xease do not get panicky and on slight provocation 
cancel orders, the abrogation of which may cause 
serious loss and discomfort to the man who in good 
faith made plans to serve you. When the market 
was working in the buyers’ favor, which was the 
vase almost universally from the beginning of 1915 
on until recently, the seller was expected to stand 
the gaff. There is no storm in sight, and with only 
a little better than a stiff sailing breeze blowing. 
the thing to do is to take small reefs in vour sai! 
and make distance while the going is good. To 
bring all your canvas down on the run will not only 
put vou out of the race, but will give vou a yellow 
mark that cannot be wiped out for vears. Let's 
Yo. 
FOR THE TRIPLE CONVENTION 
“Tron Age” Urges Continuance of Triple Gathering as Benefit to 
Manufacturers and Dealers Alike 

Of particular interest, because of the possibility of 

the “triple con 


vention” being abandoned next spring. 
is the 


article which appeared in a recent 
ssue of The Jron -lye and which expresses the hope that 
the joint meeting plan will not be given up: 

“For some years the National Supply and Machin 
ery Dealers’ Association, the Southern Supply and 
Machinery Dealers’ \ssociation and the \merican 
Supply and Machinery Manufacturers’ Association 
have met jointly in what has come to be popularly 
called in the trade ‘the triple convention.’ This gather 
ing of northern and southern supply and machinery 
dealers and of the manufacturers the 


following 


from whom 


dealers very largely buy their goods of trade has been 
a conspicuous example of the tendency toward co-oper 
ation and intelligent competition, which has become 
more and more a factor in recent years in American 
industry and business. There has been a suggestion 
from some members of the Southern association that 
they draw apart and hold a convention of their own 
in 1921, a move which on many accounts would be 
regrettable. During many years of reporting associa 
tion activities representatives of The Iron Age have 
seen the great good which has come out of the co-oper 
ative spirit in business through organization, and it ts 
therefore to be hoped that ‘the triple convention’ will 
continue to exemplify the spirit of get-together in the 
machinery and mill supply trades. The mingling of 
manufacturers and from all the 
country has been a good thing for all. Their interests 
are common and not sectional and at all their joint 
conventions there has been the freest expression of 
satisfaction with the results of the tripartite meeting.” 
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OPENS NEW PLUMBING 


R. T. 


HOUSE 


Clarkson, for Many with the Crane Co., Enters 
Business for Himself in Memphis, Tenn. 


Years 


R. VP. Clarkson, for many years connected with the 
Crane Co. in the capacity of salesman and branch 
manager, is completing arrangements for the opening 
of a new wholesale plumbing supply house in Mem 
phis, Tenn. Mr. Clarkson has secured a two-story 
and basement building, with an area of 12,000 squar 
feet, at 126 North Front street. His house will be 
operated under the name of R. ‘T. Clarkson Co. 

Mr. Clarkson with the Crane company from 
1900 until last February. He traveled out of the St 
Louis branch of the company from 1900 to 1904, and 
was connected with the Memphis branch from 1904 to 
1908. In 1908 he opened up the Little Rock, Ark., 
branch of the Crane Co. and remained there as man 
ager until November, 1919, when he was transferred 
to Seattle, Wash. Mr. Clarkson’s connection with the 
Memphis branch of the Crane Co. and his familiarity 
with the southern territory should work to his advan 
ti 


Was 


e in his new business. 


Disston Exhibits Products 

lwo of the most interesting exhibits in Exhibition 
Hall, the Philadelphia commercial museum, during 
the convention of the American Steel Treaters’ 
Society, September 14 to 18, were those of Henry 
Disston & Sons, Inc., Philadelphia. One booth con 
tained the steel display, which included an exhibit of 
Disston steel in . manufacture. The other 
booth was devoted to the saw display, the most 
striking feature of which was a moving exhibit show 
ing the Disston hand saw in process of manufacture. 
The booths were in charge of Messrs. Engle and Dor 
rineton, Disston and Mr. Merzbacher of 
the Disston steel products laboratory. Henry Disston 
& Sons, Inc., will have an exhibit of metal cutting 
saws and files of all kinds in Building 5 at the 1920 
convention and exhibit of the American Foundrymen’s 
\ssociation in Columbus, ©., October 4 to 8. Disston 
power hack saws and circular milling saws will be 
shown in actual operation. The Disston display will 
be in charge of Messrs. Dorrington, Bardsley and 
Newman of the main office and L. L. Mather, manager 
of the Chicago and Cincinnati branches. 
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Machine Tool Sales Methods 
From Two Very Distinct Angles 


Canvass of Leading Manufacturers and Mill Supply Distributors Brings to 
Light Varied Shades of Opinion—Mayjority of Dealers Replying to Queries 
Already Handle Machine Tools More or Less xtensively, While Fifty Per Cent 
of Manufacturers Sell Through Supply Houses to a Greater or Less Extent 


FROM A WELL KNOWN MACHINE TOOL MANUFACTURER.-IVe¢ have your leiter of August 27th acknowledging 


urs of August 26th, in which we expressed our opinion that mill supply houses do not, as a rule, prove entirely satisfactory as 
listributors of machine tools, and we are now called upon to explain what, in our opinion, should be adged to the equipment of 


the average mull supply salesman to inake him competent for selling machine toois, and what is the best way to irain the man for 


} } 
nachime 


In the first place, every machine tool salesman should be a practical mechanic himself. He should be able to meet his 
prospective customer, study the job which tha Prospect has to do, and he able to tell him, without losing a lot oe time, ust hox 
he work should be set up and what machines are the most practical for the 
OF course, the various types of machine tools run very much aliky Chere is not a great deal of difference between thi 
erage engine lathe, the average milling machine and the average shape) 
1 good many of tie tools have features whicl hers Go not, and many of Hiese are nly falkiig pots. for wmstance, a 
iesmian may meet a prospect who i im the market for a uuiliig wiachiie, and the work which is to be done can be taken care 


on a No. 1, 2 or 3 size. A first class machine to salesman ts able to tell why the No. 1 size machine ts more practical fo 


he work than No. 2 or 3, or vice versa, as the case may be. The same thing applies to lathes, shapers and every other kind oj 
igh grade machine tool. 
The question of how to best train this salesman ts 3 avery difheull oue. If he has the first requirement, namely, that of 
hemg a practical mechanic himself, he knows the general make-ub of practically every kind of machine tool. If he ts going t 
hecialize on certain lines, the writer would say that the best thing for him to de would be tu spend a few weeks at the plant 
there those tools are madc, note carefully the way thi achines are assembled, and pay particular attention to the special features 
ud advantages that make good talking points 
Of course, a lot of good information can be obtained by reading over ihe descriptive information issued Oy the mantfac- 
rers, by studying the catalogs and photographs and paying attention te the blue prints, but the best way lo get the destred result: 
to spend a little tiie at the jactory where the machines are being adi fi ight also be added that a good many salesmen tuho 
ive good salesmen can really improve themselves by spending more time studying the different machines they sel 
During the past four conditions have been unusual, and, until a fe onths ayo, most machinery salesinen were taking 
fers instead of selling mai ‘Ss. The salesmén were too busy to call ai the factories to watch the manufacture of the machines 
ey sell, and the factories a too busy taking care of their production to encourage the visits to their plants of men. selling 


eur 


tools, that is, where the machines are sold through appointed agencies and not through branch offices 


Now that the business has slowed down, however, the writer believes he is not bad! 


mistaken sayeng that most 
rers wul encourage having the salesmen call at their plants and cveaill be glad to give them time and attentio: uch ts bound to 


are 
lt to the mutual benefit of all concerned 
fnere are certain large manufacturers of machine tools who have schools or classes for training men for satesmanship 
hese men go through a regular course of instruction, lasting six or cight weeks, and, when they have completed this training, ar: 
expected to be able to go oitt and talk their machines from every standpoint. lu most cases, however. only h wetth practical 
achine shop experience are adnutted to these schools 
The writer does.not mean to say that a machine tool salesman cannot sell machine tools unless he himself 1s @ practical 
wehanc. This is not so, as the writer knows some mighty good salesmen who have never had the experience of working in a 
nachine shop The result ge nerally is, he wever, thal they rue across a big deal where tt is necessary lo explain in fefatl thr 


echnical pots of the machine, they look for someone else to complete the sale 
Looking at it from the machine tool builder's standpoint, thorefore, it can readily be seen that men with thi practical machur 
hop expertence, as a rule, make the most competent salesmen, and the manufacturers are therefore willing to give their time to 


vomen who wish ? come to the factory to gama hroader knowleda fils they are selling 


Wonderful opportunities exist for effective distribu- distributors by Mini. Supptirs. Of a total of ninety 
tion of machine tools through dealers in mill supplies. nine distributors replying to letters sent out, fifty-nine 
the majority of mill supply distributors from whom per cent are selling machine tools on a large or small 
expressions have been received are already handling them scale, while thirty-five per cent of these have already 
to a greater or less extent. A surprisingly large number — established machine tool departments. Four per cent of 
of mill supply hoitses are operating distinct machine tool — the distributors answering the queries are not at present 
departments. There is a constantly growing tendency handling machine tools, but are contemplating doing so, 
among distributors to favor the selling of machine tools. while thirty-seven per cent are not selling them and are 
Fifty per cent of the machine tool manufacturers who — not planning to. 
replied to queries are distributing or have distributed The canvass of manufacturers showed that while very 
their products through mill supply houses to a greater few are distributing their products through mill supply 
or less extent. Some manufacturers are emphatic in houses exclusively, fifty per cent of the eighty-four 
declaring the mill supply house to be the most efficient answering MiLt Suppcies’ letters are selling their goods 
distributor of machine tools. through mill supply dealers to a greater or less extent. 

These facts have been brought to light through the Of these, many find the mill supply house to be the best 
canvass of machine tool manufacturers and mill supply — distributor of their products, while others consider supply 
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houses as minor factors in their distribution. Seventeen 
per cent of the manufacturers replying distribute their 
tools through both exclusive machinery houses and direct 
sales, that is, through salesmen or branch houses, while 
twelve per cent rely on direct sales entirely, and twenty 
per cent on distribution through exclusive machinery 
houses. One is an exporter only 

The majority of mill supply dealers who are dis 
tributing machine tools on an extensive scale announce 
themselves as being pleased with the co-operation 
accorded them by the manufacturers, but there is a 
general feeling among the dealers that they should be 
allowed a greater margin of profit than is at present 


given by maufacturers. Another complaint registered 
by mill supply houses is that in certain localities, inquiries 
sent to some manufacturers are referred to big repre 


sentatives in large cities near the town in which the 
mill supply man’s business is located and the latter is 
thus not given the opportunity to quote a price as the 
er's direct 


manufactut representative. Several mill supply 


lealers who are handling machine tools on a small scale 
9 who are not handling them at all declare that one of 
the principal objections to selling these products 1s the 
iecessity for carrying a stock on hand. Still others say 
that the reason they do not handle machine tools is the 
lack of demand for them in their respective territories. 

One big Indiana distributor, who, by the wavy, has 
attained remarkable success in the distribution of machine 
tools, advises the average mill supply dealer against 
iandling them. He declares that in order to carry on 


extensive machine tool business successfully, it is neces 
sary for the dealer to carry considerable stock and that 
in many localities there is no demand for machine tools. 
In connection with this latter argument, it may be said 
that it can be easily understood that there is no demand 
for machine tools in certain communities because of the 
nature of the activities of the locality. Likewise, there 
ire many localities in which there is no great demand 
for mill supplies and where, therefore, even a mill supply 
husiness could not be conducted successfully. 

There is, however, a very favorable attitude on the 
part of mill supply distributors in regard to handling 
machine tools, and it is interesting to note that many 
firms which are not selling them extensively at the 
present time are planning to increase their activities 
along this line in the near future. Other supply houses 
now selling machines in a general way are seriously con- 
templating the creation of machine tool departments 

The principal objection of manufacturers who are not 
at present distributing through mill supply houses, or 
who are doing so in a small way only, is that the mill 
supply salesmen are not familiar enough with machine 
tools to sell them successfully. This objection is gradually 
being met by mill supply houses, however, as many are 
now employing machine tool specialists or are having 
their supply salesmen trained in machine tool knowledge, 
while some manufacturers are putting salesmen employed 
in the mill supply houses handling their products through 
courses of instruction. 

Other objections to mill supply house distribution of 
machine tools put forward by some manufacturers are 
the fact that many supply dealers will not carry a stock 
on hand and that many ask too high a margin of profit 
on machine tool sales 

It is not necessary for us to elaborate on the advantages 
of mill supply house distribution of machine tools and 
the objections raised to such distribution, since the many 
letters from representative manufacturers and mill 
supply dealers published herewith cover the question 


thoroughly. Those manufacturers and dealers writing 
to MILL Suppties have discussed the subject from every 
possible angle, from the mill supply distributor who said 
he had practically been forced into the machine tool 
business by the inquiries of his mill supply customers to 
the manufacturers and distributors who simply stated 
that they were not interested in the distribution of 
machine tools by mill supply houses. 

Before referring the reader to the accompanying 
letters, however, it is well worth while to consider the 
findings of the committee on distribution of the National 
Supply and Machinery Dealers’ Association, which were 
submitted to the association convention in Atlantic City 
last May. Each member of the committee took one or 
two lines of supplies and secured from manufacturers 
information as to the percentage of the total amount of 
those lines manufactured in this country which was dis 
tributed through dealers. The report showed the follow 
ing notable results of these inquiries—files, eighty-five 
per cent; drills, ninety per cent; taps, eighty-five per 
cent; steel pulleys, ninety-five per cent; hack saws, 
seventy-five per cent; chucks, seventy per cent; chain 
hoists, ninety per cent; tool holders, eighty per cent; 
oilers, eighty per cent; stocks and dies, ninety per cent ; 
forges and blowers, seventy-five per cent; pumps, eighty 
per cent; transmission equipment, ninety per cent. 

The committee also found that forty-eight houses of 
the association purchased from July 1, 1918 to July 1, 
1919, $3,410,000 worth of bolts and nuts, $3,108,000 
worth of twist drills and reamers, and $1,670,000 worth 
of set, cap and machine screws. It is impossible to find 
the exact coefficient by which to multiply in order to 
determine the amount of purchases made by the 250 
houses in the association and the 2,800 houses in the 
country. The twenty per cent of the membership 
reporting were undoubtedly the more active, but, assum- 
ing that the entire membership purchased only twice as 
much as the twenty per cent reporting, it is fair to figure 
that the entire membership bought approximately 
$6,820,000 worth of bolts and nuts, $6,216,000 worth of 
twist drills and reamers, and $3,340,000 worth of set 
cap and machine screws. The 250 members of the 
association form less than nine per cent of the total 
number of dealers in the country, but assuming that all 
the dealers in the country purchased only five times as 
much as the nine per cent who are members of the 
association, total purchases for the dealers in the United 
States would reach approximately $34,100,000 in bolts 
and nuts, $31,080,000 in twist drills and reamers, and 
$16,700,000 in set, cap and machine screws. While these 
figures are not exact, they are a fair basis on which to 
indicate the extent of dealer distribution of machine 
tools and the possibilities which exist for an increase of 
that distribution by manufacturers. 

Following are numerous interesting letters from mill 
supply distributors on the machine tool question. In 
addition to the letters published herewith, twenty-eight 
dealers wrote little else than that they do not handle 
machine tools or are not interested, one simply stated 
that he does handle machine tools, and one that his firm 
is not pressing machine tool sales as much as it would 
like to, because of existing conditions. 

From a Pennsylvania distributor—We are delighted 
to have your letter of August 12, because we have been 
facing the question of selling machine tools. You have 
asked us certain questions and we are very glad to 
answer them and to co-operate with you in every way 
possible. We sell machine tools, and have been selling 

(Continued on Page 49) 
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PAULL Quppiwes 


Price Increases Often Serve Public Interest 


Fundamental Causes of High Prices Deeper Than Greed or 
Design—General Business Situation is Developing Satisfactorily 
FINANCIAL LETTER, THE NATIONAL CITY BANK OF NEW YORK. 


At this me, when the industries and exchanges of the 
vhole world are out of balance, and there is great need 
for patience and co-operation among all classes, ill-feel 
ng is constantly stimulated by hasty and uninformed 
comment. People write and talk loosely, often without 
knowledge of the facts they discuss and still more often 
without intelligent comprehension of the economic laws 
which are involved. The natural economic law is always 
vorking to restore normal conditions, but time is required 
for its operations, and meanwhile the impatient people 
ire wanting to adopt arbitrary and punitive measures, 
vhich usually have all sorts of results not anticipated 
ind which interfere with the natural processes of 
recovery 

One of the common fallacies is the theory that sellers 
‘an make any prices they please, and are wholly respon 
sible for prices, buyers occupying simply a_ passive 
position. We have an example of this theory in the 
presumption that the increase of freight charges will 
be multiplied several times over as passed on to the 
consumers of products. Manufacturing and_ trading 
vould be amazingly easy if business men could have 
things so much their own way, but experience has shown 
that under ordinary conditions costs and expenses must 
be watched closely to enable a business to keep a margin 
on the right side. In time of scarcity, goods will bring 
high prices, in conformity with the law of supply and 
demand and regardless of costs. 

Prices depend primarily upon the relation between 
supply and demand. Cost is a factor, as fixing a limit 
below which they will not be long maintained, because 
the supply will fall off. Hundreds of producers sell their 
yoods in common markets at substantially the same 
prices, although their costs may vary much more than 
the freight charges which enter into them. Freight 
charges are a common influence and undoubtedly a 
factor in prices, but prices are the result of all market 
conditions while freight charges are a minor factor. The 
efficiency of railway service is a much more important 
element in prices than the freight charges. 

The public naturally objects to paying high prices. It 
usually charges them to greed and deliberate design, but 
the fundamental causes are deeper, and usually a price 
rise is not only due to natural conditions, but serves the 
public interests. If there is an actual shortage, it is 
important that the supply be conserved by economy in 
consumption and by shifting the demand to substitutes, 
ind the most effective influence for accomplishing this 
is a rising price. 

A person who speculates for a rise in necessaries is 
usually regarded as a public enemy, but a speculator 
profits only by anticipating conditions, and his operations 
tend on the whole to equalize conditions. The operations 
of a speculator who foresees a shortage and pushes up 
the price far in advance of the exhaustion of the supply 
are serviceable, because they promote economy in use 
early enough to be effective in equalizing consumption 
and stabilizing the price over the entire period for which 
the supply must serve. 

The idea that a low price can be maintained on a short 
supply, and evervbody provided for as usual, is of course 


a fallacy. The hardship is not imposed by the speculator ; 
it results from the short supply, and would be felt 
eventually and with more extreme fluctuations of price 
if no one foresaw it or attempted to provide for it. If 
the speculator puts the price too high and curtails con- 
sumption too much he will lose money by it. His opera- 
tions will be most successful for himself if they regulate 
consumption so nicely that the available supply is spread 
uniformly over the entire period for which it must serve, 
at a uniform price, and without any supply left over, and 
that arrangement is advantageous to the consuming 
public 

No speculator ever gains by holding goods back from 
the market unless he finally sells them, and the longer 
he holds them back at prices which curtail consumption 
ind stimulate production the more likely he is to lose 
money. 

The general business situation in our opinion has been 
developing in a satisfactory manner during the past 
month, although this does not mean that present con- 
ditions are all that could be desired. It means that the 
general trend is toward normal and permanent conditions, 
and that existing disorders are no greater than might be 
expected in accomplishing the adjustments that are nec 
essary. The crops are fine, which is a good foundation 
for domestic business and for international relations. The 
railroad situation has improved decidedly during the past 
month, and although far from satisfactory gives promise 
of gradual betterment. There is a better feeling in 
banking circles as to the credit situation, although money 
will remain tight. 

The recession of industrial activity which is under 
Way is not severe enough to be alarming, but is incidental 
to finding a lower level of prices. The abundant crops 
have accomplished a general price reduction in foodstuffs 
and the raw materials of clothing. With the exception of 
sugar, which has declined about ten cents per-pound in 
the last two months, the important food staples are either 
as low as or lower than a year ago. Meat products are 
jower, flour and vegetables about the same, fruits lower, 
cotfee less than one-half the price of a year ago. Raw 
cotton has declined about ten cents per pound in the last 
two months, wool even more, hides and leather more, 
raw silk about seventy per cent in six months. The mar- 
kets for textile goods have been paralyzed by these 
declines in raw materials, but declines have taken place 
in many important staples. 

It does not necessarily follow, however, that the very 
pessimistic prognostications are justified. It was a 
mistake when the war ended to think that an immediate 
readjustment upon a lower level of values would be 
effected; there was a great shortage of goods and a 
backed up demand for labor which promptly absorbed 
all that was released from the armies and war industries. 
Hence the quick revival of business and the rise of wages 
and prices in 1919. That situation was as abnormal and 
as temporary in character as the industrial situation 
of the war time. Numerous signs of relaxation are now 
appearing, but it is likely to prove as great a mistake now 
as in the early months of 1919 to think that a period of 
(Continued on Page 44) 
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THE NEW 


STEEL SPLIT PULLEY 


The one pulley that has proven itself ahead of all others in saving time, 
trouble, expense and power is the new Keystone Steel Split Pulley 


The Latest in Steel Pulley Construction 
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QUPPLUES 


Keystone Steel Split Pulley 


OPERATES UNDER LOW BELT TENSION 


Rivets That Can Not Shear 


Your transmission pulley equipment is more important than you 
may think. It’s the artery system through which all of the energy pro- 
duced is distributed. Efficient pulleys conserve, while others waste 
power grossly. 


The new Keystone Steel Split Pulley has proven itself to be an 
economical, efficient pulley. 


The beadless, turned-in-a-lathe rim makes the Keystone the 
best all-purpose pulley on the market. Uniformly balanced, it will 
successfully maintain its “rim truth” under high speeds and sudden strains. 


The grooveless, oval crown provides an ideal surface for belt con- 
tact, insuring low belt-tension, less bearing friction, and less power loss. 


The new Keystone has no beads or turned over edges to catch 
dust—no danger of such dust gathered throwing the pulley out of bal- 


ance. ‘The strong, substantial rim (3-16 in. and 1-4 in. thick) of the 
Keystone require no beads. 


It has no seam or groove running through the center of the face to take 
away from the efficient belt area at the most important point on the face, 
and which in others materially lessens belt grip. 


With a Keystone there is no vibration at the rim partings as with others 
where arms are set equal distant from the partings. Arms of the Keystone 
are placed directly at the rim partings, lending strength, support and rigidity. 


Ask us today about the agency in your locality 


Dodge Sales & Engineering Company, distributor of the products of the Dodge Mfg. Co. and the 
Dodge Steel Pulley Corporation. General Offices: Mishawaka, Ind. Works: Mishawaka, Ind., and 
Oneida, N. Y. Canadian Plant: Dodge Mfg. Co. of Canada, Ltd., Toronto and Montreal 


Phtiadelphia Cincinnat New York Chicago St. Louis Boston Atlanta Pittsbursh Minneapolis Houston Seattle Nawack 


When writing to Advertisers please mention Mitt Surecers. 
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general and prolonged depression is at hand. There still 
is a great amount of work in arrears, and an imperative 
need for construction work and for the production of 
goods to satisfy the wants of our people as well as the 
rest of the world 

As in the case of house-building, this work may be 
checked by the rising costs but that only means that costs 
must come down, with the assurance that as they decline 
ictivity will revive 

Chere is a slackening in the demand for our products 
abroad and an increase in our own importations, both 
f which changes have an influence for lower 
our markets. 


prices in 

This downward movement is naturally resisted in 
many quarters, aS various interests struggle to entrench 
themselves, but in the long run all will do better to show 

spirit of co-operation in finding the new level to which 
the economu for es are tending It must be remembered 
that the highest prosperity for every interest is to be 
found in a state of balanced industry, in which ever\ 
body is employed and buying freely of the products of 


others. I[dleness anywhere in the industrial circle affects 


evervbod\ in that circle unfavorably, and full employ 
ment everywhere means that products must be exchange 
ible on the normal, accustomed basis. If one class of 
products falls, the producers of that group will be able 
to buy less of the products of others unless the latter 
ome down also. The resolution of this or-+that group as 
o what thev will have Tor their services amount to [ttle 
vhen the buying power of the other groups declines 
\ wage-earner who is working only half the time at 
the old rate mav assure himsel for a while that his 
wages have not been reduced, but the truth will 


ventually find its way home 


NEW SALES MANAGER NAMED 
D. W. Lawler Promoted by Neill-LaVielle Supply Co., Louis- 
ville—Machine Tool Sales May Be Increased 

Che initial step in the reorganization of the sales 
lepartment of the Neill-LaVielle Supply Co., Louts 
ille, Ky., has been taken in the appointment of Daniel 
W. Lawler as sales manager. Mr. Lawler, who has 
been a salesmal for the Neill Lav iell hous for 
fifteen years, is widely known in mill supply circles 1n 
the territory covered by the firn He assumed his 
1ew dutt S Sept mber 1. 

W. R. R LaV 1e ll preside nt and buyer ot the Neill 
LaVielle company, stated recently that no decision 
has as yet been m ide as to what ot 


} 

be made in handling sales. Mr. Lawler will, however, 


} 


Changes may 
ve in charge of the salesmen and will direct their 
activities 

In the event that additional room is secured by the 
Neill-LaVielle Supply Co., it is entirely likely that the 
machine tool business of the company will be greatly 
increased, according to Mr. LaViell \t the present 
time, the company is doing some business in machine 
tools, but not on an extensive scale Mr. LaVielk 
stated that if additions are made to the present 
quarters of the house it is probable that a considerable 
stock of machine tools will be kept on hand and that 
a special machine tool department, in charge of an 
expert in machine tools, will be created. 

The Neill-LaVielle company is one of Louisville’s 
best known supply houses. It occupies a building at 
505 West Main street. The company deals in steam 
and mill supplies, power transmission and wood and 
metal working and machine tools. 


A Perfect Testimonial 


“In all respects we have found 
whatsoever we have bought from 
The HILL CLUTCH CoO. to be of 
highest grade of material and 
workmanship. and that their 
methods of handling their busi- 
ness from an engineering stand- 
point puts them in a class above 


most of their competitors.” 


JET US WORK TOGETHER 


You can link together your selling o1 
ganization with the highest grade of ma 
- 

erial and engineering service by sending 
your customers’ inquiries for Power 
Transnussion Machinery Friction 


Clutches to The Hill Clutch Company 


Put Your Customers ransimis 


sion Problems Up to Us to Solve 


THE HILL CLUTCH COMPANY 


CLEVELAND, OHIO 


ilill Collar Oiling Bearing 
Cleveland Type 
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MULL QUPPLUES 


Big Mill Supply House Bustles with Activity 


The Chas. A. Strelinger Co., Detroit, is Modern in Every Respect— 


Labor Saving Devices and Excellent Organization Bring Results 


Complete to the last detail in its organization and 
arrangement and in the large and varied stock of 
goods it carries, the great supply and machinery house 
of The Chas. A. Strelinger Co., 43-51 Larned street. 
east, Detroit, elicits the hearty and lasting admiration 
of the visitor, whether he be a business or a casual 
caller, and whether his nature is of the observing or 
non-observing type. For the Strelinger house is nota 
ble for its time and labor-saving and efficiency aiding 
devices, the size and arrangement of its stock of 
goods, and the spirit, industry and co-operation which 
characterize the work of its officials and employes 

The Chas. A. Strelinger Co. is one of the best known 
supply, machinery and machine tool distributing 


CHARLES A. STRELINGER 


houses in the central West. Charles A. Strelinger, 
one of the founders of the company and the present 
president, entered the employ of Glover & Powell, 
hardware and tool merchants, when he was thirteen 
years of age and Detroit’s population was about 
70,000. He had sixteen vears’ experience with Glover 
& Powell, starting in as errand boy and assistant 
stove blacker and eventually advancing to head clerk 
in this business, which employed only four persons in 
addition to the two proprictors. In 1884 Mr. Strelin- 
ger, with the late Gilbert Hart of the Detroit Emery 
Wheel Co., established the Strelinger house. Mr. 
Strelinger has continuously held the office of presi- 
dent, and much of the credit for the rise of the firm 
to its present position has been due to his constant 
efforts. Mr. Bush, the vice-president and general 
manager of the company, is one of the most forceful 
and energetic mill supply men in the country today. 


He has long been connected with the Strelinger 


company and is an exccutive of sound and progressive 
ideas, many of which he has put into effect in the 
Strelinger house with great success. Mr. Allinger, the 


secretary and treasurer, is another man who has long 
been identified with the interests of the company and 
who has been a very important factor in its develop 
ment. The Strelinger company was incorporated in 
1908, and has a capitalization of $150,000. The house 
deals extensively in mill and factory supplies, metal 
working and woodworking machinery and machine 
tools. It has seventeen salesmen outside of the house 
and covers Michigan as its territory. The company 
also has a branch store in Windsor, Ont., of which 
John Doherty is manager. 

~ Not the least interesting feature of the workings ot 
the Strelinger house is its splendid office organization. 
ne of the first impressions received by the visitor 


CHARLES T. BUSH 


entering the building is the great activity in the office 
of the company, and it is one of the purposes of the 
location and arrangement of the office to make this 
very impression. Mr. Bush believes that the placing 
of the office in a posotion where the prospective buyer 
or other business caller comes in contact with its 
extensive scope and remarkable activity produces a 
personal touch which has immeasurable value. As 
evidence of the importance which officers attach 
to this feature of the house arrangement is the fact 
that Mr. Bush and Mr. Allinger have their desks 
almost in the center of the great office space, where 
they can see all about the office in a single glance and 
where they are easily accessible to visitors, while Mr. 
Strelinger’s desk is on the mezzanine floor. The offi- 
cials of the company also have private offices on the 
second floor where especially important conferences 
may be held, but they transact the greater portion of 
their business at their main office desks. 

Fully seventy-five per cent of the sales of the Stre- 
linger company are made over the telephone. In the 
main office are five men who spent most of their time 
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Satisfactory Service 
is available to manufactures 
through supply house distribution 


Many manufacturers have conferred with us 
after unsatisfactory experiences with factory branch 
office organization and management, which they 
have decided to abandon after experiencing heavy 
expense and unsatisfactory volume of sales and 


more or less ‘personnel trouble.”’ 


Information has been given them regarding the 
satisfactory experiences of hundreds of successful 
manufacturing concerns distributing their goods 
through the supply trade following the agency plan 
and securing big results in sales at an expense far 


less than factory branch organization. 


Interested manufacturers can secure a list of our 


members on application. 


The National Supply and Machinery Dealers’ Association 
General Offices: 505 Arch Street Philadelphia 
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answering "phone calls, quoting prices, giving informa- 
tion as to whether or not certain goods are on hand 
and completing sales. These men, who are salesmen 
in every sense of the word and who are thoroughly 
familiar with every line of goods handled by the house, 
are among the most important cogs in the great 
machine. Each of these telephone salesmen is 
equipped with outgoing and interior ’phones. Light 
signals, instead of buzzers or bells, inform the tele- 
phone men that calls await them. If a prospective 
buyer asks for information about a certain product 
which necessitates a query on the part of the telephone 
salesman, the latter holds the buyer on the outgoing 
wire while he gets in touch with the department in 
question by means of the interior telephone system. 
Orders are registered across 
proper, at the order desk, are 
departments by means of the 


the aisle from the office 
sent up to the necessary 
pneumatic tube, and the 


CHARLES FE. ALLINGER 

smaller ones are filled and sent down to the main floor 
again in a large chute, checked, wrapped and charged 
without any waste of time. In the offices, the latest 
mailing and other devices are in use. 

On the main floor of the building are the telephone 
rder, country purchasing and back order 
departments and the department in which orders are 
received, checked and in many cases, filled. On the 
mezzanine, which circles three sides of the main floor, 
are the bookkeeping, claims, auditing, pricing, adver- 
tising, and supply sales, billing, time keeping, filing 
and mail departments and the general offices. On the 
second floor are the private offices of the company 
officials, the display room, in which are shown one of 
every kind of machine handled by the firm, a complete 
stock of gears, all sizes and kinds of drills and parts 
for the drills, a large stock of emery wheels, the 
machinery office and the automatic telephone central. 
The receiving room and office are located on the third 
floor and here everything but machinery is checked as 
it is received. On this floor may also be found the 
country shipping department, stocks of face plate cast- 
ings, discs, small goods and a complete line of hoists, 
chains and parts. Four stock takers are constantly at 
work checking the stocks on hand on this floor. On 
the fourth floor is the company’s stock of metal and 
woodworking machinery and machine tools. On the 
fifth are the stocks of belting, of bearings, collars, 


sales, 


pulley bushings, cast iron, wood, steel and leather 
faced pulleys, factory brooms, hangers, shop stools, 
sprocket wheels and chains. On the sixth floor are 
stocks of miscellaneous goods, the catalogue room and 
a room in which are kept stationery, store supplies 
and the oldest files. In the basement are the stocks of 
cold rolled steel, tool steel, brass, the wholesale and 
retail oil rooms and stocks of various other goods, and 
the city receiving and shipping room. 

The Strelinger house is equipped with every possible 
means of transportation and communication. There 
are two stairways and three elevators in the building. 
One of the elevators is for passengers, one for heavy 
freight and the third for light freight. In addition to 
the outgoing Bell telephone system and the interior 
automatic system, there is an interior Bell telephone 
system. Two or three telephone operators are kept 
busy constantly answering incoming and outgoing 
calls and making interior connections. The spiral 
chute, by means of which smaller goods are sent to 
the order department in boxes with cloth bottoms, and 
the pneumatic tube system, by which orders and cash 
are transported, save a great amount of time and 
labor. Goods are conveyed to delivery points in the 
city by means of six autmobile trucks and two wagons. 

The building is completely equipped with a 
sprinkler system for protection in case of fire. There 
are five lavatories and a locker room for the use of 
the two hundred employes of the company. At the 
present time, a blower system is being installed. This 
will remove any foul air that may accumulate on the 
mezzanine floor and will furnish warm air during the 
winter and fresh, cool air in the summer. The struc- 
ture is well lighted, both by natural light and by 
electricity. 

\mong the most interesting features of the com- 
pany activities are the meetings held each Monday 
evening, at which the heads of the various depart- 
ments meet with the buyer, A. T. Harland. Here 
various needs are discussed and suggestions made. 
The meetings tend to promote the greatest harmony 
and co-operation between the department managers 
of the company. 

Quality and service are the aims of the Strelinger 
company. Each month, a stock list is issued. This 
interesting booklet contains information of value to 
buyers and prospective buyers, which information is 
supplemented with good illustrations photo- 
graphs. The company uses the slogan, “Everything 
for the Shop,” and its large and well arranged stock 
of goods justifies the statement. 


Foundrymen Meet Oct. 4-8 

Arrangements have been completed for the twenty- 
fifth annual convention of the American Foundry- 
men’s Association, Inc., and the fifteenth annual 
exhibit of foundry and machine shop equipment in 
Columbus, O., during the week of October 4. The 
business meetings, which in former years were held 
between the technical sessions, will be replaced during 
this convention with a single meeting and smoker on 
Thursday evening. The convention and exhibit will 
be held in connection with the annual meeting of the 
institute of metals division of the American Institute 
of Mining and Metallurgical Engineers. This year, 
however, the sessions on nonferous problems will be 
held jointly by the two organizations, instead of 
separately, as heretofore. 
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“‘We’re Never Idle 


B NG Through Belt Trouble’”’ 


That is not an isolated Cocheco Belt user's state- 
ment: it 1s 


from every Cocheco Belt buyer. 


Win Cocheco Belting has been in use, never has service been 
Wi harder than at present. “Never idle through belt trouble. 
i i il We make Cocheco Belting to give just that kind of service 
MN, i) —every inch is pure oak cane made from the choic 
ANNI i) center parts of big heavy butts, every foot inspected bet 
i | it is sent out, every foot guaranteed. 
The big thing now is to keep me ichines running 
wheels turning day and night. Cocheco Belting can 
be depended on to do its share of this ae 
NN iii No belting sold closer to cost—none il 
more economical to use. 
all | HW rite us. 
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I. B. Williams & Sons 


Dover, New 


BOSTON, MASS St. 
NEW YORK, N. Y 71-73 Mur y St. 
CHICAGO,ILL. 14-16N.Fra nklin St. 
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(Continued from Page 40) 

them for about two years. We have been gradually 
getting into the business. Our sales for 1919 were rela- 
tively small. We did not at that time have a machine 
tool department, but we are organizing one 
are covering the field in selling machine tools. 
been practically forced into this because our customers, 
to whom we had been selling mill supplies, have been 
giving us their inquiries. They seem to prefer to buy 
machine tools through us because we are personally 
known to them, and they have confidence in our house. 
The difficulty has been that the machine tool manufac- 
turers do not show a willingness to co-operate with us. 
The reason for this seems to be that they regard Phila- 
delphia as the natural center from which to sell machine 
tools in our territory. They refer many of our inquiries 
to Philadelphia dealers. We believe the tendency of the 
trade is more and more to give orders to dealers, either 
in their own city or in their immediate section. Because 
of this we are quite confident that the field in connection 
with machine tools and mill supplies is a far reaching 
and interesting one, and that the mill supply dealers 
should canvass the trade very closely to obtain inquiries 
and sell machine tools in a way that dealers in machine 
tools exclusively cannot follow. 

From a New York City distributor 


now. We 
We have 


We beg to advise 
that we have had a machine tool department for thirty 
vears, that it represents about fifty per cent of our busi 
ness, and that we carry large quantities of machine tools 
in stock—at the present writing, over one million dollars’ 
worth. Weare not only manufacturers of machine tools, 
but merchants as well, representing about one hundred 
different concerns through the United States. We carry 
a large stock of tools at our warehouse in Jersey City, 
i large amount of tools in our store in Chicago, and have 
recently opened a store in San Francisco, where we are 
carrying seven to eight carloads of machine tools. We 
make a specialty of railroad tools and general manufac 
turing machinery. 

From a Pittshurgh distributor—We have a machinery 
department in our organization which was established 
more than twenty-eight years ago. It is one of the most 
important divisions of our organization. The sales and 
operating force consists of upwards of eighteen people. 
We carry a complete line of machine tools and machinery 
in stock, including lathes, upright and = radial drills, 
shapers, milling machines, bolt cutters, pipe threading 
machines, punching and stamping presses, automatic, 
universal and plain grinding machines. woodworking 
machinery, Cre. 

From a Minnesota distributor—We have sold machine 
tools for several years; in fact, we have been more of a 
machine tool house than a supply house. For your infor 
mation, we might state that during the year 1918, sev- 
enty-four per cent of our net sales was machinery. In 
1919, the percentage was sixty-six, while so far this year 
it has been sixty-two per cent machinery and _ thirty- 
eight per cent supplies. Frankly, we are trying to build 
up our supply department, and would like to see the time 
come when the two will be evenly balanced. We would 
be glad to hear what replies you get from other dealers, 
for we are of the opinion that it is a logical thing for a 
mill supply house to handle machine tools. 

From a Pittsburgh distributor—We have for some 
time contemplated adding to our business a machine tool 
department, but little progress has been made on account 
of our not having available space. Additions to our plant 
are almost complete, and space for suitable display of 


UIPIPILNES 


machine tools has been arranged for. We realize that 
the important feature in this line is in making the best 
manufacturing connections, and we may find this difficult 
on account of a number of long established dealer 
connections in our territory. We judge that you are 
compiling data regarding the machine tool industry, and 
we are as much or perhaps more interested in the result 
than some one who is already in this line of business. 
From a Philadelphia distributor—We endeavor to 
confine our efforts to the handling of machinists’ tools 
and supplies, and do not handle machine tools in any 
way. We, of course, endeavor to carry in stock a few 
power saws, post drills, grinding heads and similar 
machines, but we do not carry lathes, shapers, planers, 
millers, etc. We have no machine tool department, and 
our experience seems to be that we are not able to make 
a success of selling heavy machinery. We have repeat- 
edly endeavored to secure orders for this class of goods, 
but our salesmen are either not properly trained to 
handle this class of business or they are lacking in 
such mechanical knowledge as is necessary to intelligently 
compete with houses specializing in machine tools only. 
Very frankly, we do not favor combining machine tools 
with our present line, which comprises all kinds of small 
tools and supplies, including grinding wheels, bolts, nuts, 
and screws. Our feeling is that the house which is going 
to make the greatest success is the house which special- 
izes along certain lines. It may be true that certain tool 
and supply houses have been successful in handling 
heavy machine tools, but we do not believe that this is 
possible unless a separate department is maintained for 
machine tools, and men who are recognized experts or 
specialists in their own particular line are put in charge. 
In the instances that have come to the writer’s attention 
where the tool and supply houses have combined machine 
tools with their other lines and have been successful, it 
has been observed that the machine tool. department 
has practically functioned as an individual business. We 
cannot see that we are ready to enter into the machine 
tool business at the present time, as we feel that any 
concern which devotes its time and energy in an endeavor 
to properly develop the small tool and supply field will 
have a sufhicient job on its hands, especially in a manu 
facturing and industrial community like Philadelphia 
and its vicinitv. We would greatly appreciate, however, 
having a copy of your report as soon as your inyesti- 
Is completed, 
From an Indiana distributor—We are pleased to give 
vou the following information and opinions: We sell 
machinery. We sold over a million dollars’ worth of it in 
1919. We have a machine tool department. It was estab- 
lished about ten years ago. In fact, we have more than a 
department, because machinery sales are the foundation 
of our business. We are inclined to believe that Mr. 
Crain’s article will be misleading to the average mill 
supply house. His suggestions can, of course, bear fruit 
in some instances, but we consider it entirely improper 
to encourage the majority of mill supply dealers, or even 
the average mill supply dealer, to develop a machine tool 
department. In the first place, we know from personal 
experience, as well as from observation, that machinery 
cannot be sold profitably unless it is sold in large volume. 
That restricts the sales to the larger industrial centers. 
Mr. Crain’s statement that machine tools are used in all 
industries is misleading. It is true, of course, but 
machine tools are used in such limited quantities in some 
industries that the consideration of those sales is negli- 
gible. Secondly, machine tool business cannot be 
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Tried and Proven 
| 
Over thirty years of service have 
established the reputation of the 
Cyclone Lubricator in all parts of 


the world. 


The Cyclone is made in various 
models to suit every requirement 
and is carried in stock by all the 
leading jobbers. 


CYCLONE 


Write for Cyclone Circular 


Michigan Lubricator Co. 
Detroit, Mich. 
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The Plant Behind the Product 
We Manufacture 


“V-B” (Victor Balata) Belting 
& 
Canvas Stitched Belting 


Rolls, Tractor and Thresher Endless 
We Carry, Ready for Immediate Shipment, Large and Complete Stocks at Gur 


New York Store, 38 Murray St. Chicago Store, 167 N. Market St. 
30oston Store, 85 Purchase St. Factory, Easton, Pa. 


Victor Balata & Textile Belting Company 


Main Sales Office: 38 Murray Street, New York, N. Y. 
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developed on a large scale without first establishing < 
department which specializes on machine tools and 
which is organized with men especially experienced in 
that line, and, finally, the success will depend entirely 
upon the lines for which the dealer may obtain agencies. 
In short, Mr. Crain’s suggestions can be accomplished, 
but the accomplishment will require time and money. A 
few sales can, of course, be made with direct shipments 
from the factory and without carrying stock, but the 
average manufacturer makes agency contracts with the 
idea that a dealer will at least carry a sample of his 
machines. We would say that a minimum stock should 
run from fifty to a hundred thousand dollars. A thor- 
oughly complete stock will run into hundreds of thous- 
ands, and even a million. In our opinion, the average 
mill supply dealer would do better to develop the lines 
which he is already carrying to the maximum, rather 
than divert his energy and capital into new lines. 

From a Nebraska distributor—We have handled 
machine tools for practically ten years, and this line of 
business constitutes 33 1/3 per cent of our sales. We 
departmentize and have one man in charge of a depart- 
ment whose business it is to promote this end of the 
business. We believe this is the only way to get results. 
Our regular territory men sell machine tools, as well as 
the other lines, but we are right now putting out two 
special men whose business it will be to push machine 
tools exclusively. There are so many specialties that it 
s rather difficult for the territory men to give them the 
proper attention. We consider machine tools a very good 
line, and, while the tools do not give an adequate profit, 
there are a multitude of small items where the profit is 
made good. Where the proposition is not profitable to 
the jobber is the handling in stock of large tools which 
carry a margin of only ten to fifteen per cent. We feel 
that any mill supply house which is not handling machine 
tools is overlooking a good item, as the trade that buys 
this equipment naturally comes to the supply house. 
From a Virginia distributor—We have sold for a num- 
ber of years machine tools, consisting of lathes, sh: ipers, 
planers, radial drills, milling machines, grinders, etc., in 
connection with our supply business. The machine tool 
business has been handled in the past by the department 
handling the heavy contracting machinery. The machine 
tool business has grown to such an extent, however, that 
we have found it necessary to make this practically a 
separate department. At this time we have several 
young men taking a course of instruction in machine tool 
factories, and at the completion of this course they will 
he used as machine tool salesmen exclusively. Our 
machine tool business during the vear 1919 was the best 
in the history of the company. The machine tool manu- 
facturers whom we represent exclusively co-operate 
vith us and assist us in making sales. 

From a North Carolina distributor—Our house sells 
machine tools. We are going after the machine tool 
business more energetically hereafter and are trying to 
obtain only the best lines. We have a good territory, 
there being about a hundred textile mills in this county. 
We have had some trouble in getting certain connections 
because many of the manufacturers have had all the 
orders they could take care of, and because of our prox- 
imity to Charlotte. Many of the eastern firms in placing 
their lines only look at the map, but we believe we will 
have no trouble in acquiring good connections when the 
manufacturers’ representatives call on us. 

From an Ohio distributor—We are pleased to tell you 
that we sell machine tools and that our volume of 


machine tool business in 1919 was approximately twenty 
per cent of our total sales. We expect to reach a larger 
volume, but we only entered the machine tool field in 
November, 1918, and the line is entirely new to us. This 
year the volume will show a substantial increase. We 
are covering our territory regularly on this line, and are 
making very good progress. We do not have very much 
co-operation from the machine tool manufacturers, 
except possibly in one or two cases. With the others, it 
is simply a matter of their giving us protection in this 
territory and we buying the tools from them. We think 
greater co-operation on the part of the manufacturers 
would probably help us considerably. 

From a lVisconsin distributor—As far as the practica- 
bility of a supply house selling machine tools is con- 
cerned, our experience would cause us to say that it is 
absolutely impossible to sell machine tools with the same 

sales organization that handles the supply department. 
The writer has looked into this matter with a number 
of combination houses and finds that invariably there are 
separate and distinct organizations to handle the various 
departments. Furthermore, the large machine tool deal- 
ers do not look with favor upon placing their lines with 
houses whose energies are divided into the sale of sev- 
eral different classes of material. 

From a Cincinnati distributor—We are in favor of 
supply houses handling machine tools. We believe that 
they will give better representation over a wider field 
than is given by houses specializing only in machinery. 
We have not handled a great many machine tools, our 
sales totaling not more than five per cent of our gross 
sales last year. We do not maintain a machine tool 
department, and we have made no special effort to get 
the tool business due to the fact that it requires consid- 
erable knowledge of machine tools to sell them, and in 
the last several years we have asked our salesmen not to 
devote time to lines which we did not carry in stock or 
over which we did not control the agency. These instruc- 
tions have now been discontinued and we are looking 
for machine tool business. 

From a Pennsylvania distributor—We are selling only 
a small volume of machine tools. This is primarily due 
to our inability to secure good connections, as manufac- 
turers place their distribution in the hands of distributors 
who perhaps cover larger territory. It has been our 
experience, upon receipt of inquiries from customers 
in this field for prices, especially on the heavier machine 
tools, to find that practically all of the manufacturers 
to whom we write for propositions refer us to their 
representatives in New York, Philadelphia or some other 
nearby larger city than ours, and we are sometimes 
unable to give a quotation as the manufacturer’s direct 
representative. We believe this condition ought to be 
changed, not entirely for our own benefit, but for the 
benefit of the trade in general. Under more favorable 
conditions, we would be inclined to build up a real 
machine tool department, as profits are generally good 
and materials comparatively easy to handle. 

From a Louisiana distributor—We handle machine 
tools, and to a considerably diversified extent. We do 
not, however, keep a record of the volume of business 
done in this line. We do not have special departments 
for the sale of this or any other of the various lines we 
handle. Our business is done under one general head 
and indications are that we shall continue to operate in 
this manner. 

From an Oklahoma distributor—The writer has never 
been personally enthusiastic on the subject of the sale of 
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machine tools by mill supply houses for the very good 
and sufficient reason that the margin of profit has not 
been attractive. We are inclined to believe that the un- 
usual activities of the last few years will have a tendency 
to strengthen the demand of the mill supply dealers for 
machine tools at a price which will make it possible for 
them to handle this line. These same activities, we be- 
lieve, will have a tendency to make the manufacturer of 
machine tools realize that he has a natural outlet for his 
products through the mill supply dealers, which outlet 
can only be taken advantage of by a liberal sales policy 
which will protect the mill supply dealer from direct fac- 
tory competition and which will maintain a consumers’ 
price on the tools sufficiently above that of the dealers’ 
cost to show a good profit. It is our hepe that within 
the next year we may lay the foundation for a machine 
tool department, and whether we do so or not will be 
governed entirely by the attitude of the manufacturer. 
‘There is a demand for machine tools which will continue 
for all time to come, we believe, and we can think of no 
possible reason why machine tools should not be dis 
tributed through the mill supply dealers, except those 
above stated. 

From a Virginia distributor—-We do not operate a 

machine tool department, but have for some time past 
given the machine tool part of our business some little 
thought. As a matter of fact, we have sold very few 
tools. Our experience has taught us that, in order to 
make a success of this, it requires the undivided time and 
ittention of some one who is more or less familiar with 
machine tools. We have not gone into the machine tool 
business on an extensive scale in the past because of diffi- 
culty of delivery and the prevalence of so much second 
hand machinery on the market. You ask if we are ener 
“etically covering the field. We are, so far as supplies 
re concerned, but not with tools. The machine tool 
nanufacturers generally show willingness to co-operate 
ind we rather think they do. We are especially interested 
in this matter, and any information you can give us will 
he very much appreciated. We have in mind the employ 
ment of some one to look after this department for us, 
and if you happen to know of such a man, please 
advise us. 

Fyrom an Indiana distribuior--We sell machine tools 
wherever we have the opportunity in this territory and 
get a fair volume of business in consideration of the 
unount of effort we expend. During 1919 we sold prob 
ibly $25,000 worth of machine tools. We do not main- 
tain a separate machine tool department, although our 
equipment engineers are provided with complete infor 
nation and are in a position to quote promptly on any 
inquiry which may be received. We would be glad to 
develop such a department if we were properly backed 
by the manufacturer. Machine tool manufacturers as a 
rule do not give much co-operation. It does not seem to 
he their practice to give exclusive territory, and, for that 
eason, we do not feel justified in devoting as much 
money and time to the sale of their products as we 
therwise would. 

rom @ Cincinnati disiribuior--We have maintained a 
-eparate machine tool department in our establishment 
ior a period of about thirty years. We specialize in this 
department the same as we do in our supply department, 
having separate heads for it and salesmen who sell only 
machine tools. As to volume of sales in our machine 
tool department, they amount to fifty per cent of our 
business. We carry a large stock of machine tools and 
represent some of the leading manufacturers in their 
respective lines in the United States. We make ever 


effort to cover the territory which is allotted to us by 
our manufacturers, and we find that manufacturers 
whom we represent are always willing to co-operate with 
us to effect sales where possible, or give us any assistance 
we may require in a mechanical way. 

From a Texas distributor—We sell machine tools. We 
have been handling them for ten or more years. Demand 
in this territory is small for large tools, but there is quite 
a volume in small lathes, millers, shapers, etc., for auto- 
mobile repair work. Our volume last year was approxi- 
mately $50,000 on machine tools, and we expect to 
develop this line and double sales in the very near future. 
Manufacturers, as a rule, do not offer a livable margin 
to the jobber on machine tools. There are only a few 
exceptions where the proper margin is maintained by 
them. 

From a Kentucky distributor—We do not sell machine 
tools. Our machine tool business averages fifteen to 
twenty per cent of our gross sales. We do not have a 
machine tool department. In fact, we handle this line 
along with our general supplies. At the present time, we 
have exclusive distribution on some lathes, drill presses, 
shapers and milling machines, and endeavor to keep in 
touch with the class of trade that buys equipment of this 
character. We are at present undergoing a change in 
our selling department, with a view to covering our local 
field much more thoroughly than we have ever attempted 
heretofore. What the result will be with regard to 
machine tools, we are unable to predict at this time. 

From a Texas distributor—We sell machine tools, hav- 
ing gone into the business quite extensively at the end of 
\ugust, 1919, when a machine tool department was 
established under the supervision of the writer. We 
cover the field very energetically having four men spe- 
cializing in this department. We are greatly assisted by 
our general supply salesmen, numbering twenty-five or 
more, who send us information concerning prospective 
customers and frequently close sales. We now carry a 
stock at the parent house, and as our business and the 
~demands increase, we intend to carry a stock at our 
branches. We receive the hearty co-operation of most 
of the factories which we represent and a stock of whose 
Yor rds we Carry. 

From a Maryland distributor—We have .had a 
machine tool department for the past thirty-four years 
and we have some of the most valuable machine tool 
accounts. We find in the general mill supply business 
that it is very seldom that mill supply houses have men 
who are acquainted with the various machines and the 
application of the same, and we believe that where a mill 
supply house takes on a line of machinery, it should 
have men acquainted with the equipment. This informa- 
tion, In Our Opinion, can only be secured from shop prac 
tice. 

From a California distributor—We sell machine tools 
in connection with our other lines of machinery and sup- 
plies. Our volume of machine tool sales is now and has 
run for about twenty vears to about 33 1/3 per cent of 
our entire volume of business. We do have a machine 
tool department, although we expect our entire force 
operating in all departments to take orders for machine 
tools when the opportunities occur. We established a 
separate machine tool department under a trained man 
in that class of trade about twenty vears ago. We are 
energetically covering the machine tool trade in all of the 
territory handled by us. We question if our company 
would properly come under the category of a mill supply 
house because of the fact that we devoted very little 
attention to the sale of supplies in our early career. As 


i 
2 
\ 
| 
t 
| 
: 
i 
| 53 
3 
| 


SEE 


a HE continued preference of saw 
64 users, Over a period of eighty years, 
for Disston quality has made this 
d Company the largest manufacturer of 
4 saws in the world. 


When you are pushing a job through 

working against time—that’s when 
Disston saw service forces home the 
true meaning of Disston quality to saw 
users everywhere. 


During the Convention of the Amerti- 
can Foundrymen’s Association, the 
House of Disston will occupy a promi- 
nent exhibition space and will have 
something worth while looking at. Some 
of the Disston saws will be in operation 
cutting various kinds of metals. There 
will be a complete Disston line of metal 
working tools. 


HENRY DISSTON & SONS, Inc. 
Philadelphia, U. S. A. 


Chicago Sydney, Australla Memphis San Francisco 
New Orleans New York City Cincinnatl Portland, Ore. 
Soattle Boston Bangor Vancouver, B. C. 
Canadian Works: Toronte, Canada 


THE DISSTON -EXHIBIT 


AMERICAN FOUNDRYMENS ASSN. 
CONVENTION AT 


COLUMBUS 


54 


When writing to Advertisers please mention Mi_t Supptigs, 


Wty 
7 | = | 
= => 
3 
Ly 


MULL QUPPLIES 


a matter of fact, we were machinery merchants for about 
thirty-five years before we began to seriously develop the 
supply end of our business. In 1909 we began a serious 
effort to increase our business in supplies, and since then 
our volume has grown very materially until now we 
are doing at least ten times as much in that end of our 
business as was the case when we accepted the business 
more or less as an auxiliary of our machinery trade. We 
question very much whether or not the replies which we 
have given above will be of material benefit to you, but 
we do know that we have been quite successful in selling 
machinery and supplies through the same corps of sales- 
men, keeping specialists in each department to handle 
important deals where our outside scouts get in touch 
with a situation too difficult for them. 

From a branch of the same house—-\WWe cover southern 
California and Arizona energetically, and our machine 
tool department is one of our most important depart 
ments. Our manufacturers at all times show a favor- 
ible attitude in helping us in the sale of their products. 
We have handled the lines of the majority of those we 
represent for many years. Insofar as we can see, the 
only service you can render us is in decreasing the cost 
that the dealer is compelled to stand and in helping to 
secure larger trade discounts from manufacturers to 
cover this cost. We still regrettably have ten per cent 
ines, which, as you well know, are necessarily handled 
it a technical loss, though their relation to volume of 
business makes them what we might call a necessary 
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vil. We think the manufacturers generally appreciate 
the dealers’ position, but there are exceptions, and we 
hope Mitt Supptirs can reach these exceptions. 

From an eastern New York distributor—We sell 
machine tools of all types. The volume of machine tool 
sales for 1919 was one of the largest of any of our de- 
partments. We have a machine tool department which 
has been established for some years. Our machine tool 
department is energetically covering the field for all 
machine tools. We have a competent mechanical engi- 
neer in charge of our machine tool department who was 
formerly manager for one of the large eastern houses. 
We are increasing our efforts at all times to cover future 
business. Machine tool manufacturers generally do not 
allow sufficient margins of profit to warrant any supply 
house putting forth the energy really needed for the sale 
of machine tools. 

From an Ohio distributor—-We have been in the 
machine tool business for a good many vears and operate 
a machine tool department. The percentage of our total 
business made up of machine tools, of course, fluctuates 
from year to year, and it is not possible to estimate what 
it will be this year. 

From a Cleveland distributor—A large part of our 
sales for the past thirty years have been in machine tools. 
We have a machine tool department which was estab- 
lished about the year 1890. We are still covering a con- 
siderable field in selling such tools and expect to con- 
tinue to do so. The attitude of the machine tool manu- 
facturers generally is satisfactory, which was not the 
case at the time we commenced handling the tools. We 
do not care to state the volume of our business, but it is 
very heavy. 

From a St. Louis distributor—We have always han- 
dled machine tools; in fact, we were in the machine tool 
business before taking on supplies. Our machine tool 
business dates back twenty-five years, while the supply 
business is less than ten years old. The two lines are 
handled in entirely separate departments, and we do not 


permit them to conflict in any way. At present, about 
sixty per cent of our volume is represented by machine 
tools and the remaining forty per cent by supplies. The 
machine tool manufacturers co-operate very closely with 
us, and we feel that we have their entire support in the 
sale of their tools. 

From an Indiana distributor—We do not make a spe- 
cialty of selling machine tools such as lathes, shapers, 
etc. We find that this takes a special selling organization 
to successfully compete with manufacturers, also that it 
is customary for the large machine tool manufacturers 
to distribute their products through one single agency 
which perhaps covers two or three states. Also, the profit 
which is permitted in the sale of this material is too 
small to be attractive, and hence our energies are devoted 
to more profitable fields. We would be very glad to 
hear from you as to the result of the questionnaire 
which you have sent out to the various jobbers, as, per- 
haps, we are under a misapprehension of the profit to be 
derived from the sale of this material. 

From an eastern New York distributor—We have 
never gone into the large machine tool question, although 
we had considered and are now considering it somewhat 
for the future. While we are not familiar with present 
conditions, our observation has been that the builders of 
heavy tools and machinery have not offered a very large 
encouragement to the jobbing trade to make investments 
in this line. 

From an Indiana distributor—We have a machine tool 
department with a limited line of machine tools, includ- 
ing drills, grinding wheels, cutters, files, etc. Our sales 
amounted to approximately $200,000 in this department 
last year. The department is about five years old. We 
intend to increase our efforts in this line in the future. 

From a New Jersey disiributor—Replying to your 
letter in reference to machine tools, we presume you 
mean tools such as lathes, shapers, drill presses, etc., for 
machine shop work. We do not handle tools of this sort. 
In the tool line, we confine ourselves to small tools. We 
are so near New York, where there are so many manu- 
facturers who have their direct agencies, that we have 
never attempted to handle machines. Our experience has 
been that whenever we have tried to sell some machine 
tools, the margin of profit has only been about five per 
cent, which would not pay us to handle them. 

From a Cleveland distributor—We do sell machine 
tools, having a machine tool department which has been 
established about ten years, and we are energetically 
covering the field. We believe the machine tool manu- 
facturers generally encourage us to devote much of our 
time and energy to the sale of their products. 

From a Florida distributor—At the present time we 
are not handling machine tools, nor do we contemplate 
a machine tool department. As a matter of fact, we 
have on more than one occasion attempted the sale of 
machine tools, but have found that the selling expense 
has been out of proportion to the profit. We are inter- 
ested, however, in the result of the canvass which you 
are making and should be pleased to hear from you when 
it is completed. 

From a North Carolina distributor—While we do not 
carry the machine tools in stock or have a regular 
machine tool department, we do devote quite a little time 
to this part of the business. Our sales on machine shop 
tools last year amounted to approximately $50,000, but 
from the amount of business which we did for the first 
six months of this year, we expect to almost double last 
year’s sales on machine shop tools. The manufacturers 
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with whom we deal have always shown a willingness to 
help us on sales of their products, referring all inquiries 
sent from our territory to us. 

From a western New York distributor—We have a 
machine tool department which has represented in the 
past two or three years about forty per cent of our busi- 
ness. This department was established about ten years 
ago, and the territory we represent is covered by seven 
men devoting their entire time to this end of the business 
exclusively. 

From an eastern New York distributor—Our house 
has done a very small machine tool business, but it is our 
intention to enlarge our trade covering this class of mate- 
rial during the coming vear and to give fifty per cent of 
our efforts to this line. We are not in a position at the 
present time to give you any information as to our 
experience in this line, but if at a future date you should 
desire this information, we will be glad to give it to you. 

From a Georgia distributor—We do not attempt the 
sale of a full line of machine tools, although there are 
some machine tools we do sell. In our particular terri- 
tory, there is not a very great demand for machine tools. 
We never thought the margin of profit allowed the dis 
tributor by the machine tool manufacturers sufficient to 
cover the cost of doing business and leave an adequate 
profit for the distributor. 

From a Minnesota distributor—Our total volume of 
business in machine tools is very limited and represents 
a very small portion of our business. This is primarily 
due to the fact that the average manufacturer does not 
allow an adequate margin of profit to the jobber on tools 
of this kind. So far, the only tools we have been really 
interested in are pipe cutting and threading machines. 
No doubt our interest in this particular line would be a 
great deal more active were more favorable consideration 
given the jobber by the manufacturer. 

From a North Carolina distributor—We do sell a 
small number of machine tools from time to time. We 
do not have a machine tool department, nor do we con 
template one at this time. However, it is our intention 
to devote more time to this particular class of material, 
although, frankly, the profit is not, in our opinion, suffi- 
cient to justify carrying machine tools as stock items. 

From a Utah distributor—We do handle machine 
tools, and, for this territory, a fairly large volume. We 
maintain a constant stock of standard machine tools, 
such as lathes, shapers, planers, radials and milling 
machines, pipe and bolt machines and various acces 
sories. 

From a Florida distributor—Although we have been 
representing several lines of machine tools for years, we 
do not stock them, and are endeavoring to make all ship- 
ments direct from the factory which, of course, has not 
proven very satisfactory under present conditions, in 
view of the long time it requires to get products of this 
kind. We have one man who makes his headquarters 
at one of our offices and who spends his entire time on 
the selling of machinery and machine tools. We would 
probably increase our efforts in this direction if the bust 
ness would warrant. 

From an cllabama_ distributor—We only handle 
machine tools on order and ship direct from the factory. 
We do not have a machine tool department, neither do 
we contemplate such a department, as our territory is not 
in an industrial center. We do not consider machine 
tools attractive to the supply dealer on account of the 
close margin of profit allowed by the manufacturer, for 
we have found that in no case do any of the manufac- 
turers allow the margin to exceed fifteen per cent, and 
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we do not feel that this profit is sufficient to justify the 
supply dealers carrying machine tools in stock unless. 
they can do a large volume of. business. 

From a Mississippi distributor—We are handling some 
small machine tools, but have made no special effort in 
this direction. We do not maintain a machine tool 
department. We are a growing concern and are adding 
new lines from time to time, and, no doubt, at some 
future date, we will give more attention to the machine 
tool business. 

From a Virginia distributor—We are at this time 
doing a fair business on machine tools. We are han- 
dling the same through our general line men and are 
endeavoring to educate them as much as possible on this 
equipment. 

From a Missouri distributor—We are selling machine 
tools and find that the manufacturers show a willingness 
to make it possible for us to devote our time and energ) 
to the sale of these products. However, we find that in 
some cases the manufacturers are crowding down the 
margin to such a point that it is sometimes not a profit- 
able proposition. This does not apply in all cases, but 
does in some. As you no doubt know, the selling ex- 
pense at the present time, in all lines, is no small item, 
owing to the salaries and high traveling expenses. 

From a Tennessee distributor—We have handled 
machine tools for years in connection with various other 
lines, but make no separate accounting of the amount of 
business we do on this particular line. 

From a Pennsylvania distributor—We are not much 
of a factor in the machine tool business, as we have far 
from a complete line of machines to offer and no place 
for storage, therefore the little of this business we do 
is more along the lines of emery wheel stands, drill 
presses and electric, portable grinders and drills. We do 
occasionally sell large machine tools, and we have usually 
found in making inquiry of manufacturers that they 
are willing to give a fair commission to us as dealers 
where they are not directly represented by other machine 
tool houses. However, machine tools are more or less 
of a side line with us, our main business being mill sup- 
plies. 

From a South Carolina distributor—We sell machine 
tools in only a very limited manner; we have no record 
of volume of sales during 1919; we have no machine 
tool department, and do not contemplate establishing 
such a department; we are not specifically seeking 
machine tool business, other than through regular solict 
tation of our mill supply salesmen. 

From a western New York distributor—We sell 
machinery in a small way through our regular mill 
supply salesmen. We have no special department. 

From a Louisiana distributor—At present we do not 
sell machine tools. However, we contemplate establish 
ing such a department some time in the future. 

From a Georgia distributor—We have just started in 
business and so far have figured only a few tools. We 
hope later, when we get our organization better devel 
oped, to push this line and would appreciate seeing the 
result of your canvass. 

From a Pittsburgh distributor—We do but a small 
amount of machine tool business, maintaining a wood 
working machinery department which handles some 
machine tools. We might state that we are gradually 
working into the machine tool game, but are not making 
very strenuous efforts along this line at the present time, 
due to the fact that the machine tool manufacturers as a 


(Continued on Page 73) 


a 
5 
i 
a 
4 
= 
d 
i 
t | 
: 
: 
cig? 
: 
oy 
a 
4 
57 
Z 
j 


When writing to Advertisers please mention Mitt Supptres 


= ‘ 
SS 
O xX oF 2 Lat 
oN eGo a Ba 


) cy TA CA 
: 
i 
| | | } i} 1] | | | | |] | | j | 
| | | | is 
| | | a 
| | | | | | Pri dd } } 
| | | | | | | | | | | 
| 1 | | qd | 
| 
| | ‘ 
| 
| | | | \ | | | | | 
\p 
| 
| | | | | || dd 1} | 
| | | 
5 3 


ULL QUPPILDES 


War Brought Changes in Oakum Industry 


Production of Leading Manufacturers Has Increased—Purchasers 


of Oakum Are Warned of Dangers in Using Inferior Quality 


A. C. STRATFORD, 
President, George Stratford Oakum Co. 


When the organization of the United States 
Shipping Board was effected, amid great publicity, 
announcements were made and circulated throughout 
the country that plans had been formulated for the 
construction of one thousand wooden vessels in a 
year. It was further stated that these vessels would 
require about eight hundred bales of oakum each, or 
800,000 bales in the year, to make them seaworthy. At 
that time the normal production of marine oakum in 
the three factories then running was approximately 
one hundred thousand bales per year, so that it 
appeared as if there was going to be a tremendous 
demand, far in excess of the capabilities of the fac 
tories to meet, and this at a time when there would 
be a severe shortage of raw material, all of which had 
to be imported from [urope. 

In 1891 the George Stratford Oakum Company 
originated a new kind of oakum, made from jute 
heavily tarred, and exclusively used for plumbers’ 
work, its object being to try to develop a new field 
for its products to take the place of the declining 
demand for oakum for marine work. A short while 
thereafter almost all of the jute mills in the country 
began to copy this product, and in a short period of 
time there were a large number of factories making 
plumbers’ oakum. This was a simple thing to do, as 
the process involved was not a difficult one, and the 
product was made of a very cheap, low grade of jute 
fibre. 

When, therefore, it appeared that the demand for 
marine oakum was going to be so far in excess of the 
country’s normal production, many of these factories 
which had experienced more or less success in the 
manufacture of this low grade plumbers’ oakum saw, 
or imagined they saw, a great opportunity to manu 
facture marine oakum on a large scale and at good 
profit. A number of concerns that were engaged in 
the business of the manufacture of manila rope felt 
the same way about it, and they also entered the 
oakum manufacturing field. 

The three old oakum manufacturing companies (the 
George Stratford Oakum Co., Jersey City, N. J.; W. O. 
Davey & Sons, Jersey City, and The N. B. Woolford 
Oakum Co., Baltimore, Md.), were Tully alive to the 
new situation and immediately took all steps possible 
to increase their production. As an example, this 
company, whose normal production in the pre-war 
period was about ten tons per day, is now in a position 
to manufacture at the Jersey City factory about 
twenty-five tons per day. At the plant of the old 
Tibbals Manufacturing Company, which was kept 
intact and improved, and which has been in full oper- 
ation since August 1917, it has a capacity of about 
five tons per day. Production of marine oakum, there- 
fore, has responded very readily to the increased 
demand. 

The demand, however, never reached anything near 
the amount at first estimated, and now that the war 
is over it probably never will reach any such figure. 


We know now positively, from actual experience, that 
the average requirement of the emergency fleet 
wooden ship was about 300 bales and that less than 
500 ships were built. In other words, oakum produc- 
tion in Stratford plants was sufficient to take care of 
the entire requirement, and, as a matter of fact, 
actually did supply about eighty per cent of the 
amount used by the United States government and its 
contractors during the war. 

Many of the contractors became somewhat nervous 
over the prospect of their being unable to secure their 
requirements in oakum, and, in order to be sure of 
having their necessary supply, purchased any sort of 
marine oakum that would have any chance of passing 
inspection. As they began the caulking they found 
that they would have done better to wait and obtain 
a better quality of material. 

The oakum industry is one of such comparatively 
small volume that there has never been any standard 
machinery built for the purpose. The machinery used 
in each of the three old concerns is the development of 
the ingenuity, initiative and experience of years of 
handling of soft fiber hemp and in the manufacture of 
the product. It would be as natural to expect that 
these three old concerns could swiftly change and 
manufacture high quality manila and jute cordage and 
twines, as to expect that factories whose entire efforts 
have been centered for years in the manufacture of 
manila and jute cordage and twines could suddenly 
shift into the manufacture of marine oakum and turn 
out a high grade product. 

This is particularly true, as the oakum manufacturer 
would have the advantage, in making such a sudden 
transformation of standard machinery, whereas the 
cordage manufacturer could find no such equipment 
or facility for the manufacture of marine oakum. The 
result of the effort of the cordage manufacturers to 
make and market marine oakum, therefore, is exactly 
what might have been anticipated. Some oakum has 
been turned out made entirely of manila fiber, some 
made entirely of jute, some a combination of both, and 
some a mixture of sisal with these two, none of which 
materials should properly be used in any grade of 
marine oakum. I have seen this new product with too 
much tar in it, and again, with not enough tar in its. 
composition. Much of it is not impervious to water 
and would rot quickly and cause a leak, necessitating 
the new caulking of a vessel if any water should get 
through the outer caulking of pitch. Caulking irons 
cut through some of it. We have had the practical 
men, superintendents who are head caulkers, complain 
that the purchasing department had imagined a saving 
in the purchase of low grade material because of a 
difference in price from half a cent to one cent a pound, 
whereas in the actual using of the material there had 
proved to be a loss of material from waste and addi- 
tional necessary labor amounting to as much as five 
cents a pound. 

Inasmuch as the total value of all oakum entering 
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QUPPILOES 


Since 1835 


It's up to you whether your belting equipment is 
an expense or an investment. “You pay your 
money, and you take your choice.” If you buy 
with the idea of vetting the most belt for the least 
money, your belting equipment will be an expense. 
What else can you expect? And if you buy with 
the view to vetting the most belting service per 
dollar paid, yow il have made a power-saving, pro 
duction-maintaining investment that will prove 
mighty profitable. It 1s the investors in Ladew 
Leather Belting that have maintained the House 

\ of Ladew tor 85 years and made it the biggest 


leather belting concern in America. 


EowR. D EW Co..INc. 


NEW YORK,NW.USA. 
Sinee 1835 


ranches anu Distributers, with Complete Stocks.in AM Principal 


Branches and distributors in all principal 
cities of the world carry complete stocks. 


When writing to Advertisers please mention Mitt Surevies. 
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into the construction of any vessel, iron or wood, 1s 
such a relatively small percentage of the entire cost 
of the vessel, it is certainly poor business and _ short- 
sighted policy not to make every effort to obtain the 
finest quality of oakum possible for the purpose, for it 
is, indeed, a very serious thing, with the present short- 
age of shipping, the high cost of dry-dock labor and 
material, if a vessel has to be pulled out of the water 
and recaulked in a short period of time because poor 
material has been used in her construction. I believe, 
too, that the materials used in the construction of a 
vessel have a serious effect on the rate of marine insur 
ance she can procure after she has gone into service. 
This is a point in which most of the builders of vessels 
are not as deeply interested as they should be, as most 
of them do not have to pay the insurance premium. It 
is, however, of the greatest interest to owners, and 
well worth their most careful consideration, as they 
can specify what materials the builder is to use if they 
familiar with this point. 


UNIFORM VACATION IS TRIED 
Officials of Chandler & Farquhar Company, Boston, Pleased with 
Results of Operation of New Plan 


the “uniform vacation plan.” adopted by the 
Chandler & Farquhar Company, Boston, machinists’ 
tools and supply dealers, this summer and tried out 
for the first time during a period extending from 
\ugust 21 to August 30, will probably be followed 
again in 1921. Officials of the company are pleased 
with the measure of success attending operation of the 
new vacation system in August. 

“Of course, to completely carry out the plan of full 
vacations for everybody during the closed period, a 
two weeks’ period of closing would have been neces 
sary, but in making the layout, the outside traveling 
men were called in to help out, and, in addition, there 
were some short-term cmployment people who were 
only entitled, under the vacation plan, to one week's 
acation, so that the situation was eased up some 
vhat,” says a statement issued by the company. 

“It appears that the plan was undertaken success 
fully, for all entrances were blocked off with gates a 
few feet from the outer doors, and at these gates all 
persons who regularly received counter service were 
met and anything other than a simple speetlication o1 
rder was politely refused, with an explanation as to 
he reason. In this way, less than forty per cent of our 
people attended to our business in a manner which, 
ve believe, was completely practical, and developed 
minimum of discomfort in operation, and helped 
naterially.”’ 


CHANDLER'S ELECTION URGED 
Dodge Official Boomed for Presidency of Purchasing Agents’ 
Association. Convention This Month 

W. L. Chandler, assistant treasurer of the Dodge 
Sales & Engineering Company, Mishawaka, Ind.. and 
t man prominent in the activities of the National 
\ssociation of Purchasing gents since its organiza 
tion in September, 1916, has been nominated for the 
presidency of that organization. The election will be 
held on October 12, during the annual convention in 
the Congress Hotel, Chicago. 

The Purchasing Agents Association of South Bend 
has issued an attractive six page circular to impress 


(ULL QUPPLIES 


upon members of the National association the advis- 
ability of selecting Mr. Chandler as president. The 
circular calls attention to the facts that Mr. Chandler 
delivered the keynote address during the first conven- 
tion of the association, that he has been chairman of 
the standardization committee of the association since 
it was first constituted, that he has been a _ national 
director of the association since organization and has 
attended all executive sessions; that much of the 
credit for organizing and sponsoring the Purchasing 
Agents Association of South Bend is due to him, and 
that he was president of the South Bend association 
for two years. It also refers to his activities in the 
National Safety Council, of which he has been a vice 
president and a member of the executive committee, 
as chairman of the St. Joseph County, Indiana, Vic- 
tory Loan drive, as a leader in the campaign for one- 
cent postage, and as an author, many of his writings 
having appeared in leading business magazines. 


W. L. CHANDLER 


Phe annual convention of ‘he National Association 
of Purchasing Agents will be held October 11, 12 and 
13. At the morning session on October 11 the work 
of the association in establishing standards of business 
practice and in national legislative matters will be 
reviewed, \t all other sessions, there will be 
addresses and discussions. Some of the speakers on 
the program are Russell w\. Pettengill, of the Russell 
\. Pettingill Co., Chicago, on “Buying Through Speci 
fications: Prof. Irving Fisher, Yale University, on 
“Stabilizing the Dollar.” and Dr. KF. W. Russe, Mal- 
linckrodt Chemical Works, St. Louis, on “Safeguard- 
ine the Purchase of Chemicals.” 

Phe problems to be discussed at the standardization 
conference in the Congress Hotel at 2 o’clock on the 
afternoon of October 9 are the standardization of 
catalogs, standardization of invoices, pricing on the 
decimal basis and standardizing shafting sizes. 

The National Association of Purchasing Agents has 
a membership of 3,500. The officers are as follows: 
President, F. L. Kulow; first vice-president, W. G. 
Langford; second vice-president, J. C. McQuiston; 
third vice-president, H. O. Miller; treasurer, J. L. 
Linsley ; secretary, L. F. Boffey. 
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THE WORLD'S 
STANDARD 


Mr. Dealer 


You Want What You Want 
When You Want It 


And If You Don’t Get It Then 3 


YOU LOSE 


With this vital point admitted it certainly 
is greatly to your advantage to handle lines 
made by people who devote their entire 
plant and equipment as well as all of their 


For Tough 
1 Jobs—Gandy! 


GANDY stitched cotton 
duck BELTS 


for periods of from 15 to technical skill and practical experience 
20 years—and are. atill 
goed for mere work. to the manufacture of the tools you sell. 


Gandy Belts come in all 
widths and plies, and spe- 
cial endless, for power and 
conveyor, 


In busy times we hold ourselves respon- 
sible to you for the delivery, within a 


To secure the right belt in 
ply and width for your reasonable time, of any order in our line 
particular drive, conveyor 

or elevator, send particu- placed with us and for this reason have 


lars to our engineering de- 
partment. We shall appre- 
ciate your calling upon us 
to send you samples of 
GANDY BELTS and list 
prices 


consistently refused all work of special 
character which might interfere with the 
execution of our regular Dealers’ orders, 
regardless of the possible profit involved. 


To be sure of the genuine 
LOOK FOR THE GREEN EDGE AND 


SANDY TRADEMA \ 
In plain words the manufacture of tools is 
\ 
\ 

M COMPANY y v4 £ with us to be used as a ‘meal ticket’’ when 
757 West ite ieee ™ iA \ other work is slack but is our regular and 
Baltimore, Maryland exclusive business. 


BRANCHES: 
36 Warren Street, New York City 
749 West Washington St.. Chicago, Il. 


WE WORK FOR YOU— 
WHY NOT WORK WITH US? 


Write for New Catalog B-20 


— 
Blitched 
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NULL, QUIPPILUES 


Many’s the time vou have walked up to a hotel 
desk and stood for several minutes, seemingly almost 
an hour perhaps, waiting for the clerk to get ready 
to recognize your presence. Perhaps he seemed to 
be busy doing nothing that appeared important. [er 
haps he did not even seem to be busy, but was merely 
watching somebody else working. It was all the 
same to you. You were there to do business. You 
wanted to buy something that hotel had to sell: 
service, accomodations, meals. You were ready to 
spend your money, and no person acted very anxious 
to get it. That sort of thing always gets you into a 
frame of mind that makes you harder to please. When 
the hotel clerk stands off with that detched attitude 
not uncommon to his kind, the patron begins to get 
hot under the collar. 

Putting aside the instances when the clerk is really 
busy and justified in paying no attention to the incom 
ing guest of the house, there are enough times when 
that attitude is manifested without any justification 
The man who takes that position toward patrons may 
not really be proud and haughty. He may not be as 
independent as he seems. He may not feel that he 
is under no obligations to notice an outsider, but 
it looks that way. 

And it is not only in hotels that one meets with that 
detached attitude, that stand-offishness that repels 
patrons. Doesn't it make you peevish when you go 
into any place of business and nobody pays any 
special attention to you? How do you like it when 
people who ought to be jumping to wait on you keep 
on talking to one another? They may be talking 
about the business, and their conversation may be 
important. You don’t know anything about that. All 
you know is that they pay no attention to you. 

It may not seem that there is much danger of the 
traveling salesman falling into the error of maintain 
ing the detached attitude toward his customers and 
prospective customers, because he is generally calling 
on them and anxious enough to get their attention 

The kindest thing that can be said about a sales 
man who would maintain a detached attitude when 
out to sell goods would be that he must have the 
hookworm. He must be naturally lazy and listless. 
Where the salesman exhibits no direct inclination to 
sell, the customer will manifest a materially lessened 
inclination to buy. 

There is another side to this matter of the detached 
attitude, and that is the condition when the customer, 
the buyer, is the one whose mind is detached from 
the subject the salesman wants to bring up—when the 
buyer pays no attention to the salesman. 

Salesmen have often met with receptions as cool 
and distinterested in trying to get to buyers as any 
they have ever met with in hotels. The office atten- 


-Ajuccessfdl Salesmanship 


By Frank Farcington 


That Detached Attitude 


Rights Reserved 


dants seem to scent a salesman, even when he is 
accompanied by none of the evidences of his business. 
They delight in giving him a chilly reception. Their 
motto is that of the tank corps, “Treat ’em rough!” 
they obstruct his progress in every way they can. 
Vhey begin with a detached attitude, paying no atten- 
tion to him until they must. 

The best way to dispel this condition is to recognize 
it at once and break the ice with some kind of a 
greeting or inquiry, brought out before there has 
been any wait to develop embarrassment. And when 
you come out with an inquiry or a greeting, come out 
strong enough to be heard and avoid any suspicion of 
being hesitant or backward. When you know what 
your rights are as a caller or inquirer, assert them. 
Bring yourself to the front as if you amounted to 
something. 

When a strange salesman comes in and is met with 
this detached attitude on the part of such of the 
force as may be present, he is going to be rated in 
importance a good deal as he rates himself. If he 
allows himself to be ignored, those who ignore him 
will continue that treatment. If he asserts his right 
to recognition and does it courteously, though firmly, 
he will be accorded proportionate attention. 

And sometimes there are buyers whose mental atti- 
tude is nothing if not detached. Sometimes the atti- 
tude is natural and actually felt. Sometimes it is 
affected, taken on for the purpose of discouraging 
the salesman 

When the buyer’s mind wanders naturally, it is 
because the salesman is not interesting him and hold- 
ing his attention. He is really not interested in the 
matter under discussion. Well, that is the time for 
development of a more forceful method. It is the 
moment tor springing the most alive facts and argu- 
ments available. It is the instant when you must 
awaken interest or lose the chance of making a sale. 

If you have nothing in your repertoire that will 
interest a man who is a buyer and user of your kind of 
goods, then you are in a sad state, or you are repre- 
senting a line that is seriously lacking in essential 
qualities. If the man is simply dull, stupid, lethargic, 
weary, the fault is not with your arguments, and you 
must arouse him by your personal methods. You 
must get him awake by some means, even if it requires 
dramatic force to do it. You can make no sales, or 
rone of consequence, at least, with the buyer mentally 
detached from your proposition. 

If the buyer is maintaining his detached attitude 
just to try you out, to discourage you, to cause you 
to bring forth extra inducements, then it is a differ- 
ent proposition that confronts you. He is interested 
beneath the surface, but he is keeping that interest 
from you for reasons best known to himself. It 
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MULL 


“Te Get the Right Start—Equip with -MEDARP”’ 


Get the 


Wood Split 
Pulley 


from Stock! 


What are the sizes, regardiess what quantities, you want shipped 


& ODAY? 


Wire them—’phone them—they’ll go off our warehouse racks and en 
ears in a jiffy. 


GYou ean always get them from stock, and for a fair priee, at 


*Modart’s.”’ 
MR. SUPPLY DEALER 


@We've been engaged in the Pulley business for 40 years, and we know 
a great deal more about making good pulleys than many other concerns. 
@OUR POLICY in building Wood Split Pulleys is: Cheapness Is 
sulcidal; products must be the best in their class. We wouldn't think 
ef running the slightest risk of impairing the value of our most valued 
asset—our Good Will. 


GET the ‘“‘“MEDART”’ WOOD SPLIT PULLEY from STOCK! 
Medart Patent Pulley Company 
Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 

Shafting, Couplings, Collar 


i llars, Hangers, Bearings, Bearing Supports, 
Friction Clutches. Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


A new name but it’s 
the same old good quality 


take pleasure in an 
nouncing a change in 


ing 


the name of the DETROIT 
VALVE. & FITTINGS and 
PETREOLT BRASS 
WORKS. In the future the 
name of this company will 
be the DETROIT BRASS 
& MALLEABLE WORKS. 
There is no change in the 
policy Or Management. 
will continue to make the 
same old In ( 
ble Valves and Fittings 
n trus I 1 old 
have » lif 
STO thes 


DETROIT BRASS & MALLEABLE WORKS 


Formerly Detroit Valve & Fittings and Detroit Brass Works 
331 Holden Ave., Detroit, Mich. 


N. Y¥. Office (Metropolitan District Only) 66 Cliff St. 


ROMEYN SMITH, Eastern Sales Manager 


Figure Your Customers’ Friction 


Clutch Installations with These Books 


STANDARD: 


Friction n Clutches 


FRICTION 
High Spoods 


CLUTCHE 


Sent FREE upon Request 
Write today for Catalogs ‘‘C”’ 


Wherever Friction 


“M & W" 


Clutches are used there's an 
that will meet all requirements satisfactorily. 


r years’ experience building Clutches 
hundred thousand in use are facts 
merit your earnest consideration 
customer inquires about Friction 


THE MOORE & WHITE CoO. 


2711-2741 N. 15th St., Philadelphia, Pa., U. S. A. 


CALDWELL 
CHAINS 


For Elevating, Conveying and 
Power Transmitting Purposes 


Standard Link Belting 
Malleable Roller, 
Steel Roller, 
Ley Bushed, 


Steel Ice Chain, 


etc. 


Manu- 
facturers of 
Malleable 
Iron and Steel ; 
Buckets | 


Chilled Rim PF 


Sprockets 


PULLEYS GEARS 
BEARINGS 
Complete Equipments of Elevating, 


Conveying and Power Trans- 
mitting Machinery 


Let us quote you prices, 


H. W. Caldwell & ies Co. 


17th Street and Western Avenue CHICAGO 
50 Church St., New York 709 Main St., Dallas, Tex. 


ease mention MILL Supplies. 
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requires knowledge of human nature to enable the 
salesman to recognize the type of buyer who is bluff- 
ing, and who probably thinks himself pretty clever at 
the buying game. 

State your proposition succinctly to this chap and 
be sure to get it over so that he understands it. Bring 
up all your selling points and present them in your 
best and plainest form. Then show by your manner 
and language that you have done your best, that your 
proposition has been put and may be accepted or not, 
because you have nothing further to offer. If the 
buyer is interested, he will not let you go without 
showing his hand. If he is not interested, then you 
have misjudged his detachment, and he requires differ- 
ent treatment. If he outblutfs you, it will be because 
he reads you better than you read him. He 
expert as a student of human nature. 

So, the detached attitude is something you cannot 
afford to maintain yourself, and you cannot afford to 
allow the buyer to maintain it. It is an attitude to be 
got rid of, whichever side of the proposition it may 
occupy. 

But how about occasional times when you happen 


is more 


to be in and around the offices, and people come in 
who may or who may not be possible purchasers for 
all you know? Isn’t it a fact that if you are waiting 
around the or in the outside of the 
plant and a stranger comes in, you give him little or no 
attention? You figure that it is up to him to make 
himself known to somebody, to go to the information 


entrance, office 


desk or to the elevator boy or the porter or somebody 
who is obviously working there, and ask whatever he 
wants to know. 

[ don’t know what your attitude is, but I have gone 
into many plants where men I afterward learned were 
salesmen, were standing around doing nothing, and | 
have received no assistance from them in locating the 
selling department or whatever department I was 
looking for. It rarely has been the case that I was a 
buyer, but I have seen others arrive who were buyers, 
and who were allowed to wander about in uncertainty 
when a word or two from a salesman who knew would 
have made the man feel at home and brought him 
into the presence of the person he without 


soucht 


first developing a grouch in his mind. 


DIRECT ADVERTISING TIPS 


New Catalogues and Circulars Issued by Manufacturers Are of 
Especial Interest to Distributors 
Victor Balata & Textile Belting Co... New York 


City, has issued a convenient folder price list for 
of purchasing agents. 


use 
The folder is so arranged that 
it can be opened and placed under a the 
agent’s desk, or can be easily carried in his vest pocket. 
[t is printed in two colors, is well illustrated and 
contains standard price lists for all types of belting. 
When opened, it measures 121% 1236 


2 by 
Canton Foundry & Machine Co., Canton, Ohio, is 


glass on 


inches. 


out with an interesting booklet, 22 pages in length 
and measuring 11 by 8% inches, on “Canton Shears.” 
The booklet is excellently illustrated, and the page 
border designs are attractive. 

“A Study of Various Types of Belting,” new 


booklet issued by the Edward R. 


Ladew Company, 
Inc.. 


New York City, is exceedingly interesting. The 
booklet is 20 pages in length and 71% by 9 inches in 
dimensions. It contains two articles: “A Study of 
Various Types of Belting,” by Ernest D. Wilson, 


B.Sc., Ph.D., industrial fellow of the Mellon Institute 
of Industrial Research of the University of Pittsburgh, 
and “Comparative Value of Different Types of Belt- 


ing,’ by Louis W. Arny, secretary of the Leather 
Belting Exchange. It has good photographs and 
illustrations. 


Vacuum Oil Company, New York City, has issued 
a valuable 32-page booklet under the caption, “Bear- 
ings and Their Lubrication.” The booklet measures 
1144 by 9 inches. It contains useful information, and 
the points which are brought out are well illustrated 
by drawings. The illustrations are in three colors. 

The Newman Manufacturing Co., Cincinnati, has 
issued a new folder describing various attachments 
for engine lathes and numerous tools for machinists 
and tool makers, including the ‘Handi-Vise” and the 
holder for the same, called “Grip-tite.” The folder 
measures 74g by 93g inches when folded and 21 by 28 
inches when opened. It is printed in two colors and 
is well illustrated. 

The Imperial Brass Manufacturing Co., Chicago, 


has issued a four-page folder and an eight-page 
booklet on its products, in which the automatic 


acetylene generator, now being manufactured by the 
company, is featured. The booklet is 9 by 6 inches, is 
printed in two colors and contains good photographs 
and illustrations. It also contains price lists and inter 
esting tables. The folder measures 11 by 8% inches, is 
also printed in two colors and is well illustrated. It 
contains price lists of welding and cutting equipment 
manufactured by the company. 

Chicago Belting Company, Chicago, has issued a 
sixteen page booklet under the title, “Practical Infor- 
mation the and Care Leather Belting,” 
which is exceptionally valuable. The booklet meas- 
ures 842 by 5% inches. It contains many useful facts 
and tables and good illustrations. The booklet has 
an attractive cover design. It is printed in two colors. 


NEW BRANCH HOUSE OPENED 
The Riechman-Crosby Co., Memphis, Establishes Store in Helena, 


on Use of 


Operates in Seven States 
\nother step in the growth of The Riechman- 
Crosby Co., Memphis, Tenn., was taken in the open- 


ing of a branch of the company at Helena, Ark., in 
\ugust. J. W. Martin, who was formerly a salesman 
ior The Riechman-Crosby Co., traveling out of 


Memphis, is manager of the new branch. He will 
handle sales in the Helena district. The branch store 
occupies a one-story building, 150 by 60 feet. 

The Riechman-Crosby Co. is one of the leading 


supply houses in the South. It is capitalized at 
$1,000,000, and deals extensively in mill supplies, 
machinery and electrical equipment. Its territory 


includes ‘Tennessee, Arkansas, northern Mississippi, 
northern Louisiana, western Oklahoma, southeastern 
Missourt and southwestern Kentucky. Twenty sales- 
men are employed by the company. J. A. Riechman 
is president of the big Memphis house, H. H. Crosby 
Is treasurer and C. F. Jameson is seeretary. 


Firm Is Seeking New Lines 

The Hamilton Engine Packing Co., 56 Alanson 
street, Hamilton, Ontario, dealers in packing, hose, 
belting, carbon, tungsten and nitrogen lamps, cotton 
waste, wiping cloths and mineral wool for insulating, 
is anxious to obtain new good selling lines to sell to 
manufacturers and hardware firms. 
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Specify genuine Rainbow— 
‘the right packing in the 
right place’’. 


Your Engineer Knows 
if It’s Genuine Rainbow 


He knows from long experience that there may be 
other red sheet packings but only one Rainbow. 

He has learned to look for the diamond trade mark 
and the word ‘‘ Rainbow’”’ on every roll for in no other 
way can he obtain Rainbow dependability. 


A car builder in the Middle West, for example, once 
changed from Rainbow to a cheap red sheet. The 
failure of one gasket of this inferior packing on his 
main steam line caused a shut-down of his entire plant 
for 45 minutes. This experience cost his company 
more money than their entire packing purchases for 
over five years. 

In most instances one failure out of 200 gaskets will 
cost you more money than the difference in price 
between cheaper sheet packing and Rainbow. 


United States Rubber Company 


1790 Broadway New York City 
The World’s Largest and Most Experienced 
Manufacturer of Mechanical Rubber Goods 


“BELTING 


HOSE 


PACKINGS 


MISCELIANEOUS 


Transmission “Rainbow'Pilot’ | Air 


‘Shawmut= Giant Stitched” | Steam. “Ruinbow Giant Perfected” 
Conveyor United Staies'Grunster Water Rainbows Mogul Perfected” 
Elevator “Matchless"Gramte’ | Suction “Amazon” ‘Giant" 
Tractor “Sau Garden youl Lakeside’ 

Little Giant Canvas” || AlsoHose for Acetylene, Oxygen, Acid, 


Agricultural ‘Rainbow; Bengal P 


“Grainster. Sawyer Canvas” uum,Sand B 
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Rod “Wizard: Rainbesto’ Peerless. 


Honest John. “No S73 
and hundreds of other styles 
in coils, rings, gaskets and 
diaphragms — 


Usco Valves — 


\\THE RIGHT PACKING 
THE RIGHT PLACE 


Mats,Matting and Flooring, | 
Plumbers’ Specialties, | 
Rubber Covered Rolls, | 
Friction Tape, Splicing Compd, | 
Dredging Sleeves, 
Hard Rubber Goods, 
Printers’ Blankets, Tubing, 
Soles, Heels, Jar Rubbers, 
Moulded Goods | 
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Supply House Is Operated on Committee Plan 


Officers of The Boyer-Campbell Co., Submit Policies to Depart- 
ment Heads at Weekly Meetings—System Increases Efficiency 


Interesting in the nature of its operation and suc- 
cessful in the execution of the functions for which it 
was originated is the representative committee which 
puts into effect the policies of The Boyer-Campbell 
Co., one of Detroit’s largest distributing houses. 

The committee is composed of the heads of the four 
principal departments of the concern: J. Fred Smith, 
sales supervisor, who directs all salesmen and the city 
order desk phones and returned merchandise depart- 
ments; William P. Goudie, purchase and store super- 
visor, in charge of the purchasing department, city 
buyer, the first floor (exclusive of sales, shipping 
and receiving room), the basement and the warehouse ; 
W. H. Fortune, manager of the pricing department; 
and L. E. Deeley, supervisor of the main office and 
the credits and billing departments, stenographers 
(exclusive of sales and purchasing) and the telephone 
operator. 

An official of the company, generally A. R. Smith, 
vice-president, attends the weekly meetings of the 
committee, which are held on Mondays. \t these 
meetings, the company official outlines any new poli- 
cies or changes that the officers desire to put into 
effect, and the heads of the departments affected are 
charged with the responsibility of executing them. 
There are also discussions of various matters by the 
members of the committee, suggestions for improve- 


ments in different departments and the registering of 


any complaints that may be necessary. 

The committee plan was put into effect January 
i9. A notice was posted which showed the division 
of supervision and which contained a list of names of 
all the employes, classified according to the supervisors 
whom they were to regard as their immediate direc- 
tors. To do away with the possibility of any employes 
disregarding instructions from heads of departments 
other than their own, however, the following provision 
was contained in the notice: 

“The supervisors named herein will be in direct 
charge of the department designated and individuals 
included; but inasmuch as all departments are more 
or less dependent on one another and that a great many 
rules, etc., which apply to the office and store will be 
executed by the committee as a body, the authority of 
the supervisor of one department must by no means 
be ignored by the individual in another department. 
The committee will in turn arrange matters so that 
no misunderstanding will arise in this connection.” 

The purpose and plan of execution of the committee 
system are well set forth in the following paragraphs 
from the by-laws: 

“The first object in making this arrangement is to 
provide for individuals in authority being here at all 
times during business hours to maintain proper discip- 
line and efficiency. Therefore, two members of: the 
committee will be on hand each morning promptly at 
7:30 when the store opens; others at 8 o’clock. The 
following alternating arrangement is suggested: J. F. 
Smith and W. H. Fortune, two weeks; Wm. P. Gou- 
die and L. E. Deeley, two weeks. 

“The committee will also provide for the presence 
of at least two of its members continuously during 


lunch period, and each member will leave a capable 
substitute in charge of his department during his 
absence at lunch period or any other time during the 
day. In leaving the store during business hours, 
department heads should leave full particulars with 
the telephone operator and insist upon individuals in 
their respective departments doing the same. 

“Each department is more or less dependent upon 
the other and co-operation is essential in order to 
obtain maximum efficiency. While the position and 
authority of the committee and individuals constitut- 
ing it will be clearly defined to the employes, care 
must be exercised to avoid the overstepping of author- 
ity in connection with other departments than your 
own. The object of the weekly meetings will be to 
enable the department heads to adjust various ques- 
tions which may arise, and the possibility of the slight- 
est misunderstanding may easily be avoided in this 
way.” 

Vice-President Smith declares that the committee 
system has brought splendid results in co-operation 
and general all-round efficiency and in dividing respon- 
sibility for the conduct of the business. 

“At our meetings on Monday, any changes that 
officers of the company desire to make are announced 
and the department head affected is directed to execute 
the change,” said Mr. Smith. “If there is any feature 
of the change that the department head does not 
understand, he can question the officer present at the 
meeting. At the meeting a week after the change is 
ordered the department head is asked for a report on 
what has been done on the matter. In this way, an 
accurate check may be kept on all activities. 

“The committee system brings about the heartiest 
co-operation among the department heads. Occasion- 
ally one department head will be able to make a sug- 
vestion that will benefit another department. The 
meetings enable us to thresh out any difficulties that 
nay arise and they eliminate all danger of misunder- 
standings.” 

What is now the Boyer-Campbell Co. was organized 
September 1, 1906, under the name of The Bush- 
Campbell Co., the organizers being Charles T. Bush, 
W. W. Campbell, F. H. Boyer, Charles E. Allinger 
and W. C. Brown. The company at that time occupied 
a three-story and basement building at 66 Congress 
street, east. In 1907, the company was reorganized as 
lhe Boyer-Campbell Co., Messrs. Bush and Allinger 
returning at that time to The Chas. A. Strelinger Co., 
with which they had formerly been associated, and A. R. 
Smith, who had been with The T. B. Rayl Company, and 
H. E. Andrews joining The Boyer-Campbell Co. The 
company now occupies two stories and a basement at 92 
Congress street, east, and a three-story and basement 
warehouse at 109 Larned street, east. Its history is 
a story of constant development and expansion. 

Present officers of the company are as follows: 
President, W. W. Campbell; Vice-president, A. R. 
Smith; Secretary, W. C. Brown; Treasurer, H. E. 
Andrews. These men and F. H. Boyer compose the 
board of directors. 
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SUPERBELT—Chrome Tanned 
SUPER PACKINGS—Chrome Tanned 


Each the Best of its Kind 


THE REASON—We import heavy Swiss hides for our SUPERBELT and SUPER 
PACKINGS, and tan each hide in our own plant by our own special processes. 


THE RESULT—Our SUPERBELT and SUPER PACKINGS outlast any belting or 


packing manufactured from chrome leather. 


Ailadelphia Beltin g Company 


Factory, Philadelphia, Pa. 
Western Department, 540 W. Lake St., Chicago. C. E. Shedd, Mer. 


Branches, Boston, New York, Pittsburgh 


f PRODUCT 


STANDARD 
S. A. E. & U. S. S. Cap Screws 
U. S. S. Set Screws 
S. A. E. Plain & Castellated Nuts 
Standard Studs 
Special screw machine product up 
to 4” diameter, to specifications 


Branch Offices 


The National Acme Company i 


New York Boston Chicago Detroit Buffalo 
Western Representative: Hughson & Merton Co., San 
; Francisco, Portland, Tacoma 


: Scuthern Representative: V. A. Moore Co., Atlanta 
* » Warehouses: New York Chicago 
Sn Factories: Cleveland. O Montreal, P. Q 
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Merchandizing Its Campaign to the 


Trade 


“Class” Describes Advertising Plan of Borden Company in 
Interesting .Irticle—Business Paper Publicity Used Effectively 


The importance of advertising to distributors, by 
means of business paper and direct publicity, the 
manner in which the manufacturer is advertising his 
voods to the consuming public, is clearly set forth in 
the September issue of Class, in an article describing 
a campaign of this nature conducted by the Borden 
Company of Warren, Ohio, in business mavazines. 
Phe article relates how the Borden Company explains 
in advertisements to its dealers the extent of its 
general publicity campaigns, thus stimulating the 
distributors to imereased activity in the sale of the 
company’s products. The article is as follows: 

“One of the principal benefits to be obtained from 
advertising is the stimulation not only of the manu 
facturer’s own selling organization but also of his 
distributing organization, including jobbers and retail 
ers and their sales forces. In order to realize this 
effect, however, merchandising of the campaign to 
salesmen and distributors is required. 

“This is regularly attempted and accomplished in 
the case of general advertisers, many of whom regard 
the reaction on their own people as the most important 
single effect of the advertising. For some reason the 
equally impertant results of advertising in business 
papers are seldom sought, although their possibilities 
are as great as campaigns in any other class of 
mediums. 

“The Borden Company, of Warren, Ohio, whose 
famous line of Beaver pipe cut cutting and threading 
tools is being exploited successfully in trade and tech- 
nical papers, has realized that its distributors are 
interested in knowing how its sales story is being 
presented to prospects, and in its publicity matter it 
has properly laid great emphasis upon this feature. 

“Not only is space used in MILt Suppties to tell the 
jobbers about the goods and the sales promotion 
methods employed, but some extremely interesting 
broadsides have been sent out in which the extensive 
campaign now running in technical publications has 
been presented in a most effective way. 

“A recent folder reproduced covers and_ typical 
advertisements in the publications employed, while 
the copy below it declared, ‘Beaver full-page advertise- 
ments in these eleven trade papers reach 500,000 
readers for Beaver die stocks. 

“*These are not merely eleven publications, but 
eleven broad highways of information leading directly 
to the principal buyers and users of pipe fitting tools 
in the United States. Through these channels, 500,000 
interested readers are being told weekly and monthly 
about Borden tools. Their attention and interest are 
being aroused; they are being made to realize the need 
for the best possible tool equipment, and the way is 
being prepared for quick, comparatively easy sales by 
your salesmen. 

“*The soil has been cultivated, the seed sown, and 
a large crop of potential buyers brought to maturity: 
the crop of orders is ready for you to harvest. This is 
our conception of co-operation, and we feel sure that 


the jobbers of the country will take full advantage of 
the opportunity thus created. 

“"In addition to the aggressive work of our sales 
men, really demonstrators, who are combing all of the 
populous centers and visiting Beaver users and 
prospective users in all parts of the country, we are 
talking all the time in full-page copy like that shown 
above to firms, officials, superintendents, engineers. 
master mechanics, electricians, inspectors, and all 
others interested in the chief manufacturing problem 
of the day--namely, how to cut cost by increasing 
production. 

““Every word of these messages and every penny 
of the generous advertising investment we are making 
in 1920 means money in your pocket, Mr. Jobber and 
Mr. Jobber’s salesman, if you will co-operate with 
us.’ 

“A sentimental element was introduced by bringing 
out the fact that this is the twentieth anniversary of 
the entrance of the company into the field. The folder 
carries a return card, which gives the distributor an 
opportunity to ask for a catalog, window signs, display 
signs, printed matter for envelope enclosures and other 
dealer helps which the company provides for the 
jobbers who handle the Beaver line. 

“The list of publications which the company is using 
in its current campaign includes MiL_ Supp.ies, Power, 
Power Plant Engineering, Southern Engineer, Railway 
Mechanical Engineer, Domestic Engineer, Metal Worker, 
Plumber and Steamfitter, Gas Age, National Petroleum 
Vews, Oil Trade Journal and Oil and Gas Journal. 

“The effective way in which the Borden company is 
merchandising its business paper advertising is espe 
cially interesting, on account of the fact that this is the 
first year in which it has undertaken a real advertising 
campaign in business papers. The campaign is being 
handled by the Llewellyn Pratt Special Advertising 
Service, of New York. It is stated on good authority 
that the results have been exceptionally good, and that 
the actual shipments of the company for the first half 
of 1920 were seventy-nine per cent greater than during 
the corresponding period of last vear, the best showing in 
the history of the company.” 


PROGRESS MARKS HIS CAREER 

J. E. Dilworth, Head of New Memphis Supply House, Began 

as Bill Clerk for E. C. Atkins & Co., Inc. 

J. E. Dilworth of Memphis, Tenn., learned the mill 
supply business from the ground up, and his house, 
which is one of the newer ones of the South, today 
stands as a monument to the energy and ambition 
which carried him from a minor position as bill clerk 
in the Memphis branch of FE. C. Atkins & Co., Inc., to a 
place of prominence in the supply trade, 

Sixteen years ago Mr. Dilworth joined the forces of 
the Atkins company as a bill clerk. His alertness, 
interest and ability won for him ‘ere long the position 
of cashier of the Memphis branch. From cashier, he 
was advanced to credit man, in which capacity he 
served for four years. During the four years follow- 
ing his service as cashier, Mr. Dilworth was one of 
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SWACO. SAFETY “WRENCH 
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The S50 Hopper Car Wrench 


[he automatic safety feature of the SW ACO 
Hopper Car Wrench throws a pawl auto- 
matically to safety when the wrench is low- 
ered. This feature is always in readiness, 
especially if the should stick, and its 
safety action is positive. It absolutely protects 
the workman from harm, even when opening 
the most dangerous and difficult drop-bottom 
doors. One man can operate it. It affords 
maximum speed of manipulation with total 
absence of risk. 


door 


To Dealers—Your line of mill supplies cannot 
be complete without this modern appliance. 
Although comparatively new on the market, it 
has already been widely adopted as standard 
equipment. It sells readily on demonstration 


and has an almost unlimited field of distribu 
tion. Its certain safe action and economy as- 
sure its ultimate universal recognition as a 
standard tool. Over 150 of the best and larg- 
est Dealers are now stocking this tool and en- 
joying large sales with excellent profits. Re- 
tail price $27.50. 


Among “SwacO” Safety Hopper Car Wrench 
users are: The Pennsylvania Railroad, Union 
Pacific R. R., Chesapeake and Ohio R. R., 
Reading R. R., American Smelting and Re- 
fining Co., Bethlehem Steel Co., Crucible 
Steel Co. of America, General Chemical Co., 
Eastman Kodak Co., E. I. duPont de Ne- 
mours & Co., Inc., and many other industrial 
concerns. 


Write today for dealer terms to 


SAFETY WRENCH & APPLIANCE COMPANY, Philadelphia 
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the most progressive and successful salesmen in the 
Memphis branch, and his efforts were rewarded by his 
promotion to general manager of the branch in 1919. 

Last April, this enterprising young business man 
decided to branch out for himself, and he organized a 
new house, under the name J. E. Dilworth Co., at 493 
South Main street. He is already handling some of 
the country’s leading lines of mill supplies, motors 
and machinery. 

Like numerous other mill supply dealers, Mr. Dil- 
worth is a firm believer in the adbisability of handling 
motors in connection with his business. While gen- 
eral manager of the Memphis branch of E. C. Atkins 
& Co., Inc., he developed this department of the branch 
greatly, and is now giving particular attention to it 
in his new house. FE. M. Greeson, who has been in 
charge of electrical supplies and motors in the Mem 
phis branch of E. C. Atkins & Co., Inc., will join Mr. Dil- 
worth the first of this month, and take charge of the 
same department in the Dilworth house. Mr. Dilworth 
declares that there is a constantly growing demand 
for motor driven machines in the saw and planing 
mills of the South, and that there is a great market 
for motors in his territory. He will keep this depart- 
ment entirely distinct from the mill supply end of his 
business, however. 

Mr. Dilworth has already introduced interesting 
methods in handling his business, one of the most 
notable of which is his card stock record, so arranged 
that each one will record data for a period of four 
years. 

Officers of the J. E. Dilworth Co. are: President 
and treasurer, J. E. Dilworth; vice-president, T. C. 
Oberst ; secretary, R. M. Henry. The company is incor 
porated for $150,000. Its territory includes Tennessee, 
Arkansas and Mississippi, and it has three salesmen. 

Although only a few months old, the company is 
already considering the erection of a larger building 
than it is at present occupying. The present structure 
consists of three stories and a basement. The com- 
pany has two motor trucks, and a switch track run- 
ning to the rear door of the building it occupies. 


EARLY PROGRESS IN RUBBER 
Gum” Brought Here in 1800 — Vulcanization 
Process Discovered in Fore Part of Last Century 

The rubber tree is undoubtedly as old as the world’s 
vegetation. It is problematical as to when the natives 
first learned to smoke and preserve the secretion 
obtained from this tree, but as early as 1800, sea 
traders brought into Boston so-called elastic gum, and 
it was on Stony Brook in Roxbury (now a part of 
Boston) that the first elastic gum was used in an 
effort to waterproof materials. 

By Stony Brook, in 1828, the Roxbury Rubber Com- 
pany began its work. In time, a little further up the 
brook, a hat factory was taken over for use, and it was 
in this plant that Charles Goodyear made many of his 
early experiments. Along about this time; the discov- 
ery was made that this elastic gum when subjected to 
heat in the presence of sulphur resulted 
know as “vulcanization,” or the changing 
erties of the rubber so that it will not 
heat or harden with cold. 

In the same factory (in 1845) Charles Goodyear’s 
brother assisted in establishing the Goodyear Manu- 
facturing Company, which firm name in 1847 was 
changed to the Boston Belting Company. 
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The com- 


pany’s records disclose original patents and drawings of 
much of the first rubber machinery which was 
designed, machinery for not only handling the crude 
material, but also for methods of producing rubber 
covered rolls, hose machines, belt machines, presses, 
etc. And today, in the most modern mills, the funda- 
mentals of these original rubber machines are 
embodied in machinery structure. 


BELIEVES IN SPECIALISTS 


C. M. Fleming, of Reed & Duecker, Says Machine Tool Salesmen 
Need Practical Mechanical Training 

C. M. Fleming, manager of the machinery depart 
ment of Reed & Duecker, Memphis, Tenn., distributors 
of mill supplies and machinery and manufacturers ot 
leather belting, is of the firm belief that a machine 
tool salesman in order to be successful must be thor 
oughly familiar with machinery. 

Mr. Fleming, who was himself a practical mechanic, 
having worked on the mechanical end of the business 
for twelve years, recently expressed the opinion that 
the machine tool salesman must have worked in the 
construction of machine tools in order to sell them 
successfully. His own experience as manager of the 
machinery department of Reed & Duecker has demon 
strated to him, he says, that while the mill supply 
salesmen may co-operate effectively with machine tool 
men in making sales, it is almost invariably the 
machine tool man who actually makes the sales. He 
declares, however, that mill supply salesmen may do 
much good in unearthing prospects and in the pre- 
liminary work of selling. Mr. Fleming believes that 
there is a field for machine tool sales in his 
locality, and states that it is the duty of houses selling 
machine tools to create a demand for them where none 
exists, not to wait for the demand to arise. 


Check Forger Is Operating 

Supply dealers are warned of a check forger who 
appears to be working the factory supply houses. 
Detroit and Toledo houses have had worthless checks 
on the First National Bank of South Bend passed on 
them, while information from the bank in question is 
to the effect that the forger had previously used the 
Citizens National Bank of the same city in a similar 
manner. ‘The stranger is described as being about 
thirty-two years of age; five feet eight inches in 
height; about 150 pounds in weight, with light hair 
and fair complexion. He is slender, well appearing, 
and well dressed in a dark suit and dark hat. Dealers 
are requested to co-operate to the extent of having the 
forger arrested if he is apprehended. 


Additional Space Secured 

Workmen are busy preparing for occupancy the 
additional quarters secured by the Moran Flexible 
Steam Joint Co., Inc., Louisville, Ky. The Moran 
company has secured the building next to its present 
quarters at 217 West Main street. The addition to 
the present quarters is four stories in height in front 
and is sixty feet in depth. The foundry will be 
moved into it and better light will be provided than 
in the present foundry space. Part of the newly 
acquired building will also be used for warehousing 
purposes. Acquisition of the additional quarters will 


greatly increase the productive capacity of the com- 
pany’s plant. 
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AMERICAS BEsy 
LUNKENHEIMER 
SINCE 1862 


Fig. 602 
Heavy Pattern; 
Inside Screw Type; 
Screw Ends. 


Fig. 894 
Extra Heavy Pattern 
With Bypass; 
Flange Ends. 
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LUNKENHEIMER 
“VICTOR” 
GATE VALVES 


i} is the logical line of Gate Valves for the 
i | Mill Supply Dealer because its broad 
I | scope covers every requirement. 


Four weights, in both Inuide Screw Sta- 
tionary Stem and Outside Screw and 
Yoke Rising Stem types, available in 
material combinations to suit all pres- 
sures and temperatures. 


The Lunkenheimer Solid Wedge 


design, with the seats threaded into the TN | 


body in exact alignment with the disc 


faces is a convincing selling argument, Mil 


for reliable and economical service to 
the user. And Lunkenheimer trade jour- 
nal advertising directs the user to you. 
Standardize on Lunkenheimer “Victor’’ 
Gate Valves. 


THE LUNKENHEIMER ce: 


"QUALITY 


Largest Manufacturers of 
High Grade Engineering Specialties 
in the World 


CINCINNATI 
New York Chicago Boston London 
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(Continued from Page 57) 
wnole do not make it sutficiently interesting in the way 
of profits to warrant a hearty prosecution of the business. 

From a Virginia distributor—We sell a few machine 
tools, but do not have a special machine tool department. 
Most of our business in this line is on direct shipments 
from the factory. 

From a Texas distributor—We sell machine tools, but 
have no record of our business during 1919. We do not 
have a machine tool department. We feel that manu- 
facturers generally do not allow a sufficient margin of 
profit. 

From a Tennessee distributor—We are distributors of 
machine tools and have been for about a year and a half. 
We have developed a machine tool department and are 
progressing nicely. 

From a Georgia distributor—We have a machine tool 
department and we cover our territory thoroughly. We 
have been operating this department since September, 
1916. 

From a Buffalo distributor—We do not handle 
machine tools, nor do we contemplate putting in this line 
in the immediate future. We shall, however, appreciate 
receiving a report showing the result of your question- 
naire when it is completed. 

From an Ohio distributor 


We are not in the machine 


tool game, therefore our views on the distribution of 


nachine tools would be of little value to you. However, 
ve will be mighty glad to receive a report of your can 
ass when the same 


1S completed. 
From a Georgia distributor—We do very little in 


( 
nachine tools. We have no special department Hd are 
not likely to increase this line any time soon. 

Fr a Penns distrib (tor \\ hay been 
vrowing rapidly in the line of mill supplies, including 
nachinery and shop equipment, since 1907, and we 
intend to expand in this department. As vou did not 


Views of Wachine Tool 


Vhe following letters on the distribution of 


tools by mill 


SuUpp!\ houses were received from 


facturers. In addition to those published 
racturers only state that thev do not se 
supply houses, that they distribute through exclusive 


houses or direct representation or throu 
that they are not interested in the proposition 
One states that he exports all of his products 

From an [line 


nachinery 
both, or 
Ns manufacturery—Our personal opinion 
is that the ordinary supply house is not equipped with 
salesmen, but simply order takers. We know from our 
own experience with mill supply salesmen that they come 
into our office and ask if we have any requisitions for 
them or attempt to sell us machine tools when they do 
not even know whether we want anything. Tor this rea- 
son, we feel that unless supply houses improve their per- 
sonnel not much success will attend their efforts in sell 
ing machine tools. 

From a Buffalo manufacturer—For more than twenty 
years we have had several supply houses handling our 
line of power saws and are pleased to state that the 
volume of sales go to said supply houses. We believe 
the supply house not only gets into the large manufac- 
turing plants, but is on the spot for the small man start- 
ing a shop. Of course, we believe the machine tool 
department should be in charge of persons familiar with 
tools and manufacturing. We hope to note many more 
supply houses taking on the sale of machine tools. 


HULL GUPPILUES 


define closely what constitutes machine tools, we pre- 
sume you mean tool cutters, drills, and reamers, etc., in 
which lines we have found close competition and little 
co-operation from the manufacturer. Our volume in mill 
supplies, including machinery, ran close to $185,000 in 
1919. We are interested in your canvass, and would be 
pleased to furnish definite data, which you may request 
in any particular items. 

From a Washington (state) distributor—The stock of 
machine tools we carry is used by machine shops and 
foundries, and nothing of our line is associated with the 
mill trade, except in a few instances where the mills are 
large enough to have their own machine shops, so we do 
not contemplate adding machinery to our line, at least 
at the present. 

From a Georgia distributor—We do not handle 
machine tools to any great extent, and, due to the lack 
of demand for them in our territory, we are not very 
much interested in the sales of the same. 

From a Buffalo distributor—Our sales in the machine 
tool line are very small. It is a line we give very little 
attention to. 

Froim a Tennessee distributor—We have never stocked 
machine tools, nor have we pushed the sale of them, 
therefore we are not in a position to give you any infor 
mation that is worth while. 

From a Missouri distributor—We have never gone 
into the machine tool business extensively and hardly 
think it would pay to do so at the present differential. 
We have found the machine tool people very pleasant 
to do business with, but the margin they allow is rather 
too small unless one has a large volume of sales. 

From a West Virginia distributor—We sell some few 
tools, but we find things very dull here on 

a coal strike in this country, and we do not 
need anything in this line. 


MachimMe 


account of 


Vanufacturers on Dealer Distribution 


Fy St UTS 


quite 


manufacturer—We do business with 
number of the mill supply houses, but our busi 
ness with them is not as satisfactory as it ought to be. 
They do not, as a rule, employ the right kind af help to 
handle the machine tool business. The larger ones do, 
however, and their business is very satisfactory, but the 
smaller ones never get an order straight. 
know how to take the order, 
factory. 


They do not 
nor how to send it to the 
There are a number of districts, especially 
through the South, that have to be served by mill supply 
people, and if you could do anything to first teach them 
to take an order from the customer correctly and then 
transmit it to the manufacturer straight, it would be 
some service. 

From a Rhode Island manufacturer—Many of our 
dealers are also distributors of mill supplies. For 
instance, we are represented in Cleveland, Cincinnati, 
Detroit and San Francisco by big houses which deal in 
supplies as well as machine tools. In fact, we believe a 
number of them started as purely supply houses. We 
have found, however, that in general the small supply 
houses can sell small machines successfully, but are not 
successful in selling our larger and heavier machines, 
which run up to seven or eight tons in weight. The sales 
personnel of the supply house does not seem, in general, 
to be capable of handling the larger tools. We have also 
found some difficulty in dealing through supply houses 
because they seem to feel that the margin upon which 
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PACKING 


PACKING 


STANDS UP 


because of its oval shaped “Hollow Center.” 

The “Hole” gives it greater resiliency. It 
prevents too much expansion and friction 
on rods by absorbing excess swelling. It 
does not collapse or flatten under pressure. 
The “Hole” enables it to spread on the 
sides. It adjusts itself to the rod automat- 
— making a tight and leakless stuffing 
Ox 


OVALHOLE Hollow Center Packing is 
sold only through mill supply houses. It 
is the packing that enables the jobber to 
compete with the packing companies who 
sell direct. 


THE HOLLOW CENTER PACKING Co. 


1276 West THIRD STREET 
CLEVELAND, Oun10. 


ea It’s easy to replace old 


Ne power wasting bear- 
: ings with Sells Roller 
Bearings 


They use present hanger frames 


Sells is the only bearing, roller or ball, 
that will fit all standard hangers, post 
hangers and pillow blocks of corres- 
ponding size. 


The installation of Sells is an overnight 
job—No need to strip the shafting, for 
Sells Roller Bearings are split through- 
out. Rollers are hardened outside and 
have soft resilient centers. Cage in 
which rollers are snugly retained revolve 
with the shaft, the rollers bearing against 
the high carbon steel surface of the box 
and split sleeve of similar high carbon 
steel. This sleeve covers the shaft and 
protects it from wear. 


The largest industrial establishments in 
the country have adopted Sells Roller 
Bearings. Among these are the Gillette 
Safety R>ozor Company, The United 
Shoe Machinery Company, Aunt Jemima 
Mills Company, American Car & Foundry 
Company and Dodge Brothers. 

Remember that Sells Roller Bearings 
are always guaranteed to save at least 10 
per cent in power. We have some terri- 
tory open and will be pleased to hear 


from sound substantial dealers. 


Manager 


Royersford Foundry & 
Machine Co. 
43.N.5thSt. Philadelphia, Pa. 


OTHER ROYERSFORD PRODUCTS 


Sells Roller Bearings for mine cars and 


wagons, trailers and tractors; Shaft Hangeis, 
Collars and Couplings; Rollerine, the Ball 
and Roller Bearing Lubricant; Combination 
Oil and Grease Gun; Babbitted Ring Oiling 
Bearings; Punches and Dies; Punching and 
Shearing Machines; Sensitive Drill Presses, 
Drill Presses and Foot Presses; Grinding and 
Polishing Machines, Tumbling Barrels, etc. 


When writing to Advertisers please mention MILL Supptigs. 
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MULL GU PPLUES 


they can do business must be greater than the commis- 
sions on the sales of machine tools would warrant. For 
instance, many mill supply houses find that their gen- 
eral selling expense is perhaps fifteen to twenty per 
cent, and they feel, therefore, that it is necssary for them 
to obtain at least twenty-five per cent on the machines 
they handle. Machine tools, however, are not handled 
on any such wide basis, and it seems to us that if the mill 
supply houses are to handle machine tools they must 
agree that the margin should not be so great as on the 
usual run of supplies. The above remarks do not apply 
to small tools, upon which the margin may be almost 
as great as on the ordinary supplies. We would be glad 
to have an exchange of views from you as to whethe1 
our experience along this line 1s typical of what we may 
expect in the mill supply trade. 

From an Illinois manufacturer—We cannot really say 
that we are interested in the mill supply houses as dis- 
tributors of machine tools for the reason that in most 
cases these mill supply houses do not have men com- 
petent to handle the sale of machine tools as it should 
be handled. We do not have our own branches, but 
sell our product through exclusive machinery houses 
throughout the country. We endeavor to place our line 
in the hands of competent machine tool people, and, when 
possible, for reasons explained above, we avoid mill 
supply houses. Of course, there are exceptions, and you 
may find a few supply houses where a good line of 
machine tools is carried and where you may also find 
machine tool salesmen. 

From an Indiana manufacturer—We agree with you 
that there should be a great field for the distributors of 
mill supplies in the machine tool line, and we have at the 
present time several of such concerns which are handling 
our line. Our sales, of course, are made principally 
through regular machine tool agencies, and partly 
through direct representation. We will be very glad to 
receive a report on the canvass which you are making 
among mill supply houses, and believe that the same 
will be extremely beneficial to all concerns. 

From a Boston manufacturer—We shall be inter- 
ested in the results of your canvass of mill supply dealers 
with reference to their facilities for handling machine 
tools. Practically all of our products are sold through 
dealers in either mill supplies or in machinery exclu 
sively. Where the mill supply house has a_ separate 
machinery department the results obtained are usually 
satisfactory. This arrangement should produce better 
results than selling through exclusive machinery houses, 
inasmuch as the mill supply salesmen call upon the indi 
vidual consumer much more frequently than machine 
tool salesmen do, consequently they should be in a posi- 
tion to pass a great many tips along to the members of 
the machine tool branch of the house. 

From an Indiana manufacturer—We sell through 
exclusive machinery dealers entirely. The writer does 
not believe that the mill supplies people as at present 
organized will be of any particular value to us from a 
selling standpoint. However, I may be mistaken, and 
would appreciate any information which you have on 
this subject. 

From a Chicago manufacturer—We do not sell many 
of our machines through mill supply houses and jobbers, 
inasmuch as our tools are to a great extent special 
products requiring special knowledge and ability on the 
part of the salesmen. 

From an Indiana manufacturer—You are correct in 
assuming that we are interested in the mill supply 
houses of the United States as distributors of machine 


tools. While we may not, in the full sense of the word, 
be considered as machine tool manufacturers, our prod- 
ucts are at the same time tools, and, while not precision 
machinery, are absolutely essential in any manufacturing 
industry of any kind. The larger part of our product 
is distributed through the mill supply and hardware 
houses, although we have a very nice business with the 
exclusive machinery houses. But we find our product 
is better adapted for distribution through the mill supply 
houses than through the exclusive machinery houses. 

From an Illinois manufacturer—We have no branches 
of our own, but sell entirely through jobbers, among 
whom we include heavy hardware jobbers, machinery 
dealers, general hardware jobbers, mine supply dealers 
and mill supply houses, and we might add that for some 
reason or other the mill supply houses sold fewer of our 
products than the other mentioned dealers. 

From a Michigan manufacturer—We do not do an 
extended machine tool business with the mill supply 
houses in the United States. We do some business with 
such concerns, but they have not to any extent interested 
themselves sufficiently in machine tools to carry stocks 
on their floors. The mill supply houses of this country, 
however, do a big business with us in connection with 
one of our products. There will be in the near future 
an opportunity for established mill houses to handle 
machine tools to their advantage, as during the war and 
up to the present time there have been innumerable men 
who started as machine tool dealers, with no other over- 
head than a rented desk space. Some of these men have 
grown to be substantial, successful machine tool dealers, 
but the majority of them have not succeeded, and we 
believe will in the immediate future have a rather hard 
road to travel. 

From a Brooklyn manufacturer—There is no doubt 
that the mill supply houses are the proper people to sell 
machine tools. I believe that the reasons they have not 
taken it up extensively are that they would have to 
handle so many different kinds of machines, with all of 
which the salesman would have to be more or less 
familiar, and that a large amount of money would nec- 
essarily have to be invested in machines in stock, for 
which a large floor space would be necessary. We are 
at present selling direct to customers, but would con 
sider favorably the making of outside connections. 

From a western New York manufacturer—We sell 
our product through machinery houses and also through 
houses that handle both machinery and supplies. It all 
depends upon which we think are best of the available 
dealers in the different cities. We do not sell through 
mill supply houses as such. They must have machinery 
departments in order to interest us. 

From a Michigan manufacturer—We are selling prac- 
tically none of our machinery through mill supply houses. 
We sell through more or less exclusive machinery houses 
and still more directly from our own branches. I do not 
have the exact percentages to give you, but in volume 
our sales would run in the following manner: Own 
branches, first; machine tool dealers, second; mill supply 
houses, a very bad third. 

From a Chicago manufacturer—The greater part of 
our production is sold through machinery houses, as our 
experience has been that mill supply houses, as a rule, 
will not carry a sufficient stock of our machines to take 
care of their customers’ orders as they come along and, 
to a certain extent at least, depend on us to make ship- 
ment of individual machines as they are sold. During 
the last year it has been a very difficult matter to keep 
a representative stock on hand or even at times make 
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ULL QUPPLUES _ 


“R F & C” brand = 


Solid Woven Non-Separable Ply } 


Rubber Belting | 


BUFFALO WEAVING & BELTING CO. 


Manufacturers & Pioneers Solid Woven Belting 


THE PLANT THAT PRODUCES *R F & C” BELTING 
f 


Just a few of the reasons why Mill Supply Houses 
Should Sell “R F & C” brand Rubber Belting 


Solid Woven—No plies to separate—No seams to open or 
split. 

Solid Woven—Strongest, more flexible, better transmis- 
sion, less slip. 

Solid Woven—Unaffected by atmosphere, less stretch and 
shrink. 

Solid Woven—At a price less than a good rubber belt. 


Sold to jobbers only—Exclusive Territory Plan 


Buffalo Weaving & Belting Co., Buffalo, N.Y., U.S.A. 


Manufacturers 


“R F & C” brand Rubber Belting, “R F” brand Pulley Lagging 
“Buffalo” brand Solid Woven White Cotton Belting 
Mechanical Rubber Goods, Webbings of every description 
BUFFALO brand Red SHEET PACKING is Better 


Our Products 


Made in America—Sold wherever Industry Exists 
Jobbing Accounts Only Solicited 


When writing to Advertisers please mention MILL SuPPLIEs. 
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satisfactory deliveries so that we are largely interested 
in straight machinery houses, although we are always 
glad to increase our sales and the distribution of our 
products. 

From a Wisconsin manufacturer—For certain terri- 
tory in the United States we have our exclusive repre 
sentatives who specialize in handling machine tools only, 
but for the remainder of the country, we permit any 
dealer, whether of mill supplies or machine tools, to work 
on our prospects, and then we protect that dealer who 
first transmits to us the bonatide inquiry, accompanied 
by the name of the prospective customer and the ultimate 
destination of the machine. 

From a Connecticut manufacturer—We sell direct to 
the consumer and through the various machinery deal 
ers. Our line being an open one, all dealers are privileged 
o quote on the same. 

From an Indiana manufacturer—Our sales are handled 
yrincipally through exclusive machinery houses. How 


ever, we do a very nice business with mill supply houses, 
ind find that they offer a satisfactory means of dis 
ribution in isolated and smaller communities. 

From an Ohio manufacturer—For the distribution of 
our machines we recognize the machinery dealers and 
mill supply houses as being the legitimate channels 
through which to dispose of our products, and we give 
them every possible assistance in selling our line. We 
are always interested in anything that is a help to the 
dealer, and it is for this reason that we have such a 
high regard for your publication 
linois manufacturer—Our distribution is 
exclusively through mill supply houses and exclusive 


From ail 
machinery houses, together with the automobile job 
bers. Naturally, we are very much interested in the 


plan which you have tentatively outlined in vour letter. 
\nything we can do to assist you would be a pleasure. 

From a Cincinnati manufacturer—We will be very 
much interested in the result of the present canvass vou 
ire making to determine the future policy of mill sup 
ply houses. ©ur machines are sold to exclusive 
machinery houses wherever these exist. In some parts 
of the country, we must, of course, sell through mill 
supply houses which also handle machine tools 

From a Pennsylvania manufacturer — We are not 
interested in mill supply houses generally as we manu 
facture a line of precision tools which is handled only 
by supply houses making a specialty of such lines. We 
do not give exclusive sale of our line to any mill supply 


house, and we have a limited number of branch offices 
of our own. 

From an Illinois manufacturer—When you have com 
piled reports from the mill supply dealers, we will be 
pleased to have you advise us of the result of your can 
vass. We are selling quite a number of mill supply 
houses throughout the country, as well as the regular 
established machine tool dealers. 

From an Ohio manufacturer—We are selling our 
power transmission line of machinery almost entirely 
through mill supply houses, and we are selling our 
machine tools through mill supply houses which are 
operating machinery departments in connection with 
their businesses. 

From a Maine manufacturer—We are selling largely 
through exclusive machinery houses who act as our 
agents. We do not operate any branches of our own or 
do any selling direct except in our immediate vicinity. 
There are certain articles we manufacture, however, 
such as attachments to turret lathes, which we manufac 
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ture to fit any size or make of lathe and which we sell to 
machine tool or supply dealers. We also manufacture a 
line of index centers, on which we follow the same policy, 
and of late we have become more impressed with the 
advisability of selling our line of patternmakers’ lathes 
through supply houses. But on our line of engine lathes 
we still adhere to the policy of selling through established 
agencies which are almost exclusively machinery houses. 

From a Michigan manufacturer—We are now selling 
our machine tools to supply dealers and would be glad 
to know from your list the number of mill supply deal 
ers handling machine tools. 

From a Cincinnati manufacturer—Most of our repre 
sentatives are machinery houses exclusively. In fact, 
their sales forces are composed of high grade mechanics 
or engineers. No doubt the mill supply houses, with 
proper mechanical engineers at the head of their machine 
tool departments, can obtain much of the business around 
them. Just as soon as you have completed the selected 
list of supply houses that would be interested in selling 
our product we should like to have a copy. 

From an Illinois manufacturer—We prefer to do busi 
ness with strictly machine tool representatives and would 
not therefore be directly interested in the mill supply 
houses, although in some instances our dealers do handle 


mill supphes. \\ e should he elad indeed have 


the results of your canvass. 


From Massachusetls maniufacturer--When your 
anvass of the mill supply houses is completed we would 
glad to have what information is available. As 
regards the sale of our machines, we do not sell through 
our own branches, but through machinery and mill supph 


} 


houses. 

From a Pennsylvania manujacturer--We sell through 
supply houses and machinery houses--not on an exclu 
sive basis---but most of our sales are made direct from 
our own sales department. 

From a Cincinnati manufacturer-—Our sales are made 
through both exclusive machinery houses and mill suppl 
houses. Our sales throughout the South, Southwest and 
in some parts of the West are almost entirely through 
mill supply houses. The information to which you refer 
concerning mill supply houses handling machine tools 
will be verv desirable to us as manutacturers. 

From a Wisconsin. manufacturer-——The information 
from mill supply houses as to their part in the distribu 
tion of machine tools would interest us to a certain 
extent, although the principal tools we build are of an 
automatic quantity production nature and would not 
under ordinary circumstances interest the mill supply 
houses. At the present time, we are marketing our 
products principally through exclusive machinery houses 
in the large centers, although our line of woodworking 
machinery is handled largely by mill supply houses. We 
would be interested in a report of the canvass you 
are making. 

From a Boston manufaciurer—-We are very anxious 
to receive the completed report of your canvass. We 
are not selling extensively through the mill supply houses, 
although it is our intention to follow up this trade very 
closely in the future. We have one or two houses repre- 
senting us in the South. In the larger cities of the 
country, we have our own agents and representatives. 

From a Cincinnati manufacturer—But little of our 
product is marketed through mill supply houses, we 
having representatives throughout the country who pur- 
chase our produce on their own account and market to 
concerns in their respective territories. There are a few 
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Belting that Beats the Best 


PHOLNIN IMPERTAL PHOENIX MOTOR 


WETIT! VETITE DYNAMO PLANER 
WATERPROOT (WATERPROOF) 


Sold Exclusively through Jobbers 


thus giving the consumer a 
double guarantee of quality, 
material, expert workmanship 
and quick service. 


If you are Supply or Hardware 
Distributors, let us submit you 
a One Hundred Percent Job- 
bers Proposition. 


THE NEW YORK LEATHER BELTING CO. 


428-430 Broadway 32 So. Jefferson St. 
NEW YORK CHICAGO 
When writing to Advertisers please r 


mention Mitt Supp ies. 
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of our representatives who handle mill supplies in addi- 
tion to machine tools. 

From a Wisconsin manufacturer—We have been in 
business but a little over a year and have established 
agencies in the several automobile manufacturing locali- 
ties, and the business we have secured has taxed our 
output to the utmost. The machines we are manufactur- 
ing are special in almost every instance, and while the 
machine tool agent secures the inquiry it is necessary 
ror a special representative from the factory to close 
the order. Up-to the present time, we have had all the 
business we can handle and believe a little later on we 
shall have to move into larger quarters to take care of 
our work, But, as stated above, we are dealing through 
machine tool agents almost exclusively, and plan to con 


tinue this arrangement. 


rom a western New York manufacturer—We sell 


through machine tools dealers, appointing them exclu 
sive representatives for a given territory, thus making it 
impossible for more than one dealer in each section to 
offer our lathe. A great many of the machine tool deal 


ers that carry our agency are also in the mill supply 
business. 

From an Ohio manufacturer—We sell most of our 
machinery through exclusive machinery houses. We 
have, however, one product which is offered more 
especially to garages, and this small line of manufacture 
is sold through mill supply houses, auto supply houses, 
machinery dealers and anybody who will sell it. We 
have no branch offices ourselves. 

From a New Hampshire manufacturer—We are sell 
ing practically our entire output through mill supply and 
nachinery dealers. 

From a western New York manufacturer—We market 
practically all of our product through the mill supply 
and machinery dealers located in various centers. 

From a Cincinnati manufaciurer—In the majority of 
cases, we are represented by exclusive machinery houses. 
However, in several instances our machines are sold by 
nill supply houses. 

From a Wisconsin manufacturer—Our sales are made 
through exclusive arrangements with machinery dealers 
and we have direct offices in Chicago, Cleveland and New 
York. We are well covered with representation in the 
United States and many of the foreign countries. Some 
of our representatives are exclusive machinery dealers 
and some handle mill supplies in addition. We note that 
you are canvassing the mill supply houses relative to 
their attitude toward the handiing of machine tools and 
when this CANVASS 1S completed, we would he pleased Lo 
‘eceive information relating thereto: 

From a western New York manufacturer—We are, of 
course, interested in all the distributors of machine tools, 
but so far we have had very little experience with mill 
supply houses, ninety per cent or more of our product 
being sold direct to users or machinery dealers. When 
you have your canvass of the mill supply houses com 
pleted we shall hope to hear further from you. 

From a Cincinnati manufacturer—In some cities we 
have an exclusive agency agreement with machinery 
houses, but in a great majority of the cities and towns 
we have no representation. We would be glad to receive 
the information named in your letter. 

From a New York City manutacturer—During the 
war, we had to go practically 100 per cent on govern 
ment business, turning out lathes for the ordnance 
department and guns for the navy. We have only 
recently shipped the last of the government material. 


The result has been that not until now have we been 
able to consider a consistent sales policy. We have not 
been soliciting business, but have been quoting dealers 
and mill supply people as inquiries have come in. We 
confine ourselves to the manufacture of large lathes. 
These, of course, go mainly to the railroad shops, ship 
building plants, paper mills and sugar industries. We 
are unable to judge at the present time the relative value 
to us of the mill supply houses and the machine tool 
dealers. 

From an Illinois manufacturer—-We are represented 
in the various machine centers in the United States by 
exclusive machinery houses, which, we find, have proven 
very satisfactory for disposing of our entire output. 

From a Michigan manufaciturer—We handle our line 
of products through our own branches in Detroit, Cleve 
land and Syracuse, and at other points throughout the 
United States we sell through exclusive machinery 
houses. 

From a Cincinnati manufaclurer—We are at present 
selling seventy-five per cent of our product through 
twelve dealers in the United States, three of whom sell 
mill supplies in connection with machinery, the other 
nine being exclusive machinery distributors. 

froma Massachusetts manufacturer—We are making 
ebout half of our sales through regular machinery deal 
ers, the balance mostly direct from this office, but partly 
through electrical supply houses. 

From a New Hampshire manufacturer—Our product 
is sold through dealers, some of which handle mill 
supplies. 

From a Connecticut manufacturer—As a rule, our 
product is sold through machinery houses. Many of 
these machinery houses, of course, handle mill supplies. 
We have no branches of our own. 

From a Massachusetts manufacturer—By far the 
larger part of our product is sold direct to the user. 
Upon two of our machines we allow a dealer’s discount 
but a very large percentage of our work is special and 
can only be handled direct. 

From a western New York manufacturer—We have 
adopted the policy of doing all our selling direct from 
our own office and not through agents. We have adopted 
this course on account of the special nature of our 
product. 

From a Philadelphia manufacturer—We do not carry 
our products in stock, but make or cut them only to 
order, and, therefore, require no dealers or supply houses 
to sell our goods. We have agencies for the sale of one 
of our products in the European countries, but have 
never found it necessary to open up agencies in this 
country, as we have never found any trouble in selling 
our machines direct through our office. 

From a Philadelphia manufacturer—We sell our pro 
duct through our own salesmen, but occasionally receive 
orders from machinery dealers. We shall be glad to 
have the information that you are compiling as to what 
extent the mill supply houses handle machine tools. 

From a Vermont manufacturer —Our selling is 
governed largely by our own representatives. This 
applies to Detroit and west of Detroit. In the East, our 
selling is in the hands of agents. 

From a Massachusetts manufacturer—-We have an 
exclusive sales agreement with a large New York house 
which has branches in all the principal machinery centers. 
It covers the entire United States for us. Our foreign 
business is done through foreign dealers. 
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vas the first move 
to supplant man 
power with water 
power inthe gran- 
artes. 


cA faithful reproduction of the ap- 
plic ation by Romans of be lting power 
(taken from New York Library). 
The gears and wheels were of wood, 
the lower drive wheel being the end 
of the water wheel shaft and the upper 
attached to a shafting ending with 
a ponderous gear wheel, 


Goodrich 


“Commander 


Transmission Belts 


rom ‘Rome 
to these Days 


T’S been nearly 2,000 years since the scientific mind made 
the first move to exchange the sinews of man for the 
sinews of belts. 


But even in this great era of achievement power experts assert 
that more fuel is wasted annually through power losses than 
is consumed in American homes. 


Simply because the twentieth century fault is thinking in terms 
of price rather than in terms of service and quality. 


elting perfection is here, and has been for years, in 
Belting perf h d | for 
Goodrich “Commander” Transmission Belts, for example. 


There is a big difference in construction between “Commander” 
and other friction-surfaced belts—and a bigger difference in 
quality. 


You can verify this difference in your favor in two ways— 
one, by asking the hundreds who are using it, and the other 
by installing “Commander” on a main drive. Either will be 
convincing. 


Our belting experts can handle any belting problem no matter 
how simple or complex. 


THE B. F. GOODRICH RUBBER COMPANY 
Akron, Ohto 
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PERSONALS. 


L. W. Hewitt was recently appointed general manager 
he Spe cialty Brass Ce : Kenosha, Wis 


Ira Smith has been made division manager of Plant B, 
New Departure Manufacturing Co., Bristol, Conn., 
eed Rockwell. 

Col. Paul R. Hawkins, Springfield, Mass., has been 


ap- 
ointed mana 


ger of the Norton Co., Worcester, Mass., in 
he Pittsburgh district 


Walter Dean has been appointed superintendent of tl 
upply department of the Graton & Knight Manufacturing 
‘o., Worcester, Mass. 


fruman S. Foote is in charge of the recently established 
hce of the rican Brass W aterbury, Conn., at 
nion Bank Building, Pittsburgh 

Edward D. Rockwell, manager of plant B, New Departure 
Manufacturing Co., Bristol, Conn., has purchased the hard 
are business of S. A. Weldon & Son, Bristol 


George A. Wall, president of the Wall Pump & Con 


ressor Co., Quincy, Ill, recently organized, was formerly 
onnected with the Gardner Governor Co., Quincy 
William J. White, formerly of the Cleveland office of thi 


ng Iron Co., Reading, Pa., has been appointed assistant 
neral manager of the Mill & Supply Co., Akron, Ohio 
Edward Holtham, for many years with the W. M. Patti 
ly Co., Cleveland, now represents that company in 
he Dayton, Ohio, territory, where he succeeded Charl 


rd R. Williams has resigned from the sales depart- 
the Youngstown Sheet & Tube Co., Youngstown, 
enter the sales department of the Electric Alloy 
at Youngstown 


Paine was recently elected vice-president of thi 
Tap & Die Corporation, having resigned his 
nection with Butterfield & Co., a division of the Union 
\ Co., \thol, Mass 

Dr. W. D. Bancroft, professor of physical chemistry, Cor 
University, Ithaca, N. has been engaged by thre 
Norton Co., Worcester. Mass.., Ina 

‘onnection with its 


consulting capacity in 
research laboratories 

F. P. Jenkins, for many ere, with Brown & Sharps 
Manufacturing Co., Provid NCE;, R. I., and more recently with 
the Screw Machine Products Corporation, in charge of tool 
vork, has become associated with the Advance Tool 
Cincinnati, as superintendent. 


Wilham | McCann, safety Inspector of the Ludlow Manu 
facturing Associates, Ludlow, Mass., has resigned to take 
official position with the Chapman Valve Manufacturing Co 
[Indian Orchard, Mass. He will be succeeded by Sidney 
Ingham, Hartford, Conn 


an 


Julius Janes, formerly president of the Standard Steel 
Castings Co., Cleveland, has recently concluded an arrange 
ment with the Farrell-Cheek Steel Foundry Co., of San- 
dusky, Ohio, by which he will be sales representative of this 
organization in the Cleveland territory 

H. C. Workmaster, for twelve years credit manager for the 
Harris Pump & Supply Co., Pittsburgh, O. C. Jacobs and 
I. R. Balsly, who were also identified ‘with the Harris com 
pany, have organized the Penn Mill & Mine Supply Co., 
with headquarters at 523 First avenue, Pittsburgh. 

A. B. Way, until recently secretary and general manager 
of the Bridgeport Chain Co., Bridgeport, Conn., is now 
affiliated with the Chain Products Co., Cleveland, as district 
sales manager for New England, with headquarters at the 
company’s New York office, 150-152 Chambers street. 


Roger Hubbell, assistant sales manager of the Heald 
Machine Co., Worcester, Mass., manufacturer of grinding 
machines, has resigned to accept the position as sales man 
r of the Churchill-Morgan-Crittsinger, Inc., Worcester. 
Grossman, formerly of the 


New York City, is now associated with the T. P. Walls 
Fool & Supply Co., of that city, in the capacity ot sales 
manager. His experience will materially add to the service 
that this company renders in the line of machine-shop, mill 
and factory supplies. 

William A. Leonard, Chicago, until recently with Belding 
Brothers & Co., Chicago and New York City, as organiza 
tion and sales promotion manager, has been elected vic« 
president and general manager of the Imperial Brass Manu 
facturing Co., Chicago, manufacturer of oxy-acetylene weld 
ing, automobile accessories and plumbing supplies. 

Fred Schierloh, for many years manager of the roofing 
department of the Wirthlin-Mann Co., Cincinnati, has ré 
signed to take up sales work in another line. He is suc 
ceeded by John C. Gould, who has had _ considerabk 
experience as roofing salesman in the services of the Philip 
Carey Co. and the Breese Manufacturing Co. He will hav 
charge of the roofing and insulation department. 

John F. Rawls, Jr., manager of mechanical sales in the 
\tlanta branch of the Diamond Rubber Co., Akron, Ohio, 
was first introduced to the products of that company twenty 
years ago, when he donned overalls and hustled in the 
workshop of the Southern Supply Co., Mobile, Ala. He 
then confessed to being seventeen years of age. A year 
later he was promoted to stockkeeper, then in regular s¢ 
quence, order clerk, billing clerk, city salesman, road sales 
man and finally, in 1908, assistant manager of the mill supply 
department. Soon after he became associated with the Dia 
mond Rubber Co., covering the entire South for it until 
January of the present year, when the company opened 
branch at Atlanta, Ga., and Mr. Rawls was appointed man 
ager of mechanical sales Thirty distributors eight 


Southern states handle the company’s entire line 


a 


FACTORY ADDITIONS. 
Phe Essex Foundry, Newark, N 
storchouse, 60 by 151 feet. 
Safe Cabinet Co., Norwood, Ohio, is building 
extension, 80 by 150 feet 
Economy Baler Co., Ann Arbor, Mich., is building a one 
story plant, 67 by 130 feet. 


building a one-story 


a one-story 


Electric Vacuum Cleaner Co., Cleveland, is building 
story addition, 65 by 80 feet 

Pacific Coast Shovel Co., Los Angeles, Calif., is 
a one-story plant, 200 by 400 feet. 

Batavia Clamp Co., Batavia, N. Y., plans the erection of 
one-story extension, 40 by 84 feet 


a one 


building 


Pacihe Wire Rope Co., Los Angeles, Calif., is building a 
one-story extension, 40 by 125 feet. 

The George Moon Co., Garwood, N. J., manufacturer of 
wire rope, plans to enlarge its plant 

National Alloys Co., Detroit, plans the 
foundry, 60 by 100 feet, to cost $25,000 

Jeffrey Manufacturing Co., Columbus, Ohio, 
two-story extension, at a cost of $100,000. 

Pennsylvania Range & Boiler Co., Philadelphia, 
one-story extension to its boiler shop. 

American Wringer Co., Woonsocket, R. I., 
an addition to its plant, 66 by 180 feet. 


erection of a 
is building a 
plans a 


plans to erect 


Jasper Bayne Co., of 
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Kenton Hardware Co., Kenton, Ohio, has started work on 
two-story machine shop, 60 by 175 feet. 

Marine Iron Works Co., Inc., Berkeley, Va., is building a 
an extension to its foundry, 6U by 15v feet. 

Ohio Electric & Controller Co., Cleveland, is building a 
two-story extension to its plant, 38 by 110 feet. 

The Adder Machine Co., Kingston, Pa., is planning the 
rection of a two-story addition, 75 by 160 feet. 
Machine Products Co., Detroit, is 
one-story extension to its plant, 65 by 100 feet 


St. Louis, Mo., 
. factory and power house at a cost of $385,000 


American building 


The Bowen Motor Railway Co., is building 


Crescent Paper Co., Marseilles, Ill, is building a new 
rotary and machine department, to cost $100,000 
The St. Johns Industrial Foundry, St. Johns, Mich., is 


building an extension to its plant, 50 by 140 feet. 
Oliver Iron & Steel Co., 

plans for a brick addition to its plant, to cost $50,000 
The Mutual Life Building 

N. ¥., plans a one-story plant addition, 62 by 100 feet 


Pittsburgh, Pa., has completed 


Corrugated Bar Co., Buffalo, 


Work has been started on several extensions to th plant 
ot the Akron Rubber Mold & Machine Co., Akron, Ohio 
Reading Steel Castings Co., Read’ng, Pa. is building a 


one-story machine shop, to cost $150,000, including equipment 


The Schuykill Forge Co., Philadelphia, has had plans pre 
pared for the erection of a one-story machine shop, 37 by 
100 feet 

Mayer Tank Manufacturing Co., 212) Russell street, 
Brooklyn, N. Y., has had plans prepared for one-story 
building 

Landers, Frary & Clark, New Britain, Conn., is building 
three additional stories to one of its plants, to be 60 by 
210 feet 

Flint Motor Axle Co., Flint, Mich., is building a two-story 
iddition, 30 by 365 feet, to cost $90,000. F. 1. Weiss is ceneral 


manager 
Eichmann Co., 
is building a 
$100,000. 
Hahn Motor Truck Co., Hamburg, Pa., 
story addition, 90 by 120 feet, to 
is president 
Kaston Automobile Co., Easton, Pa., is building a 
service building and repair 5 
ost $65,000. 
McNamara 


Brooklyn, operating a 
four and 


woodworking 
plant, to 


plant, 


1eW story basement cost 


is building a two 
cost $50,000 W. G. Hahn 


one 


tory works, 65 by 150 feet, to 


Brothers Inc., Westport, Md., 
of tanks and boiler equipment, is building an addition, 
by 200 feet. 


ans 


have been completed by the 
Co., Cleveland, for a one 
OO by 145 feet 


( le Ve land 
plant 


Wrought 


Products addition, 


story 


Ordnance Department, Philadelphia, is building a 


One 
story brick and concrete building at the Frankford Arsenal, 
SO by 247 feet 

Smith Paper Co., Lee, Mass., is building a one-story 


addition to its 


the Columbia mill, 
O66 by 162 feet 


machine department at 


Riverside Iron Works, Buffalo avenue, Chicago, has 
awarded contract for a one-story pattern storage buildin 
by 125 feet. 

The 


Sellers Manufacturing Co., Chicago, manufacturer of 
tie plates, is building a one-story addition, 90 by 150 feet, 
to cost $85,000. 

National Enameling & Stamping Co., Baltimore, Md., is 
building a three-story extension to its plant, 60 by 75 feet, 
to cost $60,000. 

Dreier Iron Works, Inc., 35 Goerck street, New York 


City, has had plans completed for a one-story brick addi- 
tion, 25 by 100 feet. 

Jungers Stove & Range Co., Grafton, Wis., is building a 
three-story addition, 61 by 165 feet, of brick and concrete. Esti- 
mated cost, $65,000. 

General Equipment 
building a one-story 
Meeder is manager. 

Detroit Belt & Lacer Co., 27 A street, Detroit, has com- 
pleted plans for a one-story building, 40 by 85 feet. Malcolm 
W. Edgar is secretary. 


& Welding 


machine 


Co., McComb, Wis., is 
shop, 40 by 135. W. R 


Plans have been completed by the Minster Machine Co., 
Minster, Ohio, for the erection of a one-story extension to 
its plant, 40 by 100 feet. 

The Burnside Steel Co., 1300 East 92nd street, Chicago, has 
awarded contract for a one-story core room, office and pat 
tern shop, 40 by 100 feet. 

Canadian Western Door Co., Ltd., Mission City, B. C., is 
building a new plant, to include a main building, 70 by 400 
feet, and to cost $135,000. 

Hartford Tube Products Cex, West 
started work on the erection of two 
30 by 100 feet, and 30 by 90 feet 

Liberty Paper Co., Inc., Bellows Falls, 
a three-story addition to $130,000, 
and electrical operating equipment 

Driver-Harris Co., Middlesex 
manufacturer of wire products, is 
additions, to cost $40,000 and $80,000 

The Seattle Chain Co., Seattle, Wash., is building several 
extensive additions to its plant and has purchased an adjoin 


Hartford, Conn., has 
one-story additions, 


including 


is building 
cost machinery 
street, Harrison, N. J., 


building two two-story 


ing site. H. E. Wooley is manager 
Jefferson Tire & Rubber Co., Central Bank Building, 
Richinond, Va., is building a three-story works, 80 by 240 


feet, at East Richmond, to cost $150,000 


Great Lakes Foundry Co., Port Huron, Mich., has awarded 
contract to W. J. Scott & Co., 315 Quay street, for a one- 
story extension to its plant, 50 by 100 feet. 


Wise Electric Sherardizing Co., Detroit, has acquired the 
plant and business of the Acme Plating & Specialty Co., 
for a branch works. M. Wise is president 


The John J. Riley Co., Van Brunt street, Brooklyn, N. Y., 
manufacturer of iron and brass castings, is building a one 
story foundry, 100 by 250 feet, to cost $150,000. 

\. B. Parfait, Port Huron, Mich., has awarded contract to 
\. Schultz, for a two-story automobile service station and 


repair works, 100 by 300 feet, to cost $125,000. 


The Carborundum Co., Niagara Falls, N. Y., has awarded 
contract to the Turner Construction Co., Sidway Building, 
Duffalo, for a three-story building, 50 by 50 feet. 


Gustave Wiedeke Co., Dayton, Ohio, manufacturer of 
boilermakers’ tools and railroad equipment, is building a 
three-story brick addition to its plant, 80 by 100 feet. 

American Woodworking Machinery Co., Rochester, N. \ 
has awarded contract for the erection of a 


two-story ma- 

chine shop, 90 by 300 feet, and a foundry, 110 by 130 feet 
The Fort Wayne Corrugated Paper Co., Hartford City, 
Ind., has awarded contract to G. W. Heinzmann & Sons, 


Marion, Ind., for an addition to its plant, to cost $200,000 

E. Ahr & Son, Buffalo, N. Y., operating an automobil 
machine and repair works, has awarded contract ‘to F. C, 
Kempf Sons Co., for a one-story extension, 65 by 125 feet. 
Driller Co., Beaver Falls, 
extension to its plant, to be used tor 
steam shovels. It will be 80 by 110 
$100,000 


Keystone 
the 


building an 
manufacture of 
and will cost 


Travelers’ 
story 


Garage, Norfolk, Va., is building a new three- 
service building and repair works, 120 by 235 feet, to 
$200,000, including equipment B. G. Tunstall is 
treasurer. 


cost 


The Westcott Rule Co., Seneca Falls, N. Y., manufacturer 
of metal and wood rules, measuring tapes, ete., has 
awarded contract for the erection of a two-story addition, 
75 by 226 feet 


steel 


Contract has been awarded by the Herring-Hall-Marvin 
Safe Co., Hamilton, Ohio, to the Fisher-Devore Co., Cin- 
cinnati, for an extension, 92 by 105 feet, three stories, to 
cost $100,000. 

United States Corrugated Fiber Box Co., Indianapolis, 
Ind., is building a four-story plant, 100 by 160 feet, to cost 
$125,000, including equipment. C. E. Bacon, Merchants Bank 
Building, is architect. 

D. Round & Son, Cleveland, manufacturer of chain and 
chain hoists, is building a foundry adjoining its plant, to be 
100 by 150 feet. The plant will be used for the manufacture 
of grey iron castings. 

Link Belt Co., Chicago, is building an extensive addition 
to its Ewart plant at Indianapolis, Ind. The structure will 
be one-story in height, of concrete construction, 70 by 340 
feet, and will cost $100,000. 
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POWELL VALVES 


CRUDE OIL BURNING APPLIANCES 


Complete Design of Unit 


Used in many In- Constructed to pro- 


dustrial Plants, for duce a maximum 


economically han- amount of heat with 


dling, regulating and Ee 


burning Crude Oil, in of oil and air. Can be 


connection with Oil use with Compressed 
Furnaces Air, Fan blast or 


Steam. 


Rh ca R VALVE 


THE WM. POWELL COMPANY 


Oil Burner circular sent 


CINCINNATI, OHIO 


aiead Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the : 


and 
tronges 


hanger ever made. 


Made of OIL TANNED leather. Put to- 
gether with WATERPROOF Cement. 
The oil used in this tannage is insoluble in 
water. 


@Note the ball ana 


socket joint. 


Long Life Good Grip 


Treat all belting with 
“BELTINE?” Belt 
Dressing to get maxi- 
mum life and power. 


QHanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
“Our Silent Salesman’’ 


The Penn Engineering Co. 
Philadelphia, Pa. 


When writing to Advertisers please mention Mint Suppries 
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Cornwall & Patterson Co., Bridgeport, Conn., manutac- 
turer of hardware products, has awarded contract to the 
S. W. Hubbell Building Co., 589 Knowlton street, for a one- 
story addition, 85 by 100 feet. 


The Brecht Co., 1201 Cass avenue, St. Louis, Mo., manu- 
facturer of packing house machinery, has awarded contract 
to the Reinschmidt Construction Co., Victoria building, for a 
two-story addition, 107 by 125 feet. 

The C. H. & E. Manufacturing Co., Clinton street, Mil 
waukee, Wis., manufacturer of contractors’ equipment, power 
hoists and_concrete mixers, is building a one-story brick 
and steel factory, 50 by 140 feet 

The Lycoming Foundry & Machine Co., Williamsport, 
Pa. manufacturer of gas and gasoline engines, has awarded 
contract to J. V. Bennett & Co., tor a one-story extension, 
v 500 feet. Lestimated cost, $300,000, 

Service Tool Corporation, 116 West 32d street, New York 
City, has awarded a contract to Enstice Brothers, 40 Clinton 
street, Newark, for a one story plant, 50 by 100 feet, to cost 
$33,000. William S. Fowler is manage 

The George A. Cutler Co., South Bend, Ind., manufactures 
of electrical specialties, has completed plans for the crection 
of a one-story foundry, 64 by 112 feet, and an extension 
5 by 250 fee t, to be used for assembling work 

Monroe Automobile Equipment Co., Monroc, Micl 
building two one-story buildings, 80 by 200) feet, and 
60 by 70 feet, to be equipped as a foundry and core depart 
ment. R. M. Dunbar, Monroe, is the architect 

Peerless Foundry Co., 5602 Baum boulevard, Pittsburgh, 
inanufacturer of iron and steel castings, has awarded cor 
tract to the Memphis Steel Construction Co., tor a one- 
story addition, 50 by 120 feet. C. H. Hook is president 

[The Edison Lamp Works, of the General Electric Co., 
120 Broadway, New York City, is having plans prepared tor 
an addition to the plant of the Scranton Textile Co., Scran- 
on, Pa., recently acquired, to be equipped for general lamy 
manufactur The plant will be three stories and will cost 
$200,000 

Joseph Ashton, Jr., Trenton, N. J., dealer in elevating, 
‘onveying and power transmission appliances, has just com 


pleted its new warchous The factory now contains a floor 
space of 20,000 square feet It has a 200-foot railroad siding 
ind approximately an half acre as a storage yard Che 


ompany has also added an engineering department and an 
ddition to be used for belt repair work 
NEW FACTORIES. 

Nit Chicago Bearing Metal Co., Chicago, Is building a ie 
lant, to cost $100,000. 

American Wire Fabrics Co., 208 South La Salle street 
hicago, has established a plant at Blue Island, Il 
The Batavia Car Works, Batavia, N. Y., has purchased 
ite on which it will erect a new manufacturing plant 

The Coco-Cola Co., Atlanta, Ga., has purchased a block oj 
and on which it will erect manufacturing buildings to cost 
1 000,000 


Electric Storage Battery Co., Philadelphia, has completed 
plans for a new three-story reinforced concrete factory, to 
cost $375,000 

Farmers’ Gin Co., Floydada, Texas, is building a new ont 
story cotton gin, to cost $30,000. W. I. Boerner is secretary 
and treasurer 

Universal Machine & Tool Corporation, Chicago, has put 
chased a site, 134 by 225 feet, and will build a two-story 
plant, to cost $100,000. 

Imperial Steel & Wire Co., Collingwood, Ont., J. A 
Currie, president, is building a new plant, to have a capacity 
of about 200 tons of wire daily 

The Associated Oil Co., Sharon Building, San Francisco, 
Calif., has completed plans for the erection of a plant at 
Petaluma, Calif., to cost $45,000 

The Alco Wood Products Co., Albany, Ore., whose plant 
was recently destroyed by fire, has purchased a site, on 
which it will erect a large plant. 

Lumberton Saw Manufacturing Co., Lumberton, Miss., 
will build a new plant for the manufacture of saws, to cost 
$50,000. T. C. McLain is manager. 

American Can Co., 120 Broadway, New York City, is 
building a new brick and steel works at Newark, N. J., to 
cost $500,000, including equipment. 


The Fryac Manufacturing Co., Rockford, Ill, manufac- 
turer of the Fryac spark plug, will erect a four-story plant. 
The site has already been purchased. 

The E. W. Steinhart Co., Indianapolis, has completed 
plans for a five-story automobile service and repair build- 
ing, 110 by 125 feet, to cost $400,000. 

The Corn Products Refining Co., Jersey City, N. J., has 
purchased a 75-acre site in North Kansas City, Mo., and will 
erect a branch plant to cost about $8,000,000. 

The Sieloff Packing Co., St. Louis, Mo., has acquired a 
site for a new plant which will involve an expenditure oi 
about $500,000, for buildings and equipment. 

The Shuler Axle Works, Louisville, Ky., has purchased 
thirty acres along the Southern Railway, on which it plans 
to erect a new plant. J. J. Kean is president. 

The Western Manufacturing Co., Denver, Colo., manufac 
turcr of locks, bolts and other hardware products, is building 
a new plant to cost $200,000, including equipment. 

Mutual Potteries Co., Trenton, N. J., is building a large 
power plant, in connection with the erection of its proposed 
plant, estimated to cost about $500,000, including machinery. 

Syndicate Power Co., San Antonio, Texas, is building a 
new hydro-electric power plant on the Colorado River, in 
the vicinity of Marble Falls Estimated cost, $10,000,000 

Prest-O-Lite Co., Cambridge, Mass., has awarded con 
tract to the Truscon Steel Co., 348 Sumner street, Boston, 
for its proposed new acetylene plant, to cost $100,000 

Clarksdale Machinery & Supply Manufacturing Co., 
Clarksdale, Miss., is building a new one-story works for the 
inanufacture of clectrical equipment H. Hooks is 

Champion Fiber Co., Canton, N. C., is building a new 
paper and pulp mill, to cost $1,000,000, including equipment 
Phe company will install considerable mechanical and elec- 
trical equipment 

The Eugene Lumber Products Co., Eugene, Ore., recently 
organized, contemplates the establishment of a plant for the 
manulacture of lumber products and a side line of hardware 
and small machinery 

Fort William Pulp & Paper Co., Fort William, Ont.. has 
awarded contract to Barnett & McQueen, Fort William, for a 
pulp and paper mill, to cost $2,000,000. John G. Sutherland, 
Dayton, Ohio, is president 

Dixie Bell Refining Co., 1606 Inter-Southern 


Building, 
Louisville, Ky., is building 


a new refinery. The plant wilt 
be one and two stories high, and will cost about $500,000 
H. G. Murphy is vice-president 

National Lamp Works, of the General Electric Co., Cleve 
land, has purchased a six-acre site and is planning a building 
development. The first unit will consist of a three-story and 
basement brick and steel structure 

Revburn Manufacturing Co., Philadelphia, manufactures 
ot tags, labels, Cit... has acquired seven-acre site and will 
erect a new plant, to cost $1,000,000 Contract has 
awarded to Wilham Steele & Sons Co 


Spruce Falls Pulp & Pape r Co., Bradford, Pa. is building 


a new pulp and paper mill at Kapuskasing, Ont., to cost 
$4,000,000, Fraser Brace & Co., Ltd., 83 Craig street, Mon- 
treal, has been awarded the general contract. 

J. M. Shook and C. F. Christopher, Knoxville, Tenn., are 
organizing a company to establish a plant for the manu 
jacture of collapsible automobile ‘vheel rims, cranks 
other iron specialties, estimated to cost $300,000. 

Westinghouse Lamp Co., 165 Broadway, New York City, 
has awarded contract to Dwight P. Robinson & Co., 125 East 
46th street, for its new five-story plant at Indianapolis, 100 by 
100 Feet, of brick and reinforced concrete construction. 


been 


and 


The Cass Manufacturing Co., Los Angeles, Calif., has 
acquired property for the erection of a plant to manufacture 
metal products, including heating and ventilating equipment, 
hotel and kitchen metalware. H. B. Cass is manager, 

The Hill & Griffith Co., 1252 State street, Cincinnati, 
manufacturer of foundry equipment, is building a new one 
and four-story plant, 150 by 300 feet, to cost $100,000. B. @. 
Baldwin, Second National Bank Building, is architect. 


Stephen Ransom, 401 West street, New York City, operat- 
ing a marine repair works, has changed its name to the Stephen 
Ransom Dry Dock & Repair Corporation. The company is build- 


ing a new plant on Hamilton avenue, Brooklyn, at a cost of 
$250,000. 
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When Your Customer Asks 


for Johnson Clutches— 


you should be fully informed, so that you can 
give him the full service his trade deserves. It 
is poor business to risk sacrificing his con- 
fidence by “working off” an inferior clutch— 


just because you are not posted on the Johnson 


The reputation of Johnson Clutches is broad and well 
founded—based on twenty years of extensive advertising and 
careful maintainence of quality. Every industry knows John- 
son Clutches for what they are—the highest grade clutch in 
the field. 


When you: customer asks for Johnson Clutches, be ready for 
him. Write today for full literature and dealers’ discount. 


Our Catalog D-R is yours for the asking. 


Single Clutch Broken “Away. 


Getting the Most Out of Motors— 
with ‘‘Camel Hair”’’ Belts 


A good belt is one which delivers the most 
power for the longest time and with the least 
trouble from your motor to the point of use. 
“Camel Hair” Belts meet every test. 


Resistance to intense heat or cold and to 
extreme moisture or dryness means long life 
and durability for “Camel Hair” Belting. It 
minimizes slippage and insures the delivery 
of full power. 


Rossendale-Reddaway 


BELTINGaANnD HOSE COMPANY, NEWARK.N.J. 


Also makers of solid woven and canvas stitched beltings 


The intense heat of this hot-air blower in a paper mill has not 
injured the “Camel Hair’’ Belt in eight years of constant operation 


When writing to Advertisers please mention Mitt Supp ies. 
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QuPPILUES 


Oil Well Supply Co., Pittsburg} 


1, Manufacturer of oil pumping 
machinery, engines, 


Is planning to erect a new plant at La 
Isleta, near Tampico, Mexico. It will consist of machine shops, 
foundry, general iron works and warehouses, and is estimated to 
cost $400,000. 


The 


H. G Vovel Co., 487 Broadway, New York City, 
manufacturer of automatic fire sprinklers, has awarded con- 
tract to Salmond Brothers, 526 Elim street, Arlington, N. J 
tor a new two-story pipe and metal working shop. at 


Linden, N. J 
Foster Motor Car & 
been organized to 
equipped with the 
has purchased a 
will be 
Fi I. Lanski & Son Scrap 


strect, Chic 


Manutacturing Co.,, 
manutacture the Foster 
Herschell-Spillman motor 
site in | Montreal, 
established 


has rece ntly 
motor car, to be 
Phe 


where a 


company 


ast new 


plant 
Plant 


Tron 


ago, has purchased ning 


Co.,. 2117 South: Tefkerson 


acres oO} land O1 


\W hich it 


will erect a new plant, a storage hous and h track, 
with locomotive cranes tor handling iron and el scrap 
Estimated cost $100,000 
Che Bake Rauch & Lane Co., Cleveland, has awarded 
mtract to P. J. Kennedy & Co. In 1604 Maple street, 
Holyoke, Mass., for its new automobile plant at Williamay 
sett It will comprise a main building, 300 by 325) fe 
Festi ted cost, $300,000 
Che Probe rt Sheet \Letal Co.,; Cincy nati, recently 
ed with a capital stock of S3O,000, is plat ling o build 
ne-story tactory at Covington, Ky., 10 by 140 leet, tor the 
invtacture ot metal doors, windows and po table The il 
buildin Ss Heizer 1s president 
Phe H ppes Nelson Rooting ¢ o., 4900) Filmore street, 
Chica o, has completer plans for anew plant in the Melrose 
Park district, to includ: a main building, 100 by 20 feet, 
l ne-stor subsidiary struetiy s, b 140 na 
Estimated co $400,000 
vell Refining Co.. Parsone Buildin Henrvetta, 
( ing a new oil refinery o; a twelve-acre site 
I hased for that purpose. Thy Inttial plant, which 
$250,000, will have an o1 tput of about 2,000 barrels 
daily John F. Coyvswell is preside 
\cklin Stamping Co.. Toledo, Ohio, has icquired a site on 
which will erect a new plant to employ 750 men The 
capital stock will be Increased from S$50.C00 Sa00.000 
James M Acklin is vice-president at d general man; cr, and 
William C. Acklin. seer tary and treasure 
i Motors Corpor $07 Schubs Phila 
delphia, is planning the erection of a new plant 
at Andglusia, near Philadelphia. It will he one by 500 


with a department for assemblin< 
I. R. Erwin, 44 Court street, Brooklyn, is engineer 
Monroe-Louisiana 


ganized, is building 


Estimated cost, $500,000. 


C; rbon Rk Monroe. La 
a carbon plant 
roe, to cost approximately $1,000,000, 
to consist of 


president, anc 


recently o1 
Mon 


Louis, is 


Hancock, near 
including 
thirteen units. Edmund C 
1 Barney Oakland, Monroe. 

Hudson Tire & Rubber Co.. Yonkers, 
plans prepared by the Osborn En ec 
for a ne w three -story plant, to cost $350,000. United 
Light & Power Co., 130 East Fiftesnth street, 
City, has acquired an entire block, tor $90,000, t 
a site for a new electric generating plant 


machinery, 
Beckman, St 
superintendent 
N \ having 
ineccring leveland, 
electric 
New York 


oO be used as 


Peters Motor Corporation, Trenton, N. J., recently organ 
ized, is planning for the establishment of a local plant 
the manufacture of a popular-priced automobile I: 
Peters, Pleasantville, N. J., is president, and James P. 
berly, 11] West State street, Trenton, IS VICE -president 

Petroleum Heat & Power Co., 511 Fifth avenue, 
York City, manufacturer of oil burning heating 
with plant at Stamford, Conn. has acquired 4 
land at Gree npoint, Brooklyn, for about $500,000, which it 
will use for a branch works. The company is planning to 
erect a number of structures on it, includine 


for 
James 
Cub 


New 
Svstenis, 


ACTES 


or 


a foundry 


INCREASED CAPITAL. 
Dwiggins Wire Fence Co., Anderson, 
its capital stock from $175,000 to $200,000. 


Howell Electric Motors Co., Howell, Mich 
its capital stock from $375,000 to $500,000 


Inc., has increased 


, has increased 


Rome Metal Products Co., 23 West 43d street, New York 
City, has increased its capital stock to $101,000. 


The capital 
troit, has been increased from 
The Hurlburt Motor 


nounces an increase in its 


stock of the Capitol City Works 
i $200,000 to $500,000. 
Truck Co., Harrisburg, 
capital stock to $280,000. 
Champion Machine & Forging Co., Cleveland, 
creased its capital stock from $1,000,000 to $2,000,000 
United States Malleable Iron Co, 
an increase 


Brass De- 


Pa. 


> 


has in- 
, Toledo, Ohio, announces 
in capital stock from $250,000 to $850,000 
\merican Tractor Harvester Co., Pittsburgh, announces 
an increase in capital stock from $500,000 to $1,000,000, 
Super-Heater Boiler & 


& Furnace Co., Mount Vernon, Ohio, 
will increa 


ts capital stock from $100,000 to $250,000 
Hammon Optical Machine Manufacturing Co., Vincennes, 
Ind., has increased its capital stock from $70,000 to $100,000 
Buckingham Steel Co., 
N. ¥ i 


Crown 


sel 


5610 Second avenue, Brooklyn, 


its capital stock from $10,000 to $50,000 
Chandelier Co., 103 Mott street, New York Cit 


announces an In capital stock $15,000 
SOO 000 


h ts INCTCASE d 


increa from to 


he Capital st 


turing Co., Cle 


of the Bettcher Stamping & Manufac 


veland, has been increased trom $100,000 t@ 


$200,000 

Phe Capital 
Wihnington, 
$1,000,000 


the 


bec 


stock of 


Del, h 


Schimeck 


d 


Gear & Screw Co 


as from $200,000 to 


National Indicator Co., 852 Vernon avenue, Lone Island 
City, N. Y¥., has increased its capital stock from $150,000 
to $275,000 

Nolen Standard Mutiles Ce., 1919 Broadway, New York 
City, announces an increas Nits capitalization from $350,000 
» S450,000 

Philadelphia Gas Range Philadelphia, manufacturer 
heating jUtpM has ised its capital stock from 
Sa0,000 to $100,000 

Victor \Metal Products ( 29 Broadway, New 
Yor] ( tv, announces nerease in capital stock trom 
$100,000 to $200,000 

H pital ck of u l’enn-Seaboard Stee] Co., Franl 
in Bank Building, Philadelphia, has been Increased from 
$1,250,000 to $1,750,000. 

Vhe capital stock of the Texas Co.. Houston, Texas 


Operating 


S83,000,000 


extensive oil 
to $135,000,000 
\nn Arbor Machine Co ha 
\rbor Machine Corporation, and its 
trom $150,000 to $500,000 
The capital the & Judd Manufacturing Co 


New Britain, manufacturer hardware 
has been Increased by $500,000 


refineries, has been ing reased from 


s be Ih reorganized 


the Am 


capital stock increased 


as 


stock o North 


Conn., of spc clalties, 

Lape er Tractor ‘Truck Co., Lape er, Mich 
capital stock $100,000 $300,000, 
name to Lapeer Trailer Corporation 


The capital stock of the International 
Stroudsburg, Va., manutacturer 
been increase d from $300,000 4 


, has increased its 


from and changed 


to its 


Boiler 
and 


Works, 


boilers tanks, has 


0 S500,000 


ot 


Glassmann-Bartha Welding Corporation, 132 Tenth 
f equipment, 


nue, New York City, manufactures ot 
has increased its capttal stock to S100,000 

Trafic Motor Truck Corporation, New York 
plant at 3807 Lacled« avenue, St. Louis, Mo., has 
its capital stock from $1,000,000 to $2,000,000. 


welding 


City, with 
increased 


Colonial Foundry Co., 


Louisville, Ohio, has 
capital from 


$65,000 to $250,000 The 
making extensive improvements in its plant. 


increased its 


stock company 


is 

The capital stock of Charles Ross & Son Co., 148 Classon 
avenuc, Brooklyn, N. Y., manufacturer. of machinery and 
parts, has been inereased from $200,000 to $500,000. 


The Draeger-Corbett Machinery Oi. Milwaukee, Wis., 
manufacturer of machine tools, mill and factory equipment, 
has increased its capital stock from $25,000 to $50,000. 

Pen Co., Janesville, Wis., has increased its capital 
from $100,000 to $1,500,000, and is completing con- 
struction of a new seven-story plant, 125 by 250 feet. 


Parker 
stock 


Keeley Stove Co., Columbia, Pa., announces an increase in 
its capitalization from $300,000 to $750,000. It is plannine 
tor the erection of a four-story 


and basement addition. 
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Buy Bond Power Transmission 
and be “‘Double-Sure” of secur- 
ing satisfactory service. 
BOND FOUNDRY & MACHINE CO. 
Manheim, Lancaster Co., Pa. : 
ASSOCIATED COMPANIES 
4 Lo any hilad a : 
ine Con Ch a, = 
Cor any, Phuilade 
W I = t 
An 
| 
| FIFTY-ONE YEARS of sincere effort to furnish | 
| 


the highest quality of material and service to 


| the mill supply house | 


} 

} 

| 

| 
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CLEANING AND POLISHING TEXTILES 


Journal Box Packing Prepared Wool and Grease 


THE J. MILTON HAGY WASTE WORKS — Philadelphia 
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Sharon Pressed Steel Co., Wheatland, Pa., plans to in- 
crease its capital stock from $500,000 to $2,000,000. The 
company has had plans prepared for extensions to its plant. 

Standard Steel Automotive Corporation, Los Angeles, 
Calif., manufacturer of automobile equipment, has increased 
its capital stock from $50,000 to $100,00. G. R. Keith is secretary. 

The capital stock of the General Heating Corporation of 
America, 1472 Broadway, New York City, manufacturer of 


heating apparatus, has been increased from $150,000 to 
$1,000,000. 
The capital stock of the Central Machinery & Supply Co., 


lola, Kansas, has increased its capital stock from $25,000 to 
$250,000, and changed its Machinery & 
Supply Co. 


name to. the 


The capital stock of the Anchor Cap & Closure Corpora 
tion, 81 Prospect street, Brooklyn, N. Y., has been 
from $1,000,000 to $2,500,000 It operates 
Astoria, L. I 


nereast d 


a branch plant at 


stock of the 


‘The capital 
Grand Rapids, 


Litscher & Lite Corporation, 


e batteries and 


other electrical products has been ncreased 
to $5,500,000 


1 from $1,500,000 


The capital stock of he ron Lo Cleve 
land, has increased its capital stocl fron $1,500,000 to 
$3,500,000, and has unde or al on extensior » 
ts departments 

Tool Co Richmond nd has in 
S100,000 to $1,000,000 he 
ncrease its capacity through addi 
Star Co., Youngstown, Ohio, 
( n S1O0,000 to $350,000, and 
Robert Carnick is sident nd 

mat 
es Co., 123 West 56th street, New 
© of electrical hatteries 
from S800,000 to [he 

ompany has a plant at Newark, N. J 

The W. L. Romaine Machinery Co., 214 Sycamore stree 
Milwaukee, jobber and deater is 
has increased its pital | om $50,000 to $12 0. W.] 
Romaine Is preside nd ( 

The capital stock ol | td rrol lo | ) 
Columbian, Ohio, h beer ncreased $25,000 ) 
$50,000 The company is planni to erect r 


resent plant, and will stall new machinery, 


Gray’s Engineering Works, Galveston, Texas, recently in- 


reased its capital stock to $400,000 It has acquired tl 
ants and business of the Marine Iron Work ind the 
International Iron Works, and will remodel the buildings 
for the production of iron and steel castings H. Gi S 


president. 

American-La France Co., Elmira, N. ¥ 
motor-driven fire equipment, announces an increase in cap 
ital stock from $4,950,000 to $5,950,000. The company re 
cently awarded contract to the Foundation Co., New York 
City, for a new plant at Bloomfield, N. J., to 
motor trucks 


manufacturer ol 


nanutacture 


NEW INCORPORATIONS. 
Lime Stone Co., Black Creek, Wis., 
to operate large limestone quarries. 
J. R. Walker and C. B. Rix. F Maas, : 
president and general manager. The company is planning 
to invest about $60,000 in new equipment and machinery 


Outagamic $100,000, 
include 


Black Creek, is 


Incorporator 


Edward G. Acheson, manager of the Acheson Graphite 
Co., Niagara Falls, N. Y., manufacturer of electrodes, lubri- 
cating products, ete., has organized the Acheson Products 
Co., Inc., under Delaware laws, with a capital stock of 
$1,000,000, to manufacture similar specialties. Incorporators 
include John S. Parker, South Orange, N. J., and Frederick 
F. Seary, Paterson, N. J. 

Machinery & Supply Corporation, Joplin, Mo., $500,000, to 
operate throughout the Southeast, handling equipment used 
in zinc mining, coal mining aand cement manufacture. The 
company will take over the Central Machinery & Supply 
Co., Iola, Kansas, and the second-hand machinery of the 
United Iron Works Co., Inc. It is also planning to erect a 
new plant, warehouse and office. D. C. Morrow, Kansas 
City, is president; J. G. Starr, Joplin, treasurer, and J. H. 
Campbell, Kansas City, secretary. 


JPIP LES 


GENERAL NEWS. 


The U. S. Expansion Bolt Co., 25 Elm street, New York 
City, has moved to 139 Franklin street, same city. 


A. H. Busch, president of the Busch Pipe & Supply Co., 
Los Angeles, Calif., died at his home in that city Septem- 
ber 11. 


The business of the Continental Piston Corporation, 
Detroit, of which W. H. Cochran is president, will be moved 


to Midland, Mich. 


The Boyer-Campbell Co., Detroit, has been appointed 
exclusive representative in its territory for the Union Twist 
Drill Co., Athol, Mass. 


Phe \tl Tractor Detroit, will move to Adrian, 
Mich., and its name changed to the Adrian Tractor Co 
Che compar Is planning to erect a new plant 


Phe Savage & Love Co., Rockford, IL, 


manufacturer of a 
entritugal pulp and general mill and factory supplic 5, cor 


Cs 1 ts plant Michigan City, Ind 
Llawl Nut & Scre Co., Detroit, Mich., has taken over 
plant of the Detroit Pay & Di Machine Co:, 1712 
(sratiot nd will specialize on serew machine 
rodu 


Machin 


dd to present line of hydraulic and power machi 
natic and yvdro-pneumatic riveters and 
a td nes 
The St lanut tut Corporation, 4500 | 
( Manutacturer of bronze bearings 
pened new brat ch othce at 30 Church street 
N vy Yo { n charee of Lon Ruprecl 
Victo ) Acetylenc | upment Co., San Francisco, 
( i s opened an office in Cl go at 10 North Jefferson 
t i. W. Clifford, secretary and treasurer of the con 
1 oO ily in charge w district sales manager 
|) ( Well Chicace 
emo 4 roll avenue, where the 
) | iequa 1 cll s line o 
louble co ssion couplings, primit cups, packless rad 
1} nder more efficient service to its customers 
vestern New York, the Jeffrey Manutacturing Co., 
Columl E (ohio, has Ope ed brancl ofttice in Buffalo, 
1108 Marine Trust building, which will be in charge of H. W 
{ ormerly at the home offi rot the conipany 
( ee Chicago, has con ple ted arrangements to open 
ts office in the Hill Building, jacksonville, Fla., in the neat 
H. Netti director oO he Federal Reserve Bank 
with headquarters in Birmingham, Ala., south- 


resentative of the Crane Co., and E 


H. Thomp 


visited Jacksonville, to complete 


cenuly 


re 
irrangements for the establishment of this plant 


Phe Schwartz Mill Supply Co., Inc recently 
orgal it w Orleans, La., with address at 520 Toulous« 
eet, has purchased the surplus valves, pipe and fittings in 
the Southern district from the U. S. Shipping Board, and 
plans to embark in the general mill supply business on a 
large scale Che members of the firm are E. Marx and 


i 

I. Marx, of A. Marx & Sons, and A. Deitenthal and L. Seid 
nbach, of the Southern Scrap Material Co... New Orleans 
dward Schwartz is president and general manager. 

\ckerman Brothers Co., Inec., 195 Liberty street, New 
York City, has been appointed direct representative in the 
New York district for C. E. Johanson, Inc., Poughkeepsie, 
N. Y., manufacturer of standard gaging sets, precision gage- 
blocks, snap gages, plug and thread gages. The company 
has also been appointed representative for the Charles L. 
Tarvis Co., Gildersleeve, Conn., manufacturer of high-speed 
tapping devices; B. C. Ames Co., Waltham, Mass., manu- 
facturer of dial indicators and bench lathes; T. R. Almond 
Manufacturing Co., Ashburnham, Mass., manufacturer of 
micrometers and chucks; American Saw & Manufacturing 
Co., Springfield, Mass., manufacturer of hacksaw blades; the 
Van Keuren Co., Boston, Mass., -nanufacturer of optical 
measuring equipment; Huther Brothers Saw Mannfacturing 
Co., Rochester, N. Y., manufacturer of metal slitting saws, 
and the Ready Tool Co., Bridgeport, Conn., manufacturer of 
tool-holders, centers and lathe tools. 


? 

ay 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


* °* The material used in the manufacture of VOGEL closets is the best to be obtained. 


factory. 


The seats are exceptionally strong and durable, the operating levers are of mal- 
| leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
\When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
a removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 


THE WORDS 


‘‘Charlotte Exclusive 
Dealer Proposition”’ 


mean to you—a Dealer—‘‘ The 
proposition that insures 
you larger profits ”’ 


Clean Quality Trouble Free 


Give us an opportunity to 
tell you about this 


CHARLOTTE LEATHER BELTING CO. 


CHARLOTTE, N. C. 


Western Distributing Center and Warehouse 


Hunter Building - - 337 West Madison Street - - Chicago, II. 


BULL DOG 
Shaft Coupling 


f > 
wae \ 


th 1 t ling 
sift tv 
No bol th 
Ne a\ 
time mot 
Ins t with y t ids 
With tl sight-l lip 
one f ti if 
Ir end shaft un th 
Vv it the sight le 
rn 1 y pow I 1 
] ri minute How it 
vork 
Simply f ll in eccentr 
ha gt ) break 
order, 
fry the Bull Dog Coupling or Collar 
our RISK 


SAFETY FIRST MANUFACTURING CO. 
ALEXANDRIA, VA. 
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U Liles, 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SALESMEN WANTED 


WANTED—Salesmen with experience in mill supplies for 


Pennsylvania territory State experience and salary ex- 
pected. Address No. 648, Care MILL SUPPLIES, 537 S$ 
Dearborn Street, Chicago —12 


WANTED—Salesman and jobbers to handle our turret at 
achments for lathes and drill presses; also adjustable light 
brackets. Big demand. Easy sales. Address Newman Manu 
facturing Co., Cincinnati Ohio 3-5 

WANTED—Man thoroughly posted in factory supplies, 
pumps, steam specialties and transmission. Good salary and 
ommission. City job—use of car. Address Ft. Wayne Oil 


& Supply Co., Ft. Wayne, Ind 


SYSTEMATIZE YOUR STOCK BINS 


Bin label cards for Ford auto parts, sheet metal card holders, 
+ pe 
ansparent celluloid card covers, bin markers and stocl 
irds for mill, hi 
samples and prices, and for booklet, “How To Systematize The 
Stock Room.” Haddon Bin Label Co., Haddon Heights, N. J 


WELL KNOWN PRODUCTIVE SALES ORGANIZA- 
TION 


With successful record for the past num 


wardware, auto and plumbing supplies 


yer of years, 


acquainted with personnel of machine shops, foundries, 
factories, etc., will consider acting as exclusive agents for 
manufacturer or inventor of merited specialty. Have sixteen 
hustling salesmen covering all parts of United States. Can 
furnish satisfactor eferences as to financial standing 
Address No. 646, care MILL SUPPLIES, 537 S. Dearborn 
Chicago —11— 


SEWAGE DISPOSAL SYSTEM 
Sewage disposal outside sewer district. With or 
A rks. Use Russell Systems. Ad- 


Disposal Co.. Burlington, Iowa. 


SITUATIONS WANTED 


SALES AND ADVERTISING MANAGER seeks a job 
vhere real constructive sales and advertising knowledge art 
sential requisites in securing maximum sales results. Now 


uployed, but desires change Address No. 652, Care MILI 
SUPPLIES, 537 S. Dearborn St., Chicago 
WANTED—By experienced mill supply salesman with 
ve following in Florida and South Georgia, connection with 
strong factorv line to be handled direct to the larger mills 
n this territory Transmission or similar lines preferred. 
ddress No. 654, Care MILL SUPPLIES, 537 S. Dearborn 
St., Chicago 


AN EXECUTIVE of 28 years’ experienc as sales- 


} 


nan, department manager, manager and general manager 
with large mill supply and machinery house, and having had 
-harge of a number of branches in New York state, Ohio 


and Michigan. would be glad to consider new connection in 


same line or to undertake to put new line on market, as I 


have had wide experience in this work. References on ap- 
plication, or interview Address Executive, 187 Bryant St., 


Buffalo, 

SALES DEPARTMENT MANAGER—Man with many 
years experience in selling through mill supply dealers, 
widely acquainted with dealers in all parts of the United 


States, offers his services to manufacturers having an article, 


appliance or line selling exclusively through mill supply 
dealers. Has served successfully as salesman, sales manager, 
branch manager and execvtive. Know how to work with 


dealers to secure co-operation and increase sales in dealer 
territory. Can take full charge of sales. Address No. 660, 
Care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


FOR SALE 
FOR SALE—74 ft. 14 in. used double leather belt, in good 
condition: a bargain. Acme Asbestos Covering & Supply 
Co., 218 N. Elizabeth St., Chicago. 
FOR SALE—On account of sudden death of owner, busi 
ness consisting of complete line of safety devices for steam 
boile rs, inclvding patents, patterns and stack, can be horeht 


very reasonably. Address No. 653, care MILL SUPPLIES, 
537 S. Dearborn St., Chicago. 


DIES, TOOLS AND SPECIAL MACHINERY 


We make to order models, dies, tools and special ma- 
chinery, do experimental manufacturing and develop inven- 
tions. Cleveland Specialty & Manufacturing Co., 3003 Sears 
dale Avenue, Cleveland, Ohio. 


SURPLUS STOCK FILES, INDIA OIL STONES 


Large stock American and Swiss pattern files and 
Pike India oil stones in original packages. Very 
low prices. Send for stock lists. Clifton B. Drake 
34.8. 17th St., Philadelphia, Pa. 


SIDE LINE WANTED 


WANTED—Side line on commission basis for mill supply 
jobbers in states of Tennessee, Alabama, Mississippi and 
Loutiana \m handling mechanical rubber line of one of 
the largest manufacturers and well acquainted with mill 
supply houses Address No. 656, Care MILL SUPPLIES, 


? 


537 S. Dearborn St., Chicago. 


McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 


CASH 


We are cash buyers of Special or Job Lots 
of Factory or Mill Supplies in any quantity 


CLIFTON B. DRAKE 
34 South 17th St. Philadelphia, Pa. 


1920 Edition 
Exhausted 


because of the unusually large demand for the 
itngineering Directory from manufacturers who 
lesired to reach through its mailing lists the 
mill supply and plumbing supply jobbing trades, 
the 1920 edition of the Directory has been 
exhausted. Those who find need for the book 
and have not provided themselves with a copy 
will have to wait until the 1921 edition is issued, 
which, the printers willing, will be about the 20th 
of January. 


lf vou think you will have use for a copy of th 
Engineering Directory during 1921, the wise thing 
will be to fle your order now. The number of 
copies printed will be gauged by the number of 
pre-publication orders received 


\ special order blank is not necessary. Just tell 
ns to enter vour COMBINATION ORDER for 
a copy of the Directory and MILL SUPPLIES 
for a vear, for $4.00. Tf you are now a paid 
subscriber to MILL SUPPLIES, the magazine 
can be sent to any other address you may give 
us, or your subscription will be extended one 
vear from its expiration date 


The Crawford Publishing Co. 


537 South Dearborn St., Chicago 
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Air Cocks 
Air Valves 
Cylinder Cocks 


STERLING & SKINNER MFG. CO. 


DETROIT, 


Our Line is the recognized standard on 


Gauge Cocks 
Water Gauges 
Priming Cocks 


Write 
for 


Catalog 


MICH. 


We Want Your Trade 


F, after you have 
tried all other valve 


concerns, and are dis- 
satisfied in any way with 
their product or their pol 
icy—then it’s a good time 
to make our acquaintance, 


We want you to know 
us and our product and 
more especially our Policy. 
\s we have said before 
our policy is one of Trade 
rotection; and as it coincides with your in 
rests, we believe it will appeal to you tn 


\When it comes to Seay, Williams Vaives 
d Ste Specialtie nk uperior They are 
vertised—the ris nd is constantly increasing 
1 ve do not sell the consuming trade, we 
t cv jobber and pushing the sal 
Ken | ash or a con 
t eu rd certain size 
ye lictate the size of your 
more th 
i t l 1 You cat 
i s€ t Va t we oug 
t t t e to ou 
Valve ence 
ny otk 
Now, 1 pol 1 uas being a 
qua 1) ) u Stock Order 
ll ll ike your 
‘ ) 


The D. T. Williams Valve Company 


Cincinnati, Ohio 


We 


eT 


POWER 


MYER 


WORKING HEADS 


SELF- 
OILING 


F.E.MYERS & BRO. 


ASHLAND PUMP 


SELF-OILING 
PUMPS r shallow 


Pump th 
W th an 
Fill the 
i 


ASHLAND 
OHTO 
AND HAY TOOL WORKS 


When You Have Inquiries For 


Clocks 
Wire or write 


Hardinge Bros., Inc. 


Manufacturers 
4141 Ravenswood Ave. 
Chicago, U. S. A. 


PORTER’S BOLT CLIPPERS 
EASY-NEW EASY-ALLEN RANDALL 


30 YEARS’ EXPERIENCE BENEFIT OF BUYER 


30 YEARS’ ADVERTISING BENEFIT OF DEALER 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 
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GUPPLIES 


READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 


*Member American Supply & Machinery Manufacturers’ Association. 
For Location of Advertisements see Alphabetical Index to Advertisers. 


ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works. 
re Asbestos & Rubber Corp. 
ipire Tire & Rubber Corp. 

Th e Lunkenheimer Co 
General Asbestos & Rubber Co. 
*Michigan Lubricator Co, 
The National Tire & Rubber Co 
*The Wm. Powell Co. 
APRONS, LEATHER 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 
ARBORS 
*Detroit Twist Drill Co 
ASBESTOS MATERIALS 
Dominion Asbestos & Rubber 
*General Asbestos & Rubber Co 
AUTO SPEC IALTIES 
Dominion Asbestos & Rubber Corp. 
BABBITT METALS 
*Dod ge Sales & Engineering Co 
W. A. Jones Foundry & Machine Co 
*Lumen Bearing Co, 
*Medart Patent Pulley Co. 

BARRELS, STEEL SHIPPING 
Wm. B. Scaife & Sons Co. 

BARRELS, TUMBLING 
*Royersford Foundry & Machine Co 


BARROWS, CHARGING 
The Akron Cultivator & Mfg. Co. 


BEARINGS, BRONZE 
umen Bearing Co. 


BEARINGS, ROL 
*“The Reeves’—Reeves Pulley 
*Royersford Foundry & Machine “Co. 
BEARINGS, SHAFT 
*Bond Foundry & Machine Co 
*Dodge & Engir 1eering Co. 
Hil} Clutch Co. 
A ps Foundry & Machine Co 
*Medart Patent PuNey Co. 
rersford Foundry "& Machine Co 
Ney Iron Works. 


BEL DRESSING 


igo elting Co. 
‘hicago Rawhide Mfg. Co 
Ease-On Mount Vernon Belting 
Gandy Belting Co., The 

Betting Company 

Jos, C. Paulus & Co. 
*Chas. A. Schieren Co. 

BELT FASTENERS 

reecent Belt Fastener Co 
*Flexible Steel 
ipper Beit L 


BEI INGS, LEATHER 
*Alexander I 
*Chicago Belting C 
*Chicago Rawhide Nite. Co 
*“Cocheco’—I. B. Williams & Sons, 

To we elting Company. 

BELT LACINGS, METALLIC 
*Clipper Belt Lacer Co. 

astener Co 
*Flexible Steel Lacing Co 

BELT TIGHTENERS 
*Dodge Sales & Engineering Co. 
*The Hill 1 Clutch Co. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
*Valley Iron Works 
*T. B. Wood's Sons Co. 


BELTING, BALATA 
Dominion Asbestos & Rubber Corp. 
*Victor Balata & Textile Belting Co, 

BELTING, CANVAS STITCHED 
Carton Belting Co. 
Dominion Asbestos & Rubber Corp. 
“Gandy’’—The Gandy Belting Co. 
*Hettrick Mfg. Co., The. 
*Mount Vernon Belting Co 
Jos. C, Paulus & Co, 
*Victor Ralata & Textile Reltine Co 
BELTING, CHROME LEATHER 

*Jewell Belting Company 

BELTING, CONVEYOR 
Buffalo Weaving & Belting Co 
Dominion Asbestos & Rubber Corp. 
Gandy Belting Co, 
*Hettrick Mfg. Co., The, 
*Mount Vernon Belting Co 
*New York Belting & Packing Co. 
*Staniey’’—Stanley Belting Corp. 
*United States Rubber Company. 
*Victor Balata & Textile Belting Co. 


BELTING, COTTON, SOLID WOVEN 
Buffalo Weaving & Belting Co 


**“Burmaline,” “Alfalfa’’ —Burrell Belting Co. 


*"Staniey”—Stanley Belting Corp. 
*Victor Balata & Textile Belting Co. 


BELTING, LEATHER 
*Alexander Bros. 


Charlotte Leather Belting Co. 

*Chicago Belting Co 

*Chicago Rawhide Mfg. Co 

*Jewell’—Jewell Belting Co. 

*New York Leather Belting Co. 

Jos. C. Paulus & Co, 

Philadelphia Belting Co. 

Rose Valley Shops. 

*Chas. A. Schieren Co 

*“Shield’’—McCauley Belting Co. 

“Sterling’—Chas. Bond & Co., Philadelphia 

*T. B. Williams & Sons, 
BELTING, K 

H. W, Caldwell & Son Co, 

Howe Chain Company. 

*The Jeffrey Mfg. Co 

*Chas. A. Schieren Co 
BELTING, ROUND 

*Alexander Brothers, 

*Chicago Belting Co. 

*Chicago Rawhide Mfg. Co, 


*I. B. Williams & Sons. 
BELTING, — 
Diamond Rubber Co., 
1inion Asb estos R “Corp. 
re er & 0. 


Packing Co 
Wwe ing & B elting Co. 


Company. 
BEL TING, THRESHER 
Gandy Belting Co 
*Hettrick Mfg. Cc The 
ting Company 
*Mou rnon Belting Co 
*New Belting & Packing Co 
ms & Son 
*Victc a & Textile Belting Co. 
BE LTING, TWISTED 
*Alexance Brothers. 
*Chicago Rawhide Mfg. Co. 
*Jew Belting Company, 


BELTING, WATERPROOF 
Dreadnaught— Alexander Bros, 
ath er Belting Co, 


Belting Co. 
BE LTS, WELL DRILLING 
*Hettrick Mfg. Co., The. 
BITS, AUGER 
“Pexto The Peck, Stow & Wilcox Co. 
BITS, EXPANSIVE 
“Pexto The Peck, tow & Wilcox Co. 
BLOCKS, CHAIN 
*The Chisholm-Moore Mfg. Co, 
ht’—Wright Mfg. Co. 
*Yale & Towne Mfg. Co 
BLOCKS, PILLOW 
*Bond Foundry & Machine Co 
Chain Belt 


afting Co. 
*Dodge Sales & Engineer ng Co, 
The {ill Clutch Co 
ffrey Mfg. Co., The. 
4. Jones Foundry & Machine Co 
edart Patent Pulley Co. 
The Carlyle Johnson Machine Co 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co, 
*Valley Iron Works 

BOARD, FRICTION 
W. O. Davey & Sons, 

BOILERS, RANGE, GALVANIZED 

W. B. Scaife & Sons Co. 

BOLT CUTTERS 
*H, K. Porter—‘Easy,”’ ‘‘New Easy,” ‘‘Allen- 

Randall.”’ BOLTS, EYE 
*J. H. Williams & Co, 
BOLTS, NUTS AND SCREWS 
*Standard Pressed Steel Co. 
BRACES, BIT 

“Pexto’’—The Peck, Stow & Wilcox Co. 
BRACKETS, ELECTRICAL CONSTRUCTION 
Illinois Malleable Iron Co, 

BRACKETS, WALL 
*Bond Foundry & Machine Co. 
*The Hill Clutch Co. 
*Medart Patent Pulley Co. 
*Valley Iron Works, 

BRAKE LINING 
Dominion Asbestos & Rubber Corp. 
*General Ashestos & Rubber Co. 

BRASS GOODS, STEAM 

*Amerlean Injector Co. 


Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co, 
*Michigan Lubricator Co, 
*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 
*The D. T. Williams Valve Co. 
BRONZE BUSHINGS AND BARS 
*Lumen Bearing Co. 
BROOMS, FACTORY, W AREHOUSE AND 
RAILROA 
*Indianapolis Brush & Sean Mfg. Co, 
*The Osborn Mfg. Co. 
BRUSHES, FLUE AND HEATER 
*The Osborn Mfg. Co. 
BUCKETS, ELEVATOR 
W. H. Caldwell & Son Co. 
Howe Chain Company. 
*The Jeffrey Mfg. Co. 
*W. A. Jones Fdy. & Machine Co. 
BUILDERS’ HARDWARE 
Peck, Stow & Wilcox Co. 
CAR-MOVERS 
*Appleton Car-Mover Co, 
CAR WRENCHES 
Safety Wrench & Appliance Co, 
CARTS, CONCRETE 
The Akron Cultivator & Mfg. Co. 
CASING, WELL 
National Tube Co, 
CASTINGS, BRASS, BRONZE AND 
ALUMINUM 
*Lumen Bearing Co. 
CASTINGS, GRAY AND 
Detroit Brass & Malleable Wor 
*The Hill Clutch Co. 
Illinois Malleable Iron Co, 
*The Jeffrey Mfg. Co. 
CEMENT, LEATHER BELT 
*Alexander Brothers 
*Chicago Belting Co, 
*Chicago Rawhide Mfg. Co. 
*Cocheco—I. B. Williams & Sons. 
Jewell Belting Company 
*Chas. A. Schieren Co, 
CHAIN BELTS 
H. W. Caldwell & Son Co, 
Howe Chain Company. 
*The Jeffrey Mfg. Co. 
*w. A. Jones Foundry & Machine Co. 


CHAIN, COIL, CONVEYOR, DREDGE, LQAD- 
ETC, 


NG, LOGGING, 
Howe Chain Company. 
*The Jeffrey Mfg. Co. 
CHISELS, CARPENTERS’ 
“Pexto’’'—The Peck, Stow & Wilcox Ge. 
CHUCKS, DRILLS 
*E. Horton & Son Co, 
*Detroit Twist Drill Co, 
CHUCKS, LATHE: 
*E. Horton & Son Co, 
*'Sweetland’’—The Hoggson & Pettis Mfg. Co 
CLAMPS, BELT 
*T. B. Wood's Sons Co. 
CLAMPS, “C” 
Machinists’ and Toolmakers’ 
*Armstrong Bros, Tool Co. 
*“Vulcan’—J. H. Williams & Co, 
CLIPPERS, BOLT 


*H. K. Porter 
CLOCKS, WATCHMAN’S PORTABLE 

Hardinge Brothers, Inc. 

Newman Clock Co. 


CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
CLUTCH FACING 
Dominion Asbestos & Rubber Corp. 


CLUTC HES FRICTION 
H. W. Caldwell & Sons Co, 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co, 
Edgemont Machine Co., The. 
*The Hill Clutch Co 
‘Lemley”"—W. A Jones Fdy. & Mach, Co 
*Medart Patent Pulley Co, 
*The Moore & White Co. 
*Geo. W. Pyott Co. 
*“The Reeves’’—Reeves Pulley Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 
COCKS, AIR 
*American Injector Co. 
Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*Michigan Lubricator Co. 
*The Wm. Powell Co. 
*The Sterling & Skinner Mfg. Co, 
*The D. T. Williams Valve Co. 


When writing to Advertisers please mention Surprises. 
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seve cs CA 
NULL 
COCKS, BALI COUPLINGS, SHAFT, FLEXIBLE DIES, BOLT THREADING 
*Detroit Lubricator Ce \ \. Jones Foundry & Machine Co The Nationai Acme Company. 
*Meliae & Koberts Co. Smith & Serrell DIES, PIPE THREADING 
*The Sterling Skinner Mfg. Co COUPLINGS, SHAFT, FRICTION CUT-OFF ‘The Borden Company 
COCKS, CORVORATION The Cariyie-Johnson Machine Co Greenticld Tap & Die Corporation 
*The H Clutch *Toledo Pipe Threading Machine Co 
iken] mer Co \V \. Jones Foundry & Machine Co DOGS, LATHE 
Powell Co M ut 2 tent Vulley Co A) strong Bros. Tool Co 
COCKS, GAUGE Works Vulear J. H. Williams & Co 
n Injector Co CRABS, HOISTING DRILLING POSTS 
& Tow Mig. Co rinst tros 
\ rong Bro Pool Co 
CRANES DRILLS, BIT STOCK, FOR WOOD OR METAI 
. \ neton Engineern Co Detroit T st 
Sige CRKRANKSHAFTS Pexto"—The Peck, Stow Wilcox © 
*7 b. T. W DRILLS, ELECTRIC 
COCKS, STEAM AND SERVICE CUP LEATHERS U.S 4 Mant 
Crar ( > > 
The | nt ‘ 
*Mch Graton & Wnight M DRILLS, RATCHET 
*T) \ I CUPS, OLL AND GREASE The Armstrong Bros. Tool Co 
‘The D. T. W \ Co \ I ‘ Poxte T Pe Stow & Wilcox ¢ 
COLLARS, SHAF'! \ I DRILLS, TWIST, CARBON AND HIGH SPEED 
*Bor in & N Co 4 . Detroit Tw t In ce 
( I & bd W n & Barnes Mfg. Co. 
tor Co. Twist Drill Co 
*M DROP FPORGINGS 
& M va be « 
CUPS, PRIMING DRUMS, CAST TRON 
I 1 \ Lunket r M Patent Pu 
*T, B. Woods’ Sons ( CUTTERS, BOLT, RIVET AND WIRE _ DRUMS, STEEL RIM 
CONDUIT, FLEXIBLE METALL Port M nt Pulley ) 
B Manufact CUTTERS, MILLING EJ ECTORS 
CONTROLS, DASH, PUSH AND PULTE troit "A It r 
reeze Manu 1 CUTTERS, PIPE ELECTRIC ARMS, FLEXIBLE, FOR PORT 
COUNTERSHAPTS, SMALI ABLE LAMPS 
M \ Mit 1! ‘ 
COUPLINGS, MOTOR 1 ELECTRIC LANTERNS 
Bir] I Work Elect 
COUPLINGS, SITAR ELECTRICAL SOCKETS AND BUSHINGS 
‘inci CUTTERS, TOOL HOLDER 
& ELIMINATORS, OLL 
‘The H CUTTING DIES FOR LEATHER, PAPER AND DT. W Valve | 
ew. A CLOTH ENGINE AND BOLLER FITTINGS 
i M CYLINDERS, WATER, AIR OR GAS 
Sy CYLINDERS, WATER, BRASS AND BRASS 
Stand LINED r \\ 
r, B. 
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BELTING 
TRANSMISSION 
CONVEYOR. 


FIRE 


Tepeat orders Constitute the 
basis of our Business Development 


S Dividends rendered in satisfaction and Service prove 
Empire Mechanical Rubber Goods an excellent investment. Z 


Distributed Solely- by Representative Mill and Supply Jobbers Z 


HOSE 
WATER:STEAM 
AIR: OIL'S UC TION 
GARDEN-’FIRE and 
MILL HOSE. 


Factories at T: 


-enton., 


ire 


MATS 
MATTING 
PACKING 

RUBBER BANDS 


— 
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QUPPILUES 


Are You Making Much Money On 
Your Broom and Brush Sales? 


RANKLY—do you figure that your brooms and 
brushes pay you the profit you have a right to 
expect? Are your sales growing? 
If you're not 100% satisfied, read a 
little further. 


What’s the trouble? If you 
wont be irritated by 
some straight-from-the 
shoulder comments. 
perhaps we can steer 
you to a better point 
of view on the sub- 
ject. 


In the first place. 
can your salesmen 

be actually enthu- 
siastic about the 
brooms and brushes 
you carry? If they 
can't be honestly en- 
thusiastic. your cus- 
tomers cant be prop- 
erly satisfied. 


In the second place. ts your 
stock uniform or are you 
buying a medley of different 
makes? If the latter, you are 
assuredly gambling as to quality and 
a goodly share of your customers are not 
vetting the service they properly expect and are not 
certain to come back to you on the next purchase. 


In the third place. are you carrying the most up-to- 
date items? The progress in brushes and brooms 
has been rapid in the last few years and the biggest 
sellers today were unknown not so very long ago. 
(For instance, ask an Osborn salesman about 
“Economy Wire Wheels” and “Tampico Sections”). 


Many a mill supply house is quietly building its 


brush-and-broom sales to a figure which would 
utterly surprise its rivals by the simple plan of 
linking up with the sales-plans which 
have made “Osborn,” year after year, 
the biggest selling line of brooms 
and brushes in the industrial 
field. It cashes in on the 
very same points of pop- 
ularity. 


We are always glad 
to explain by Ietter 
or personal call the 


fine points in the 

Osborn  proposi- 
tion which have 
made merchandise 
bearing the name 
the sales-leader in 
its field. 


1. The unique Osborn 
hroom-and-brush experi- 
mental laboratory. 


2. The world-search for the 
best materials—-137 different 
kinds to make each of 537 items 
the best of its kind. 


3. Skillful advisory service to aid 
each supply house in selecting the as- 
sortment best fitted to its sales territory. 


1. The sales-power of the unit-stock. 
5. Advertising to make its broom and brush sales easier and 
faster. 
If you are not satisfied with your brush and broom sales, if 
they are not increasing, write us and say that you have been 


interested in our message in the October issue of MILL 
SUPPLIES. The next step will be up to us. 


THE OSBORN MANUFACTURING COMPANY 


New York CLEVELAND Detroit 


San Francisco 


Chicago Milwaukee 


When writing to Advertisers please mention Suppries. 
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: ENGINEs, HOISTING *Michigan Lubricator Co *Royersford Foundry & Machine Co 
Soniers, Fitler & Todd Co *The Ohio Brass Co. *Standard Pressed Steel Co 
FASTENERS, BELT The Penn Engineering Co *Valley Iron Works. 
*Clipper Belt Lacer Co *The Wm. Powell Co °*T. B. Wood's Sons Co. 
Crescent Belt Fastener Co *Sterling & Skinner Mfg. HATCHETS 
*Flex ng Ce GASKETS “Pexto’—The Peck, Stow & Wilcox Jo 
ewell Belting Jew ‘otter Hooks.” Akron Metallic Gasket Co HOISTS, TROLLEY 
FEED WATER SOFTENER AND PURIFIER) *Dianond Rubber Co.. In ington Engineering Co. 
* Dodge Sales & Engineering Co Dominion Asbestos & Rubber Corp Chisholm-Moore Mfg. Co 
Wm. B. Scaife & Sons Co Flexitallic Gasket Co HOISTS, CHAIN 
FILES *General Asbestos & Rubber Co Armington Engineering Co 
rks * Jer 1 m-Moore Mfg. Co 
& Sons, Inc *New York B 
Nichols« File ompany *United St Towne Mfg. Co 
FILTERS, WATER HOISTS, ELECTRI( 
B. Scaife & Sor ( Bost G "The Jeffrey Mfg. Co 
FITTINGS, GAS FIXTURE H. W : HOLDERS, TOO! 
troit Brass & M Vi es ‘Armstrong Bros. T Co 
FITTINGS, PIPE, MALLEABLE Jot HOOKS, BELT 
Illinois M e 1 Co Pyott Geo. W ‘ e St Lacing Co 
Mi HOOKS, HOIST 
iH a Ping Lo *V\ A. Jones Fou & HOsE, AUTOMOBILE AND GARAGE 
M Patent I HOSE, COTTON 
B. Wood's GOVERNORS, PUMP Core 
FLY WHEELS, CAST IRON GRATES, BOLLER af Yor B ig & | g 
le & Ex né *\ Tro I B { 
GREASE, LUBRICATING HOSE, FIRE 
Le S, t 1 ) 
GUARDs, ELECTRIC LAMP 
tAMES St - 
: GUNS, OIL AND GREASE ; 
P HACK SAWS AND FRAMES 
I W ° ton & | 
FRICTION CLUTCHES st *Uy States ] 
( HAMMERS, HAND HOSE STEAM 
HANDLES, CRANK, BALANCE AND 4 
\ N 
; S. Starrett HANGERS, PIPE ‘New York I 
GAGES, CALIPER The n Engi Stat Ce y 
I HANGERS, SHAF! HYDRAULIC LEATHER 
GAGES, WATER M SA r Brothe 
) I > Rawhide Mfg. C 
B cP t IDLERS, BELT CONVEYOR 
Lur ma INJECTORS 
*Mc!I & J °M t Co 


SOLID i 
WOVEN 
COTTON 


Since 
its users 
economy. 


1884 Stanley 


Belting 
thru quality, 


has served 
performance and 


Throughout this period the dealer and 
jobber have been the medium of service at 
a liberal profit. 


Desirable 
able. 


territory is still avail- 
A request will bring details. 


STANLEY BELTING CORPORATION 
32 So. Clinton St. Chicago 


EDGEMONT 
FRICTION 
CLUTCH 


Co-operation for 
“Edgemont” Dealers 


Our engineering all times 
Our dealers find this 


submitted to 


service af 
1dyvise or the 
most helpful, 
them for advice. 


proper 


many unusual clutch problems are 


The successful operation of Edgemont clutches is assured 
when the proper size and type of clutch is selected. By advising 
our engineering department of conditions, the proper clutch is 
supplied, fully able to handle the drive. This technical service 
good will and confidence between ‘‘ Edgemont” dealers 
and their customers 


breeds 


Write for the Edgemont 
Dealer Proposstion. 


EDGEMONT MACHINE CO., INC. 
DAYTON, OHIO 
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with Chain Guide 
Brings out-of-the-way valves 
4 
4 WILL SUPPLY YOU WITH within easy reach from the 
floor. Simply 
| The only GASKET which positively 
| 
| takes care of all expansion and con- Write 
| traction. FLEXITALLIC is the only woe 
Catal 
” Jata og 
| gasket you don’t have to “follow up. 
| 
| 
; | Here are a few of the supply houses which can fill 
i your requirements for the BEST GASKET MADE: 
| ALABAMA. -St ‘ 
VALIFORNIA—-O. M. Sit ‘ 
LOREDA 
4 i] Roni | New Bedford, Mass. 
ILLINOIS —S. Drum M St.. Ltd., Toronto, Ont. Jenkins Brothers, 
| & Sup. ¢ 1 Washington Blvd., Chicago, Western Dis- 
KENTUCKY-—-1 I | tributors. 
5 | MARYLAND & Gale | 
MASS. Evans’ Mill Supply ¢ B 
i} 
| MICHIGAN Ave Mfg. ( Battle | 
4 MISSOUREL—& i A. Co 
NEW JERSEY--Wim. S. Ros N | 
| N I Er S ( 
NEW YORK I i 
i} ‘ Sout 
‘ I 
| i Machine Works, I | 
| Ila & Co 
| N. CAROLINA -New Bern Tron W & S New I 
OULO—E. A. Kinsey ¢ 
Tomlinson Steam S ‘ 
i | Corken ( When 
PENN.—Charles Bond Co... You Choose 
Armstro an Pi irgl 
Ht Bld { Hoist 
W 
i | Wm. A ot select the one that 
i | TENNESSEE—C. M K “en made the sole product 
Towner Mi plant—where every man has 
i | TEXAS— Rathbun Companys El Pas become a [oist speci alist and where 
5 Producers Supply & Tool Co Fort Wortt they think, experiment and tall 
RAINY > Mac Norfall nothing else? This concentrated 
VIRGINTA Cary t experience and talent is plainly 
' visible in every Wright Hoist when 
W. VIRGINIA—Trimble & Lutz Sup. Co Whee it is in operation 
WASHINGT’N Atlas Packing & Rubber Co. Seattle Our confidence is embodied in our 
Walsh & Gardner Co. Tacoma ironclad guarantee. 
QUEBEC Williams & Wilson, Ltd.. $4 Inspeetor St., M Hr 
MANUFACTURING 
COMPANY” 
Lisbon, Ohio 
“ 
Have you a copy 
GASKET CO. of our coniplete 
Hoist catalog 
CAMDEN, NEW JERSEY your files? 


LEADING SUPPLY 
HOUSES 


——Adjustable— 
SPROCKET RIM 


When writing to Advertisers please mention. Mi_t Suppvigs. 
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KRULL 


©The Lunken! y Mfg. Co. MOVERS, CAR 
INSTRUMENTS OF PRECISION MACHINERY CONVEYING AND ELEVATING MULE STANDS 
KNIVES, MACHINE & Engineering Co 
LACK LEATHER MACHINES, GRINDING AND POLISHING r. B. Woo s 
( Four & Ma ne \ Iron W 
MACHINES, HACK SAW NUTS AND SCREWS 
N Atkins & ¢ ! Nit rat \ Co 
Ne MACHINES, PIPE CUPTING & OAKUM 
THREADING & Sox 
\\ 
'K 
LACING, BELT, METALLIC WELL AC ESSORIE 
Powe 
ne M OLLING DEVICES 
MACHINES, PUNCHING AND SHEARING W. A Mig. 
LAMP GUAKDS LOK INCANDESCEN' Amerioan. 
LAMPS 
; MACHINES, SHEET METAL WORKING 
NG MACHINERY, WOODWORKING 
LEATiha BELTING PACKING, AMMONIA 
> are \ & Rubber ¢ ry 
LEATHER SPECIALTIES 
MALLETS AND HAMMERS, RAWHIDE Belting & 1 


LEATHERS, HAND 


LUBRICANT s, ROLLER BREAKING 


LUBRICATORS 


MILLBOARD 


MACHINE TOOLS 
MACHINES, BELT LACING 
MACHINERY CLUTCHES 


MACHINERY, COAL HANDLING MOTORS, 


MATS AND MATTING, RUBBER 


MEKCHANDISE CONVEVORS 


METAI BEARING 


Mill. LEATHERS ALE KINDS 


MOTOR TRUCKS 


AL TOMOBLLE 


PACKING, ASBESTOS 
\ & Rt er Cor 


PACKING, HYDRAULIE 
M 
I 
i 


PACKING LEATHER 


PACKING, PISTON 


MILE, SUPPLIES 


PACKING, RING 


OVERSIZE HEAVY DUTY 


Roamer and Olympian 
Cord and Fabric Tires 


MANY MILL SUPPLY HOUSES HAVE DEVELOPED 
A LARGE AND PROFITABLE TIRE AND TUBE 
BUSINESS. 

THE TURNOVER IS RAPID AND THERE 
WIDE MARGIN OF PROFIT. 


MAIL THE COUPON FOR FULL PARTICULARS 


IS A 


The National Tire & Rubber Co. 
East Palestine, Ohio 


GENTLEMEN: WITHOUT OBLIGATION ON OUR PART, 


WILMARTH & MORMAN 


(Nelson Patent) 


LOOSE PULLEY 


Saves oil, belts, time and expense of repairs. 
We guarantee it—will send it on trial. 


Our claims backed by twelve years of satisfactory 


service. 


PLEASE SEND FULL PARTICULARS OF YOUR PROP- Let us send you descriptive booklet and price list. 
OSITION, 
: Wilmarth & M 
FIRM NAME ilmart orman Company 
YOUR NAME 900 Monroe Ave., 
CITY STATE GRAND RAPIDS, MICH. 
98 When writing ta Advertisers please mention Mitt Supp ries. 
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Qupputes 


RIGID CQUPLINGS 


For Line Shafting 


7 


\ 


Mounting a Pintite Coupling is as simple as 
driving nails—the only tool you need is a 
hammer. 


With the ends of the shafts slipped into the 
coupling sleeve, insert the cupped-end steel 


pins in the holes already drilled 


and drive 
them through with a hammer. 

Each pin cuts it own keyway—at the same time 
forcing the shaft hard against the opposite 


side of the coupling bore. 


You get a combined wedge-and-key hold—a 


grip on the shafts that you cannot break. 


Write for Bulletin 1027 


SMITH 4xv SERRELL 


43 Central Avenue, Newark, N. J. 


Francke Flexible Couplings for Direct-Connected 
Machinery 


Pulmore Pulley Tread for Highest Belt Efficiency 


Yale Made Is 


Yale Marked 


Die-formed 


| 


Steel Chain 


Steel Chain Another 
‘| Yale Safety Factor 


| Yale Chain Blocks have for many vears been 
equipped with special steel chain. 

Every link in every Yale chain is die formed and 
die forged, with the weld on the side of the link in- 
stead of at the end. 

These Yale chains have over twice the strength of 
ordinary iron chain. They are actually tested to three f 


times the rated capacity of the block on which they 
are used. f 
For every job where loads must he lifted, moved or Z 


held steadily in place, the Yale Spur-Geared Block 
“*From Hook to Hook a Line of Steel”—is safe and 4 
satisfactory. 

Screw-Geared and Differential Chain Blocks, Electric Hoists. 


Carried in stock by representative supply houses. © Detailed 
descriptions in new Hoist Catalog—sent on request, 


For a Factory Locking Equipment 
Use a Yale Master Key System y, 
THE YALE & TOWNE MFG. CO. 
Makers of the Yale Locks Stamford, Conn, 


RS QA nog 


Handling heavy pipe with ease and safety 


-==Spur-GEARED 
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QUPPLIES 


*Hollow Center Packing Co PLATES, FLOOR AND CEILING PULLEYS, CONE 
Ma York Be iting & Packing Co Crane Co. *Saginaw Mfg. Co. 
nited States Rubber Company The Penn Engineering Co. PULLEYS, CONVEYOR 
PACKING, PLIERS *Medart Patent Pulley Co. 
ue he eee The Peck, Stow & Wilcox Co PULLEYS, FLANGE 
zene ai ASDE . 
*New York Belting en PLUGS, BRASS AND FUSIBLE *Dodge Sales & Engineering Co 
*United States Rubber Company *American Injector Co. _ 8 he Hill Clutch a 
KIN 7 The Wr Powell Co A. Jones Foundry & Machine Co, 
PACKING, RUBBER “Tt : D. T. Williams Valve Co a dart Patent Pulley Co 
Rubber Co., Inc. The Ohio Valley Pulley Works, Ine. 
Asbeste & Rubber Corp POLES, TUBULAR STEEL *Reeves Pulley Co 
ré t Corp National Tube Company *Saginaw Mfg. Co, 
POWER TRANSMISSION APPLIANCES PULLEYS, FRICTION CLUTCH 
ng Co “Bond Foundry & M pall Chicago Pulley & Shafting Co. 
& Packing Co go Pulley *Dodge Sales & Engineering Co 
i Company Dodge Sales ¢ Engineering o "Th Hill Clutch Co 
Kdg ont Machine Co Phi The ‘arlyle Johnson Machine (x 
PACKING, SHEET The Hill Clutch Co 
Buffalo Weaving & I ) The Carlyle Johnson Machine ( *Medart Patent Pulley Co 
I ( Rubt Ce I Jet y s. *The Moore & White Co 
I n As tos & Rubt , W. A. Jones F dry & Ma > “Geo V. Pyott Co 
En [ Rut Cory *Medart Patent ‘Pul ey Cr reeves Pulley Co 
*General Asbestos & Rubber Co The Moore & W = e Co T. B. Wood's Sons (Co 
‘The B. F. Goodrich Co Pyott, Geo ha, » CO — Valley Iron Works 
*Hiollow Center ne Co moyerstord oundry « ne 
Tonk 9 Star i Pre Steel Co PULLEYS, GROOVED 
York ne & |} king ‘ \ iro Works Birkle Machine rks 
ad States Rubber Company T. B. Wood's Sens Co *Dodge Sales & ring Co 
PACKING, VALVE STEM PRESSES, DRILI pat rool *The Hill Clutct 
4 tos Rubt Royersford Foundry & Ma *Reeves Pulley Co 
*The O ) "alle -ulley Yorks 
‘ Asbestos & er PRESSES, PAPER BALING 
H ent Packing C Somers, Fitler & T *Meda Paten P ley C 
*N Yor} Belting & Packing Co PROTECTORS E LECTRIC LAMP 
nited St ber Company PULLEYS, HEADED 
PEGS OR PINS, RAWHIDE PRUNING SHEARS - —— 
€N ot W x Co 
PIPE THREADING TOOLS PULLEY BLOCKS PULLEYS, IRON CENTER 
Crane Ce Ww hes M *Dodge Sales & Engineering Co. 
‘T Curtis & ¢ tis ¢ PULLEY COVERING *Medart Patent Pulley Co. 
‘Toledo Pipe Thr ng Machine Co Chicago Rawhide Mfg. Oh Va Pulley Works, Inc 
t & Serre teeves Pulley Co. 
STEEI *Saginaw Mfe. Co. 
Natio PULLEY TREAD *T. B. Wood's Sons Co. 
or Fipe Thre PULLEYS, CAST TRON Chicago Pulley & Shafting Co. 
. Birk Machine W *Dodge Sz & Engineering Co. 
PIPE, WROUGHT IRON Hales & Mngincering Co *The ¢ luteh Co. 
Crane oO Jf y Mig. CO W Jones Foundry & Machine Co 
Somers, Fitler & Todd H Clutch ¢ *Medart Patent Ce. 
W A. Jones ‘ I & M ne Co *Reeves Pulley 
PLATES, BASE *Medart Paten Co anne Ohio Valley Pulley Works, Inc. 
* Be } & M ne ¢ George V *George W. Pyott Co. 
10 s & Engir re Re vers ry & Machine Co °Saeg naw Mfg. Co 
*T Hill Clutch Co Va Ir ts *Valley Iron Works. 
*Vallev Iron Wor r $3 Wood's Sons ¢ Wilmarth & Morman Company. 


etter tools make 
etter worKkmen— 


And you can’t buy a better wrench 
than a Williams’ 


jJ. H. WILLIAMS & CO. 
“The Wrench People” 


BROOKLYN BUFFALO CHICAGO 
42 Richards St. 42 Vulcan St. 1042 W. 120th St. 


When writing to Advertisers please mention Mitt Suppuies. 
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Do not make the mistake of overlooking the 


SWEETLAND Lathe Chuck 


But look it over! 
Inquire about it! 
Buy it! 

It gives the serv- 
ice you desire 
and are willing 
to pay for! 


4 


HETTRICK 
Red 

tf, Stitched 
CANVAS 

BELTING 


The Belt of Service 
The Hoggson & : : f 
Pettis Mfg. Co. : J The Hettrick Mfg. Co. 
| 


STANDARDIZED BOSTON GEARS 


are what you 
should think of 
when your cus- 
tomer comes in 


for a replace- 


ment. 


300,000 in steck for immediate delivers 
Send for 1920 Catalog 


|| BOSTON GEAR WORKS CHICAGO BRANCH 
3.5 W. Washineton Rivd 


rfolk Downs, 71 Quincy, 


“Golden Rule” Grease Cup 


STEEL AND IRON = 


Drawn ..cei Top 
Malleable Iron 


W.D. ALLEN MFG. CO. 


Watchman’s Clocks 


Ilumans sometimes fail. 

Mechanical appliances sometimes fail. 

But, when we combine both elements, we 
arrive at the closest approach to imfallibility 
that is possible. 

Phe ideal method of pretection is to rely on 
a human being to do the w corer ie and then 
watch the human with a 

Newman Grille Watch-Clock 

The Newman Clock ts the result of nearly 

filty years of intensive effort in one direction. 


Newman Clock Company, Inc. 


Makers of Keliable Watchman’s Clocks for 
Nearly Fifty Years 

425 Broadway 

NEW YORK 


424 Howard Street, SAN FRANCISCO 


570 Washington Blvd. 
CHICAGO 


BINKS 


Steam and 
Water Jet 


Apparatus 


In this line is included Syphons in all sizes from %” to 3” 
inZlusive, also Steam Jet Exhausters. The applications for this 
cl-ss of equipment are numerous and is a line which you cannot 
well afford to overlook. 


Write for Bulletin No. 6 


THE STAR BRASS WORKS 


Manufacturing Engineers 
3113 Carroll Ave., CHICAGO, ILL. 


The Best and Most Powerful 
Car-Mover Made 


is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 


ear, while 12 men without it can hardly budge an 
empty car. 


tures. Write for literature and prices 


Appleton 
Car-Mover Co. 


In strength, power and push the ATLAS Car-Mover 


Let us tell you all about its many 7 


MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 


When writing to Advertisers please mention Mitt Supevres. 


ay 


| 
Perfect 
— 
101 


PULLEYS, MOTOR 
Birkle Machine Works. 
*The Hill Clutch Co 
*Saginaw Mfg. Co. 
PULLEYS, STEEL 
*Dodge Sales & Enginee ring Co. 
PULLEYS, STEEL RIM 
*Medart Patent Pulley Co 
VULLEYS, STEP CONE 
*Dodge Sales & Engineering Co. 
*The Hill Clute 


h Co 
M hime 
( 


*Medart Patent Pul so. 
ey Works. 


*The Ohio Valley Ptr 


*George W. Pyott ¢ 
‘Reeves Pulley Co 
Saginaw Mfg. Cc 


TAPER CONE 


PULLEYS, WOOD sPLit 
& 


Medart Pat 
TI ©) \ 
ht Pulle 
Saginaw 
PUMPs, HAND AND POWEK 
I My & 
PUMPs, HYDRAULIC PRESSURE 
I E M &B 
Vogt I 
PUMPs, JET 
Ar ‘ 
PUMPS, MINE 
I My & | 
\ 
PUMPS, O11 
I, 
r ik ‘ 
PLMPs, STEAM 
Vogt Br M 
PUMPs, TANK 
E. M & 
Vogt Bre M ‘ 
PUNCHES AND DIES 
PUNCILES, SILEET METAI 
Pe Stow & \ 
RAILS, ELECTRIC MOTOK 
Birk M n Wo 


cy Da 
ULL 
KRASPs SCREW DRIVERS 
ta File Works The Peck, Stow & Wilcox Co, 
son File Company 


RATCHETS 
Tool Co 
REAMERS 
t Tw t PDrill Co 
tman & Barnes Mfg. Co 


REGULATORS, PRESSURE 
Bra Co 
RIVETS, BELT 
nt BRelt Fastener Co 
ROD ENDs 
H \\V ur & Co 
RODs, CONNECTING 
\\ ms & ¢ 
ROPE DRIVES 
al neering 
Patent Pulley ¢ 


RUBBER GOODS, MECHANICA 
liu i 


& 


t n & Pa ne 
te Ru r Co 
SAFETY DEVICES 
t First Mfs Co 
SALAMANDEKS 
tor & Mfg 


SAW TEETIL AND SHANKS 
ton & Sor Ir 


SAWs, BAND 
ence M hine ¢ 
ton & & It 
SAWS, CIRCULAK 
tor & Ir 
SAWs, CROSS CLT AND RIP 
lbisston & Sor Ir 
SAWSs, HACK 

1) ton & Sor lr 

SAWS, SWING, CUT-OFF 
Creseent Machine 


SCREW MACHINES, AUTOMATIC 

*The National Acme Company. 
SCREW MACHINE PRODUCTS 
*The National Acme Company 
*Standard Pressed Steel Co 
SCREWS, SAFETY SET 

‘The National Acme Conipany 
*Standard Pressed Stee 
Stron Carlis & Hammond Co 


SEPARATORS, OLL AND STEAM 
ims 


1 Co 


*The D. T. Will alve Co, 
SHART COUPLINGS, FLEXIBLE AND RIGID 
Smith & Serre 
SHAPTING 

*Bond Foundry & Machine Co 

a Pulley & ting 

Dodge & ring Cc 
Tr H it 

The Ca J n M hine ¢ 
*M Pater Pulley Co 
*Ro t Foundry & Machine Co 

Si Fitler & Todd Co 

Vali Iron Work 

SHAPTING, TUBULAR (MATERIAL FOR) 
Natic Tul ‘ompany 

SHEARS, SQUARING 

Len Sto & W x Co 

SHEAVES, MANILA AND WIRE ROPE 
*W \ ones Foundry & M hine Co 
*The H Clu 
*Medart Patent Pulley 

Cree \\ Pyott C 


Wood's Sor 


SIGNS, ELECTRIC 


‘ 
SIRENS 
eral E tr 
7 SNIPS AND SHEARS 
The Peck, Stow & Wilcox 
SOCKETS, WIRE ROPE 
H. W & Co 
SOLDER 
Solder Company 
*La en Bearing 
SOLDERING PASTE AND SALTS 
t So ! mipany 


SPROC 
Babbitt 


Steam Specialty Co 


KET RIMS, VALVE OPERATING 


combination 


Our 


loose and wear 


improved 
DOUBLE-LOCKED pin- 
at both ends, driven tight into machined 
holes in the side links—actually integral 
with the side links. 


design 


Malleable Iron and Steel 
Chain 


A development of the old type 
chains, 
years have been constructed with 
the rivets flattened at one end only 
to lock them to the side links. 


Pins cannot work 
in the side links. All 
wear distributed over a large area be- 
tween pin and barrel of center link— 
elongation is minimized. 


Write for Catalog 100 


embodies the 
-machined flat 


which for 


ARMINGTON 


Monorail Equipment 


Type “BP Geared 
A Full Line of “I” Beam 
Trolleys Always in Stock 


Hand and Electric 
HOISTS AND CRANES 


ARMINGTON ENGINEERING CO. 


Wickliffe, Ohio 


When writing to Advertisers please mention Mitt Suppries. 
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Quip 


Workmen— 
Palms— 


Machine Tool Handles 


Perhaps the most intimate part of a 
machine to the operator is its handles 
he uses them almost every minute of the 


day. 


We Put the Flux in the Solder to 


they enable him to operate his machine Save the Bother 


more easily and rapidly; they enable him 


wes Everyone wants it. The quickest selling specialty that 
to produce more, and with a minimum you can stock. We want you to stock up and help 
‘ ae supply the demands of the mills that want to use it. It 

amount of effort. 1 


is used by all plants that have soldering to do: auto- 
mobile makers, electrical plants, hardware manufac- 
“Cineinnati” Machine Tool Handles fit turers, and makers of sporting goods. These are only : 


; ; a few of the industries using 
the hand-——the body of the handle les 

nicely in the hollow of the palm. They ester : 
increase the hiking of workmen for your 
machines. id-C 

Aci ores. 

\nd you will also find that it costs less Wi % 1 mee ; 
to equip with “Cincinnati” handles than ire der 


1 - . . 
it does to make such parts yout self, This wire of solder contains a core of acid flux. The 
proportion of flux to solder is correct and a perfect 
notations union is made every time. Removes al! the guesswork 
Have us send you quotations. from soldering. Any inexperienced man can do as good 
work as an expert and do this every time. 


The Cincinnati Ball Crank Co. 


Kester Acid Core Wire Solder is a time saver because 
T . it does away with squirt cans, swabs brushes, sticks 
100 North St. incinnatl hi nots. and other useless material. Doubles capacity by 
halving time taken by any job. 


The “Cincinnati” Compression Coupling KESTER ROSIN CORE WIRE SOLDER ey 
Th “Cincinnati” Compre For Delicate Electrical Work. 


sion Coupling has just five 


parts—two rings and_ thre Chicago Solder Co. 


longitudinal sections 


4201 Wrightwood Ave., Chicago, U. S. A. ; iB 


Southern Sales Representatives 


The Faucette-Huston Company, Chattanooga, Tenn. 


The three longitudinal sec 
tions grip the two ends ot 
the shafting, while the rings 


hold them on tichtly Send for free sample today. USE THE COUPON. ! eae ce 

Installation of this coupling CHICAGO SOLDER CO., M.S. 10-20 fj 


will last for years. Name Pheke 
The principle of the ‘“Cincin- 
nati” Compression Coupling 
is an old one newly applied 
It has proved its worth City 
through years of service. 


OT pany 


Address 


When writing to Advertisers please mention Mitt Supp ties. 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TANKS 
STEEL SHIPPING BARRELS 


GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 


SPROCKETS 


STEEL STAMPs AND MARKING DIES 


TANKS, FOR AIR, GAS AND LIQUIDS 


POOLS, CARPENTERS’, 


TRACK SYSTEMS, SWITCHES, FROGS, ETC, 


\ I e & \ Engineering Co 
I Pater I ( TAPES, STEEI rh Moore & White Co 
W. Pyott Co Reeves Pulley 
SQUARES, STEEI TRAPS, STEAM 
TAPS, COLLAPSING 
! Stow « \ ( Strong, Carl] e & Hammond Ce 
STEAM SPECIALTIES National Acme C b. T. Williams Valve Co 
In je ‘ THUMB NUTS AND SCREWS PROLLEYsS, OVERHEAD 
3 tt Steam ty Ht. ur \ ton Engi ‘ 
rer TILING, RUBBER, INTERLOCKING Phe Chisholm-Moore Mig. C 
D> I ss & MOT > 
The I PIRES, AUTOMOBILE PRUCKS, MOTOR 
\ Compan 
Sterling & MRUCKS, STEEL INDUSTRIAL 
y I ( \ n Cult tor & Mt 
Win, Powe PUBING, LAP-WELDED AND SEAMLESS 
T. W POOLS, BORING STEEL 


Co 
PUBING, 


MACHINISTS’ AND RUBBER 
WHEELWRIGHTS’ hu lt 
1 en ( par UNIONS, BRASS AND IRON COMBINED 
i Pit ling I 
VALVE LEATHERS 
‘RAINER 
POOLS, LATHE AND PLANER ‘Chicago Belting C« 
\ VALVE OPERATING WHEELS 
POOLS, PLUMBERS’ AND Babbitt Steam Specialty Co 
R: VALVES, AIR 
& Malleable Works 
SWIVELS, HOOK nh 
Ss & n lig 


Satisfied Customers 


méan 


Profitable Business 


Quarter 
Turn 


Homestea Valves 


are rendering efficient service in countless Mills and Factor- 
ies throughout this country on water, airand steam lines; on 
operating machines, and in other places where the service 
issevere. QThe next time your customers are in need of a de- 
pendable valve ona troublesome line, be sure to recommend 
Homestead Quarter-Turn Valves 
Made in the Straight-Way, Three-Way, Four-Way and Angle 
patterns, of Brass, Semi-Steel, Monel Metal and special 


compositions, in all sizes up to 6" and in all pressures to 5,000 
Ibs. to the square inch. 


HOMESTEAD VALVE MFG. COMPANY, 


HOMESTEAD PA. 


EMPRESS 


Grease and Oil Cups 


Designed to meet every lubrication problem of factory 


maintenance—shafting, pulleys, and every piece of ma- 


chinery and equipment can be more effectively and 
economically lubricated with EMPRESS cups. 
EMPRESS NO. 53 
STYLE N OIL CUP <> 
Designed for use in vertical 3 


lute 

Mace ] 

ired Cap « ir loose ¢ 

pen even though subjected t 

excessive vibration Easily 

perated and. cleaned. Mai 

from bra ix SIZE Nickel = 
plated 41 lull bra inisl = 


For Full Description, Write for Catalog k 


BOWEN PRODUCTS CORP. 


MANLEFACTLURING AND SALES DIVISIONS 
AUBURN DIV., AUBURN, N. Y ZERK DIV., CLEVELAND. OHIO 
MINNEAPOLIS DIV., MINNEAPOLIS, MINN. 

WINKLEY DIV., DETROIT, MICH. 


CANADIAN FACTORY, CANADIAN WINKLEY CO., LTD., 
WINDSOR, ONT. 


BRANCH SALES OFFICES 
NEW YORK, 220 BROADWAY CHICAGO, 1607 OTIS BLOG. 
BOSTON, 253-255 FRANKLIN ST. CINCINNATI, 409 LYRIC BLDG. 
SAN FRANCISCO, MONADNOCK BLDG. 


| 
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NEVER LET'S GO 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Simple, Strong, Economical 

Under every imaginable condition of service—in ever 
in the world—on every kind of 
Alligator Steel Belt Lacing has proven itself bes t. 


or Steel Belt Lacing. No special skill or training 


No tool but a hammer to insure a perfect joint. 


A Large Surplus of Strength—Note _| 
double stasgered teeth (shown in illustration) [EE 


ry, 
they give the extra strength to Alligator Lacing. Ly 


Short flexible joint insures smoothness of operation 
Rocker Hinge Pins (patented)—form frictionless 

joint. Inc p or heavy work, where other lacing pull 
Steel Belt ng holds. 


Ask ‘toon Jobber — or Write Now For 
Samples and | Full Details boda ; 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street Chicago, Ill., 
135 Pinsbury Pavement, London, E. C., Fngk ind. 


Nothing Needed 
But a Hammer 


ALLIGATOR 


civilized country 
eather, cotton, rubber or balata belt— 


g time of only three minutes the average belt can be 
needed. 


nal Steel 


U.S. A. 


Pump economy is regulated not by the 
original cost, but by the length of time 
it will give you satisfactory service 
Every Vogt pump installation means years 
or. sery 


ice 


ior months, to 
Pumps, but years 


1 a Vogt Write 


“The Service Is What Counts” 


VOGT RS MFG. CO. 


orporated 


laced 


obtain the 


you are thinking pump 
us tor nll 


JENKINS BROS. 


New York Chicago Philadelphia 
Washington St. Louis Boston 
San Francisco Pittsburgh 
Montreal London Havana 


Every possible user of valves 


is appealed to through Jenkins advertising. 


The Engineer, Architect, Plumber, Steamfitter, 
Home Builder, and Home Owner see _ Jenkins 
Publicity in the magazines they read. Valve users 
everywhere will read the Jenkins story in some one 
of the many publications that are used in our ex- 
tensive advertising program. 


This publicity is added to by color page advertise- 
ments in the Literary Digest on power plant, Heat- 
ing and Plumbing Valves. 


Jenkins advertising is nation-wide. It stimulates 


sales in your territory because in our advertising, we 
urge the purchase of Jenkins Valves through the 
supply man. 


2206-5 


When writing to Advertisers please mention 
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VALVES, BALANCED, FLOAT 


VALVES, PRESSURE REGULATING 


*Mason Regulator Co. REDUCING 
in 
VALVES, BLOW OFF ;Mason Regu 
Crane Co The Ohio Bras Oo. 
* Homestead Mfg. Co. VALVES, PUMP OR RUBBER 
*Jenkins Bros. Cra 
*The Wm Co n 
*The D. T. Williams Valve Co. ti Ru ee 
VALVES, CHECK Phe oodrich 
Crane Co, lenk Bro 
*Jenkins Bros N : 4 KIng 
Detroit Br il W Unit Compan) 
Ohio : VALVES. RADIATOR 
The Wr Powell etre B & Mal bl Works 
*The D. T liams Valve Co troit Iu 
VALVES, GLOBE AND ANGLE 
Crane Co I ; Lu t 
Detroit. Br Works 
» Mig. Co. Pe 
*Jenkins Bros ] \ 
oT) i i 
‘he O VALVES, THROTTLE 
*The W tor 
‘The D. T \ 
VALVES, HIGH PRESSURE \ 
The D. 1 \ \ 
HYDRAULIE WAGONS, COAL AND COKE 
4 & Co 
rane ( 
* Hot WASHERS, LEATHER 
eT M 
WASHERS, RUBBER 
VALVES, LOCK SHIELD 1 ( In 
oT ( » Brass ¢ ! Packing ¢ 
WASTE, COTTON AND WOO! 
VALVES, POP SAFETY AND RELIE! i Ml i Waste Wo 
WATCHMEN'S CLOCKS 
Ine 


AND 


WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co 
WELDING RODS 
Lumen Bearing Co 
WHEELBARROWS 
Akron Cultivator & Mfg. Co. 
WINCHES 
Ti Yale & Towne Mfg. Co 


WIPING CLOTHS, MACHINERY 


T lilton Hagy Waste Works 
WIKRE SOLDER 
WRENCH SETS 
\ tror Bros. Too 
{ W & ¢ 
WRENCHES, ADJUSTABLE 
rl S Stow & Wilcox Co 


WRENCHES, AGRICULTURAI 
to & \ x (oO 


WRENCHE 
An trong Bre roo 
li \ & Co 


WRENCHES, ENGINEERS & MACHINISTS 


r Ste 
uns & Co 
WRENCHES, HOPPER CAK 
Vrench & Appliar ) 


WRENCILES, PIPE 


WRENCHES, SOCKE' 
YARNS, ASBESTOS 
YOKE ENDS 


{ W é 


Highest Quality 
Immediate Delivery 


Milled from the Highest 


Grade Bar Stock 
Not Pressed Steel 


WE ALSO MAKE 


“Pioneer,” “Hallowell” and “Bantam” 
Unbreakable Steel Shaft Hangers 
“Hallowell” Cold Rolled Steel Collars. 


Set and Cap Screws 


“Hallowell” Steel Bench Legs 


STANDARD 


PRESSED STEEL CO. 


PHILADELPHIA 


100 
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DULL 


More Jobbers Wanted 


To Handle 


The Best Stitched Canvas Belting on the Market 
Improved Methods of Manufacture 
Satisfactory Service Guaranteed 


No Returns 
CARTON BELTING COMPANY 


Allston Station Boston, Massachusetts 


U. S. ELECTRIC DRILL AND GRINDERS 


Send for 
complete 
catalogue 


THE U. S. ELECTRICAL TOOL CO. Cincinnati, Ohio 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland 


We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone” Cedar 74 


CARBON *° HIGH SPEED 
TWIST 


TR 


“HE RCULE Ss" 


of Order 


HIGH SPEED DRILLS 
nWhitman & 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 


TWIST EVERY INDUSTRY BIRKLE MACHINE WORKS—Chicago 


STANDARD IRON 
MOTOR PULLEYS 
FROM 1%, TO 12 
INCH DIAMETER 


Shipped Within 24 
Hours After Receipt 
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Alphabetical Index to Advertisers 


Akron Cultivator & Mfg. Co 
Alexander Brothers 

Allen, W. D., & Co 

American Injector Co 

Appleton Car-Mover Co 
Armington Engineering Co 
Armstrong Bros. Tool Co 
Babbitt Steam Specialty Co 
Birkle Machine Works 

Bond Foundry & Machine Co 
Borden Company, The 

Boston Gear Works 

Bowen Products Corp 

Buffalo Weaving & Belting Co 
Burrell Belting Company 
Caldwell, H. W., & Sons Co. 
Carton Belting Company 
Charlotte Leather Belting Co 
Chicago Belting Co 

Chicago Pulley & Shafting Co 
Chicago Rawhide Mfg. Co 
Chicago Solder Co 
Chisholm-Moore Mfg. Co., The 
Cincinnati Ball Crank Co., The 
Cleveland Osborn Mfg. Co., The 
Clipper Belt Lacer Company 
Crane Co 

Crescent Belt Fastener Co 
Crescent Machine Co., The 
Curtis & Curtis Co., The 

Davey, W. O. & Sons 

Delta File Works 

Detroit Lubricator Co 

Detroit Twist Drill Company 
Detroit Brass & Malleable Works 
Diamond Rubber Co., Inc 
Disston, Henry & Sons, Inc 
Dodge Sales & Engineering Co 
Dominion Asbestos & Rubber Corp 
Drake, Clifton B 

Edgemont Machine Co., Inc 
Empire Tire & Rubber Corporation 
Federal Electric Company 
Flexible Steel Lacing Co 
Flexitallic Gasket Co 

Gandy Belting Co., The 

General Asbestos & Rubber Co 
Goodrich, B. F. Co., The 

Hagy, J. Milton, Waste Works 
Hardinge Brothers, Inc 
Hettrick Mfg. Co., The 

Hill Clutch Co., The 

Hoggson & Pettis Mfg. Co., The 
Hollow Center Packing Co 
Homestead Valve Mfg. Co 
Horton, E. & Son Co., The 
Howe Chain Company 

Illinois Malleable Iron Co.. 
Indianapolis Brush & Broom Mfg. Co 
Jeffrey Mfg. Co., The 

Jenkins Bros 

Jewell Belting Co 
Johnson, Carlyle, Machine Co., The... 


Jones, W. A., Foundry & Machine Co... 
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Lumen Bearing Co rs 22 
Lunkenheimer Company, The 72 
Mason Regulator Co. 101 
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McGill Manufacturing Co 56 
McKinney Manufacturing Co 17 
McRae & Roberts Co., The 107 
Medart Patent Pulley Co 10-64 
Michigan Lubricator Co 50 
Moore & White Co., The 64 
Mount Vernon Belting Co 5 
Myers, F. E., & Bro 92 
National Acme Company, The 68 
National Supply & Machinery Dealers’ Assn 46 
National Tire & Rubber Co., The 98 
National Tube Company 33 
Newman Clock Company, Inc 101 
New York Belting & Packing Co 7 
New York Leather Belting Co 78 
Ohio Brass Co., The 13 
Ohio Valley Pulley Works, Inc 34 
Osborn Manufacturing Co 95 
Paulus, Jos. C., & Co 84 
Peck, Stow & Wilcox Co., The 21 
Penn Engineering Co 34 
Philadelphia Belting Company 68 
Porter, H. K 92 
Powell, Wm. Co., The 84 
Pyott, Geo. W., Co 18 
Reeves Pulley Co 8 
Rose Valley Shops 8 
Rossendale-Reddaway Belting & Hose Co 86 
Royersford Foundry & Machine Co 74 
Safety First Mfg. Co 90 
Safety Wrench & Appliance Co 7( 
Saginaw Manufacturing Co 2 
Scaife, William B., & Sons Co 104 
Schieren, Chas. A., Company 82 
Smith & Serrell 99 
Somers, Fitler & Todd Co Back Cover 
Standard Pressed Steel Co 106 
Stanley Belting Corporation 96 
Star Brass Works, The 101 
Starrett, L. S. Co., The 109 
Sterling & Skinner Mfg. Co 92 
Strong, Carlisle & Hammond Co Back Cover 
Toledo Pipe Threading Machine Co 5 
United States Electrical Tool Co 107 
United States Rubber Co 66 
Valley Iron Works 56 
Victor Balata & Textile Belting Co 50 
Vogel, Joseph A., Co 90 
Vogt Brothers Mfg. Co., Inc 105 
White Company, The 27 
Whitman & Barnes Mig. Co 107 
Williams, D. T., Valve Co., The 92 
Williams, I. B., & Sons 48 
Williams, J. H., & Co 100 
Wilmarth & Morman Company 98 
Woods, T. B., Sons Co............ ; 9 
Wright Mfg. Co............... 97 
Wright Machine Comvany 109 
Yale & Towne Mfg. Co., The... ; 99 
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SUPPLIES 


The Old Reliable 


CGUNTHER 


OVERNOR 
FOR STEAM ENGINES 
Ouick Shipment 


Thousands are in use, giving continual 
satisfaction. 


design they are mechanically correct. 
Every Gunther Governor 
in use has proven this. 


In 


In quality of material they 
are unexcelled. Their long 
service record wherever installed 
shows their stamina. 
Compared with other governors 
Gunthers have fewer wearing 
parts, a wider range of 
speed and greater adjust- 
ment of the drive puliey. 
Gears are made noiseless 
by the Gunther method of cutting them from solid metal. 
Equipped with automatic stop if desired. If purchased without 
stop, it can be attached later. 
There’s a Gunther for every engine. Five styles of valve 
chamber. Sizes from 3,” to 6” 

DEALERS—We are increasing our list of agencies. 

Write for descriptive literature and prices. 


The Wright Machine Company 


Incorporated 


OWENSBORO, KENTUCKY 
Established 1880 


‘““Chicago Rawhide’”’ 
Lace Leather and Cut Lacing 


from the 
best green 
salted Packer 
Hides. 


RAWHIDE Leath- 
er for Belt Lacing purposes. 


By all means sell a high grade Belt Lacing because 
there is nothing so costly in power transmission as 
poor belt lacings. We know from experience that a 
dealer who will carry a stock of our “Chicago Raw- 
hide Selected’? Mechanical Belt Lacing will double his 


sales in this line in one year. 


“CHICAGO RAWHIDE?” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chems- 
cal rawhide or surface tanned leather. 


OUR PRODUCTS 


include “Krome” and Indian Tanned Lace Leather ‘= Cut 
Lacing—Rawhide and “Krome” Fiat Beltings, und 

and Twisted Belting—Rawhide Hammers and alte ta— 

a” Packings, Cups and U Leathers—Leather Special- 
ies, etc. 


If made of leather for mechanical purposes, we make it. 
Write for Dealer's Terms 


(37) The Chicago Rawhide Mfg. Co. 


1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CO., 
127 Broad Street, Boston 


Just a short film will show a 
Starrett sale— 

Find your customer the right 
Starrett Tool, and the sale is 
closed. 

But it would take a mighty 
long movie to show all the serv- 
ice he'll get from his “buy.” 
That’s why mechanics come 
back again and again for Star- 
rett Tools. 

Write for 

“The Tools Mechanics Buy.” 
THE L. S. STARRETT CO. 

The World’s Greatest Tool 

akers 

Manufacturers of Hack Saws 

Unexcelled 
ATHOL, MASS. 


HE Industrial Commissions of many 

States are insisting that all wood work- 
ing machines be fitted with suitable guards. 
You can give your customers all necessary 
safety guards on Crescent Machines. 


THE CRESCENT MACHINE CO. 


96 Columbia Street LEETONIA, O. 


When writing to Advertisers please mention MiL_ Supp ies. 
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q 
Cc 
Sell Starrett Teols 
42.79 
| “SELECTED Cut Lacing 
a AL 
a4 


h\A \ ANN By virtue of its proven quality and wide 
r/ > \ spread popularity it has found distribution 


327 Water Street PITTSBURGH, PA. 


the world over. 


KNOW PITTSBURGH’S HOUSE OF SERVICE 


The American Steel Split Pulley is a qual- 
ity product. 


It is known as such by thousands of users 


to the Pittsburgh district through the ware- 
houses of this company. 


SOMERS, FITLER & TODD CO. 


urt on our Ameri 


Pulley Stock 


THE 
HIGHEST PRICED 


SET SCREW 


M AC-IT, the Highest Price Set Screw, interests you from three angles: 


1—A wider margin of profit to enable you to put real sales energy 
behind it. 

2—Additional strength and value which will surprise and more-than- 
satisfy every new customer. 

3—Steadily increasing repeat orders already proved by the remarkable 
growth in Mac-it total sales. 
This is the Mac-it story in a nutshell. Test samples and prices on request. 

Vake Mac-it endurance your best insurance 
THE STRONG, CARLISLE & HAMMOND CO. 


CLEVELAND 
BRANCHES: Boston New York Philadelphia Detroit Chicago 


SET, CAP and SAFETY SET SCREWS 


Square-head, headless, hollow, tool-post 


= 
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— 
i 
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